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NOW YOU CAN BUY YOU CAN BUILD 
THE FINISHED PRODUCT _ IT YOURSELF 


CONWIRE 
Alymin um 


Sereen Cloth 
Frames and 
Component Parts 


CONWIRE 
Full Frame me . : practic al beauty 


< 
Aluminum Screen for any 
type windaw 


everything 
required to 
produce 
aluminum screens 


Either way, you can be sure of the famous, flawless beauty of a Conwire Screen. 
Close quality control from the weaving of Conwire Screen Cloth to the fabrication of 
the heavy gauge aluminum frames insures consistent perfection. The name Conwire 


is your guarantee, 


The Famous 


BURNS /// WARE TENSION SCREENS 
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new DU RA/le DISPLAY 


OPENS THE DOOR TO 
FASTER THRESHOLD SALES! 


Colorful, eye-catchin 
display compel altent 
bright, modern carte 

new threshold “dey 
thresholds, yet tak 
space. It’s yours from you 
DURAflex Company 


for full information! 


DURA//ox 


America’s most advanced 
thresholds! 


Durable aluminum base, flexibl 


arch provide positive sealing 
out rain, snow, dust, draft. inse 


any doorway... can be installed 
“do-it-yourself” ease. DURAflex thre DURAex 


oor displays will win sales as no ot! hold can! 


NOW! COMMERCIAL DU RAflex 


For a rich, new market! 


New broad-base, heavy-duty thresh: { the fast growing 


demand for commercial installat matically reduce 


losse mm air-conditio heating highly 
resistant to st ( cleans easily 


( iding ( Op inie 


fnew profit item! 


Write to 
THE DU RA{lex’ co. 
4 


3500 N.W. 52nd STREET 
MIAMI, FLORIDA 
U.S, Pat, 2,718,677 


PHOENIX « MIAMI «e TORONTO a od ea 


THE GREATEST THRESHOLD IMPROVEMENT IN 25 YEARS 
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with 
these profitable, 


Four 
“4” 


Nationally-known aseen 
BRANDS 


from CELOTEX 


SSiRCO nor 


Aluminum Mill Galvanized Steel 
Products Products 


Aluminum Roofing Gutter & Downpipe 
& Siding 


Insulated Building 7 ’ 
Aluminum Screens Board Barclay-Square } 


Aluminum Windows Insulation 





Asphalt Products Plastic. Conted 


Coated Seamless Paneling 


Roofing Red Cedar Shingles 


Translucent Glass [easeusre 


Fir Plywood Fiber Panels 


Farm Gates 





[se 
Hardboard Products sues SP wrvisvon 
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DOME DAMPERS 
and 


STEEL LINTELS 
Lower Priced... Higher Quality! 


. 
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“ EVERYTHING HINGES ON HACER J.’ 


C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Louis 4, Mo 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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Massociation 
DIRECTORY 


Associations serving Building Supply Dealers in 
Southern and Southwestern states—and served 
by SOUTHERN BUILDING SUPPLIES 


Alabama Building Material Exchange — 519 Stalling 
Building, Birmingham 3, Ala. Executive Secretary Mrs 
Mary K. Harless. Tel. 7-3195. President: Louis Meer 
Birmingham, Ala 


Arkansas Association of Lumber Dealers — 727 Pyr 
Building, Little Rock, Ark. Secretary: & DeMatt Hender 
n. Tel. 8283. President: Peter Hiegel, Conway, Ark 


Building Material Merchants of Georgia — |050 Ponce de 
Leon Avenue, N. &£ Atlanta, Ga. Counselor: Joseph G 
Rowell. Tel. EM 5609. President: Charles W. Peek r 


Cedartown, Ga 


Carolina Lumber and Building Supply Association — | 
guilders Buildin Charlotte, N Secretary } 
E. M. Garner rel FRanklin 6-1503. President: G 

In, Lincolnton, N. C 


Florida Lumber and Millwork Association 
water Drive h QO Box 7125 Orland 


Treasurer: Mr Marie M. Bennett. Te 


H. Gray Eckles, St. Petersburg, Fli 


Kansas Lumbermen’s Association 
National Bank Building, Salina 
Yon F inge Tel. 4607 President ( 
Pherson, Kan 


Kentucky Retail Lumber Dealers Association — Knott Build 
ing, Lebanon, Ky. Exec. Vice-President: Donald A. Campbell 
Tel. 74. President: Kenneth A. Lawson, Harlan, Ky 


Louisiana Building Material Dealers Association ~ ¢ 
Florida Street. Baton R yuge, La. Exec Vice-President I 
Needham Ball. Tel. 2-4080. President: Roy S. Br » Jr 
Lake Charles, La 


Lumbermen’s Association of Texas — 304 First 
Saving 3Idg., Austin | Tex. Executive Vice-Pre 
Gene Eber ¢ Tel. GReenwood 2-1194. President Pp 


Goodnight Dallas, Tex 


Middle Atlantic Lumbermen’s Association — 1528 Walnut 
Street, Room 1123, Philadelphia 2, Pa. Executive Direc 
tor: Robert A. Jones. Tel. PEnnypacker 5-5377. President 
Luther H. Schmoyer, Boyertown, Pa 

Mississippi Retail Lumber Dealers Association 

State Street, P. O. Box 1968, Jackson 5, M 


Treasurer: E. B. Lemmor Tel. 3-2077. Pre 


Marshall, Sumner, Mis« 


National Retail Lumber Dealers Association — 302 Ring 
6b silding 18th and M Streets, N. W Washir gton 6. Ex ¢ 
Executive Vice-President H R Northup Tel. NAtional 
6757. President: Raymond A. Schaub Whiting Ind 


Oklahoma Lumbermen’s Association — 815 Leonhardt 
Building, Oklahoma City, Okla. Secretary-Manager: W 

} } 
Morgan Tel 7-0338. President T J Hu Cushir 
Okla 


Southwestern Lumbermen’s Association — 5/2 R 
Building, Kansas City 6, M« Secretary-Mana jer 
neth Milliker Tel. Victor 2265-6. President: J 
myer, Little Rock, Ark 


Tennessee Building Material Association — 7!! Br 

N E., Knoxville 17 Tenn Secretary-Mar ager 
Brownlee. Tel. 2-0185. President: Abner U. Taylor, Jack 
son, Tenn 


0° 


Virginia Building Material Association — 3305 Monument 
Avenue Richmond 21, Va Secretary Manager Harris 
Mitchell. Tel. 6-1749. President: E. R. English, Altavist 
Va 

West Virginia Lumber and Builders rg 1 Dealers Associa- 
tion — P O. Box 589, Fairmont. ‘ Ja. State Secretary 


Te 364. President ybert Br Char 


Sam H. Diemer 19 


ton, W. Va 








Thinking about Screen Doors, Window 


Screens and Similar Products? 


For a Complete Line, 











N-312BW | 











Wa: URCE of suppl 


Door nd Ther ck with the 

NATIONAL SCREEN COMPANY, SUFFOLK, VIRGINIA 

een | riet f popular style Take 
re | uglas Fir or 

lvanized Wire 

veral type 


y 


The Complete NATIONAL Line offers all these products from 
one supplier 

SCREEN DOORS 

WINDOW SCREENS 

COMBINATION DOORS 

WINDOW VENTILATORS 

KD SCREEN FRAMES 

STORM SASH 

STATIONARY SLAT BLINDS 

MOULDINGS AND OTHER ITEMS 


ASK YOUR JOBBER OR WRITE FOR OUR CATALOG TODAY! 


NATIONAL SCREEN COMPANY 


SUFFOLK, VIRGINIA 
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AWNING 
WINDOWS 


Sentes GS 


p> This sensational new addition to the 
famous LEMCO line of fine windows 
features an exclusive new LEMCO oper- 
ating mechanism. 





Complete ptotection from rain, and per- 
fect control of air flow are accomplished 
by the use of foot high ventilators. This 
new series furnishes the architect a new 
conception of design extenuating the use 
of horizontal lines. Example: the illustra- 
tion shown is 3’ 2” high having three 
ventilators instead of the usual two. 

Precision built, self-lubricating linkage 
with nylon bushings (no metal to metal 
contacts) transmits a smooth flow of 





power resulting in effortless fingertip 
control. 

Unmatched in quality, these new win- 
dows are the result of 26 years of expe- 
rience in building awning windows. 
When erected properly, no adjustments 
are necessary and with normal care, no 
servicing is required. 





Write to nearest location where LEMCO windows are manufactured 


McCOMB, MISS. © LAFAYETTE, LA. © JAMESTOWN, N.Y. 


I1C¢ROFT 


STEEL PRODUCTS, INC. 





THE MOST COMPLETE LINE OF ALUMINUM AND STEEL WINDOW PRODUCTS 
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Buy the Brightest Anodized 
Aluminum Glass Wall Units with 
the Exclusive Chromalum Finish 


@ ALL DOORS BY-PASS 

@ WALL JAMBS ARE ADJUSTABLE 

@ FULL WALL JAMB FOR EACH OPENING 
@ NEWLY IMPROVED HANDLE AND LOCK 


@ TOP GUIDE CHANNEL PROVIDES 
DEFLECTION ADJUSTMENT 


@ GLAZING TIME CUT IN HALF 
4 SCREWS DOES IT ALL 


@ COMPLETELY WEATHERSTRIPPED 


FOR CLIMATE COMFORT 
K D KITS ONLY 


ts are shipped K D in compact, easy to 
‘le cartons. Frames are designed to take 


7 32 crystal or '% inch plate glass 


< Rg. “ | } “pat. applied for 

| Tr] 
We also manufacture America's most outstanding ' a efe y fe 
OOr 


Bath Enclosure in both the Custom and Rival Series... 
Write for full details MANUFACTURING } COMPANY 








2415 N.W. 75th Street, Miami, Florida - Phone PL 8-3314 





ay you loo 
Sugar - 
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SUPPLY and DEMAND 





Construction Strong; 
Housing Trend Mixed 


Contract award for 

truction in the 37 Ei rm 
Apri et a record r that month 
according to the F Dodge Corp 


Award Vere ip / a yea! 
before 
Residential 


up 7% rom 


contract award 


April ’55 to set a new 
monthly record in Dodpe-reporting 
history. Re 
for the first four ‘56 month vere up 
f ver that part of '55. Total con 


award al construction 


dential contract award 


Were reported tne ame 


period 

On the other hand, the Bureau of 
Labor Statistic estimated that non 
f 
f 
{ 


arm housing starts | Apt came 
Oo 106,000—about 20% | han a 
year before and in 1950 rivate 
tart however, compared favorably 
with four-month totals for the 195] 
4 period. Privately-financed unit 
tarted in April were at a seasonal 
adjusted annual rate of 1,110,000 


unit 
vy 


ilue of new construction put into 
totaled 


$3.3 billion to equal the 1955 all-time 


place in the nation in Api 


high for the month, according to the 
U.S. De partment of Commerce, The 
four-month total wa also about 
equal to the ‘55 period 

Residential building month 
was 6% under a year and 6% 


down for the four-month period 


Retail Sales Up 7% 
Over ‘55 Period 


Retail sales by lumber and build 
ing material dealers were 7% pgreate! 
in the first three months than for the 
first quarter of '55, according to the 
U. S. Department of Commerce re 
tail trade report, Retail sale of all 
type nationalls were up the am 
proportion 

Retail lumber and buildir mate 
rial sale in March were 6 more 
than a year before, mostly resulting 
from increased material cost 

The wholesale price index on lum 
ber and wood products reached 128.5 
n April. Th Wa y higher than 
fo! April o—and up 04 from 
March The index 
for all commoditie wa up 2.9 
ind 0.8 


Wholesale price 
from a vear before up from 
March 
Sales by lumber and construction 
material wholesalers were 5 higher 
in the first quarter than for the first 
ihree months of ‘55. Sale in March 


pe 


were down from a year before 


but 11% greater than in February 


Big Gains in Plywood, 
Wood Products Output 


Value added by manufacture in the 
plywood industry during 1954 wa: 

% greater than in 1947, prelimi 
nary results of the 1954 Census of 
Manufacture show. An increase of 
6% in the number of establishment 
was reported between 1947 and 1954, 
along with a 43% rise in number of 
employee and a 106% jump in 
Wape paid 

The survey covered all primary 
products of the plywood industry 
including hardwood plywood, soft 
wood plywood of interior and ex 
terior types, and non-wood face ply 
wood and other plywood type prod 
ucts. Of the plywood establishment 
covered by the report, 65 are in the 
South Atlantic states, 110 in the 
Pacific region, and 22 the South 
Central region 

The prefabricated wood product 
industry during 1954 hipped prod 
ucts valued at $224 million, 117% 
more than in 1947, another U. S. De 
partment of Commerce manufacturs 
censu revealed. The number of 
establishment increased 12% be 
tween 1947 and 1954; the number 
of employees, 15%; the amount of 
payroll, 65% 

Included in the prefabricated wood 
products covered by the census re 
port were fabricated structural fram 
ing and wood laminates, prefabri 
cated wood buildings of all type 
und ready-cut wood buildings, pan 
els, and section 


Lumber Output and 
Sales Trail ‘55 Pace 


The National Lumber Trade 
rometer for the week ending May 12 
howed 
duction and new orders 6.4% below 
output. Unfilled orders of reporting 
mills equalled 42% of stock Un 
filled orders of softwood mills totaled 
21 day 

Unseasonable 
partly responsible for both the de 


hipments 2.9% above pro 


production 
weather wa held 


creases in preduction and new bu 
ne However, the reduced total of 


housing starts this year was largel 
involved 

The Southern pine 
howed shipments 2.7% below pr« 
duction for the week and order 
down 10.6%. Actual production, how 


ever, was 8.4% above the three-year 


baromete! 


average 
5.4' and orde! 
The NRLDA 


ber stocks and sale 


were down 3.2‘ 


survey of reta 


howed 


SOUTHERN 


while shipments were up 


3.4% less during March than 
before. Inventories were down 
in the same period but 3.9% 
greater than at the end of 1950 


Trade-in Terms Eased 
fevisions in the FHA trade-in 
program permit the owner to apply 
his equity as down-payment for a 
new home by allowing land develop- 
ers and realtors, as well as builder 
to take title to the older home with 
FHA interim financing. The only re- 
quirements to be met will be those 
designed to assure the older prop- 
erty meets FHA standards of sound- 
ness and livability. The party taking 
a trade-in house can finance the 
transaction with an FHA-backed 
mortgage up to 85% of the amount 
an owner-occupant can borrow. The 
maximum loan is $17,000 for a maxi- 
mum term of 20 year 


17% Instalment Loans 
for Home Improvements 


urvey by the American Bank- 
A n of 230 outstanding com- 
mercial bank engaged in _ instal- 
ment credit throughout the nation 
show that only 17.04% of their 
loans as of last December 31 were 
for home improvement 
FHA Title I insured improvement 
loans amounted to 9.16 of all in 
credit The banks’ own 
totaled 


talment 
modernization plan loan 
7.88° 

As to amount of credit 
automobile loan by the bank 
equaled 20.6% of total, and indirect 


29.86% 


direct 


automobile loan equaled 


of total. Personal loans equaled 
2.31%; apphance 10.02%, and all 
other retail instalment credit came 
to 

In number of 1 alment loan 
12.93% 
vielding 
Ay were 


made by the surveyed bank 
were for Title I loan 
9.65% of total income 

the banks’ own modernization plan 


loan vielding 6.78% of income 


‘56 Pine Grading Rules 


A completely new edition of the 
tandard grading rules that became 
effective May 15 has been published 
by the Western ine Assn Yeon 
Building, Portland Ore. Copi 
are available for 25 cent 

The new printing incorporate 
ipplemental rules adopted 


last edition came out January 
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1. Your own direct mail program— 
PERSONALIZED! Series of mailers ‘ 


“ i your store he 
elected tomers, will incluce 

letter of special interest t 

stage, handle all printing an 


2. National and local advertising! 
Appearing in big nsumer and farm maga 
s like Farm Journal, The Progressive 
Plus sds in 





sstul Farming 


s, local radio commercials 














3. Farm Building Plans! Eleven plans sh 
f istomers | w easy is tt bu 
Rooting. Most fea 
truction, Each ¢ 


Kaiser Aluminus 
st, pole type ns 


a complete set of working plans 


_ 
dirs 
m 


splay Rack — Display y 


wite {ra 


fit n unter 


Put this Kaiser Aluminum Roofing promotion 
to work for you! 


“raising the ro 


r 
Topay, farmers all over the country are 
Kaiser Aluminum Roofing —resulting in hefty profits for 


One big reason, of course, is the fact that Kaiser Aluminur 
light, strong, easy-to-hand r ha { MAIL THIS COUPON 
hy j : DAY! 


ndle 
That 


Farm Roofing is better roofing To 
proof and forever rust-free, never needing paint 

JMINUM & CHEMICAL SALES, INC 
RVICE DIVISION, ROOM 64862 


easy to sell! 
with one 
MER SI 
OAKLAND 12, CALIFORNIA 


And to make it even easier, we’re backing up dealer 
of the hardest-hitting advertising and promotion program ROADWAY 
put behind a building product. Take a look ! 
n Ka 


kaiser Aluminum 
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1 nigh te alae edie daesinscanchevre 


TOP NEWS 


For Dealers, Wholesalers and Manufacturers 





103 Housewives Attend 
Women’s Housing Talks 


president 


joard Chairman 


mnnounced§ the 
Southern women 


nould have 
quare feet of livir 


house National Gypsum poli 
posed of the president and t 


ice-president Andersor 
bathroon Cpari ( Uy 


vv 


rooms, 1% 
‘ Brown ice-president 


Inge room eparate fam) 


' , if marketin 

1g) Ol Vi r a ' 
- p rhe nev vational 
hese were the desi Kp! 1 , 


dent ViansKeé 
the Southern 
Women Con 
Washington, D. ¢ 
Delegate NOVE 


den, and : 
} Gypsun 


a productior 
through the rank 
nginecring nan 


Isilon 


reyions to determine 


needs of each section 


Upson Co. Announces 
Top Personnel Changes 


The Southern group 
the master bedroon ho 
least 12 x 14 feet, whi 
maller bedroom hould 
least 10 x 12 feet. In the bi: 
they want twin countertop | 
with convenient cabinet 

All groups agreed that the 
age American home hould 
least 25 feet from the treet 
lot 65 by 100 feet. The ideal hou 
would have a kitchen with breakfa 
laund: 


nook eparate roon real 


entrance to a large backyard, bath 
room located near the kitchen 
that children could wash bef 
tering the main part of the | 
If it became necessary t 
ome feature for the ake 
the y would do away with a 
or carport eparate dinin 
den, and utility room, in that orde) 
Summing up the minimum home 


Women's Congre 


offer 


approved by the 
the dream house vould 
than | 
nation for the 
SLO O00 te 


good deal more achieved in 
many parts of the 
designated cost of fron 
$15,000 

Individuality in home JAMES J. UPSON. above 
ceeded his father, W. Har 
archaic ath Jt is president of the 


Loc Kpo! ‘ Y 


The elder Jpson Vho 
Wil oied ) | ri 194% 


point emphasized by al 
were aid to be 
new home and a de ine 


ning and beautifyin 


Was ¢ 
man otf the board to 
brother, Charl 
that position 


continue to 


Fred Manske Becomes 
National Gypsum Head 


director 
Other office: 
neth A Boo 
Fred A. Manske, former « R George Mors 
ident, was elevated h ! dent ale Dr Walter 
National Gypsun erick vice-president and 
Walter H, Meier 


ecretal al 


elected 


comptrolle 


Vice-pre 
presidency of the 

Co April 30 upon the 
Lewis R. Sanderson ind a tant 


retiren I rector 
Operation Vice-President , assistant 
KF. Anderson was elected a dire rt det a A\ ill E 
fill the vacancy created b 


Tenn. Dealers Cut 
Costs, Raise Profits 
With net sales at a seven-vyeal! high 


and both 
mark-up at a seven-year 


operating expense and 
low, Ten 
building supply dealers in 
their operating profit (net 
taxe to 4.3% in 1955. A 
comparative anal) of the 
urveys of the Tennessee Building 
Material Assn how this as the 
highest profit earned ince 195] 
Kighty-one dealer participated 
the 1955 survey conducted by the 
University of Tennessee 
The Tennessee 


decreased 


annual 


dealer operating 
expense from 16.3% of 
sales in '54 to 14.1% in ’55. The mark 
up dropped from 36.1% to 32.7% 
Operating profit rose from 3.9% to 
413%. The average inventory turn 
over for the year was 7.45‘ 

Net return on investment from op- 
erations averaged 14.0% 

“When 


lower their operating cost in the face 


dealer have learned to 
mounting wage rate and 
price commented R. O 

ecretary-manager of the 
“they place themselves in 

competition from 
And they should be 
able to operate ucce fully under 


condition they 


of steadily 
material 
Brownlee 
group 
position to meet 
other industrie 
most any economik 
might encounter 
from 
who furnished information 
on both their 1954 and 1955 busine 
vealed that their sale 
increased 18.9% to an average of 
$511,130 in 1955. The 
ceivable rose 22.7%. Their inv 
climbed 9.9% 


A comparison of the return 


71 dealer 
eX pe rience re 


accounts-re 


entory 


based 
volume, only the mallest 
than $175,000) 
The 


from operations were only 


of dealer 


net sales of le 
had rough sailing 
net profit 


profit-wise 


0.65% of net sale 
tevarding il group rownlee 
aid that 
tion of dealer in thi mall sale 
roup li in devoting their effort 
to packaged and 
the 


With larger dealer Who have a pul 


Opinion 


applied sale is) 


may not be forced to compete 


chasin advantape 


Gypsum Board Thieves 


Bold thieve have 


off with loads of gypsum 


been walking 
board in 


broad daylight, according to three 
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Chechen fbn Curry — Ves Exbee 


BOR db LE 


STRAIGHT-LINE 


OA h LOOKING 


Straight-Line ripping by specially designed 
saws for processing rough oak for our flooring 
machines produces precise ly straight strips. by 
this exelusive method. finished tongue and 
vroove draw up exactly parallel from end to 
end, Result i stress-free, stabilized floor that 
stays mirror smooth. Available in unfinished 
or prefinished by Bradley's special method, Can 
load with Bradlk Brand paneling in) famous 
Arkansas Soft) Pine, satin-like interior trim, 
mouldings, finish, glued-up treads; siding, 


sheathing. boards and dimension. Bradley 


, , : q 
Standard-of-Comparison quality inevery item! 


BRADLEY LUMBIAY COMPANY of Gekensas 
% ™~, 


R REN, ARKANSA §S 
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Apparent the thieve wait unt 
the ard truck ( ‘ , 
Cal Vith i fu joad Ther ; 
move I and help ft ‘ ‘ mT 
What eft in the car he 
ed 


FHA Survey Shows 
Trend to ‘Larger Homes’ 


American familie Nant and are 
petting larger home inder the FHA 
program. This is evident from FHA 
annual report 

“For the first time nce FHA ha 


been keepin record on the ea of 
typical me home the pace pro 
ided tops 1,000 square feet Com 
missioner Norman P. Masor iid 
The area of the typical ne home 
on which the Fede ra Hou I Ad 
ministration insured a mortpagpe ! 


1955 wa a 


ittle more thar 1,020 
quare feet. Th uF 


compared with 834 


square feet in 1950, 924 square feet 


in 1953 ind Yb) quare feet i 1954 

The { pical house In 1955 Na 
made up of 5! roon vith 3 bed 
room The alue of the iveraype 
borrowe! home Na ibout $11,750 


and he had an FHA it red mort 


pape of slightly over $10,000. On the 
mortpave he made mont pa 

ments of $74. Included in this figure 
vere payments to principal, interest 
properts taxe hazard ! rance 


and rHA Insurance pren im 


VA Guarantees 1,050,000 


GI Homes in Two Years 


The average eteran buying a GI 
home during the past two eal 
32 yea! of ape had a monthl 
come of $494 and paid me il $11,800 
for hi home These fact Vere re 
vealed in i Veteran Admut tra 


tion sampling of the financial char 


acteristi of more that i million 
GI home loans made to World Wa 
II and Korean veterans during 1954 
and 1955 

The veterar paid $12.4 billion for 


their home made initial down-pa 
ments of $1 billion, and assumed 
mortpapve debts of $11.4 | on. VA 
guaranteed 407,000 Gl home loar 


in 1954 and 643,000 in 1955. About 


60 per cent of the loan vere made 
on new home and the balance on 
existing home 

The ample howed the eteran 
had an estimated month housing 


expense of $96.75. This equaled near 
ly 20 per cent of the average month 
ly income of $493.80 


Monthly housu expense nelud 
ed principal and interest repayment 
on mortpeare the estimated cost of 
taxe insurance, heat ind utiliti 


and an allowance for ¢ x per 


tenance cost 


MAOVING UP 
im the industry 





Carlon Products Corp. T. W 
DUNN is now vice-president and gen- 
eral sale manager of all division 
of this Cleveland, Ohio, producer of 


pipe and extruded tubular 
He ha 


for the last two year 


pla ti 
been sales manage! 


product 


and wa a 


ociated with the Atla Plywood 
Corp for five yCal before oiIning 
Carlon 

American Sisalkraft Corp. RAy 
H. ANDERSON has been appointed 


ice-president in charge of. sale 

He joined the company in 1940 and 
as made manager of the building 
ales division in 1949. Last year he 


rose to director of marketing 


Celotex Announces 


$22,000,000 Expansion 


The Celotex Corp. has announced 
a $22,000,000 expansion program 
acquisition of 242,000 
acres of timber and timberland and 


It include 


an existing plant site located in the 
L’Anse area of the upper peninsula 
of Michigan, for $6,850,000. The se 
ers are the Ford Motor Co. Fund and 
the Ford Motor Co. Celotex wi 
build a fiberboard plant at L’Ansé¢ 
Mich., to be completed within two 
years, at an estimated cost of $6,100 
000. It will increase the compan) 
fiberboard capacity by more than 20 
per cent 

This $22,000,000 Celotex expansion 
program also include construction 
of a gypsum board plant and new 
plaster mill near Fort Dodge, lowa 
cheduled for completion in 1957 at 
an estimated cost of $6,000,000 

The company also 
quired land near Pittston 


recently ac 
Penn 
vania, and is planning a new mineral 
fiber acoustical tile 
vether with 
mineral wool used as a basic raw 
material for the tile. Completion 
cheduled for the early part of 1957 
at a cost estimated at $3,000,000 

O. S. Mansell, Celotex president 
aid this addition of three new stra 
tegicall located plant l in line 


with the company’s need for addi 


plant there ti 
a plant to produce the 


tional production at advantageou 
plant locations and rounds out the 
following network of Celotex plant 


Marrero, La., insulation board prod 
ucts and cane fiber acoustical tile 
plant; Lagro, Ind 
rock wool plant 


acoustical tile and 
Port Clinton, Ohi 


gypsum plant; Hamlin, Texas, gyp 


um plant; Fort Dodge, Iowa p 
um plant; Cleveland and \ve 
Oh felt and a phalt roofing Lo 
Angele Calif., asphalt roofir and 
roofing felt plant; Madison, I a 





H. H. WHITTEMORE is now general 
sales manager of the building materials 
division of the Flintkote Co. Whitte- 
more joined Flintkote in 1929 as a 
salesman in the Western territory. 
Later he was transferred to the New 
Orleans district, where he filled a num- 
ber of key sales posts, including the 
managership of the Southern division. 
Most recently he managed the Western 


division. 


phalt roofings plant; Metuchen, N. J 
Cemesto and insulating siding plant 
Pittston, Pa., mineral fiber acoustical 
tile plant; L’Anse, Mich., fiberboard 
plant and London, England, insula- 
tion and hardboard plant 


Dodge Window Corp. 
Now in Production 


Window 
hipping aluminum 
unit from it factory at 350 Peter 
Street. S. W.. in Atlanta, Ga. The 
company) formed to produce a 
full line of awning and jalousie win 
dow for dealers in the 10 South 


_ according to President 


The Dodge 


month 


Corp. last 


began 


eastern state 
W.B Thomp on 

Offices for the Dodge firm are lo 
cated at 249 Spring Street in Atlanta 
where the 
cilities and headquarters of the Con 
olidated Wire Product Co. are 
located 

Thompson 
pointment of John Dunn as a tant 
ale manager for both the Dodge 
and Consolidated companies. Dunn 
has been a sale upervisor for Alt 
Control Product in Miami, Fla 


creen manufacturing fa 


announced the ap 


Beside Thompson, who is pre 
dent and treasurer, other officials of 
the two building product companle 
are J. W Thompson vice-pre ident 
and secretary; David Meroney, vice 
president and sale manager; and 


R. F. Hickok, vice-president and pro 


duction manager 
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... count on Flintkote Building Materials to 


help build up your home improvement profits ! : 








HOME IMPROVEMENT SUGGESTION NO. 1 


Give Tired Old Houses A New Lease On Life 
... with FLINTKOTE INSULATING SIDING 


It’s no secret that home-owners the 
country over want their homes to 


have new beauty and economy. What 


a profit opportunity for you... for 
thanks to a special Flintkote back 
coating, you can offer your customers 
colorful insulating siding that has 


dimensional stability in all kinds of 
weather. 


HOME IMPROVEMENT SUGGESTION NO. 2 
Make Old Homes Look Like New 
... with FLINTKOTE ASBESTOS SIDING 


You have the edge over 
when you use Flintkote Asbestos 
Cement Siding! For only in this Flint 


i } 
Hie i 
VL a 


competition 


kote siding can you offer the protec 
tion of Flintkote’s new ‘‘Wrap 
Around”’ Dura-Shield* Coating ...a 


coating with a face shield of silicone 
for added protection against moisture 


and staining 


FLINTKOTE ...6¢0 20d Colr Leader aimcelou 
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HOME IMPROVEMENT SUGGESTION NO. 3 


Top Off A House Beautifully 
... with FLINTKOTE ASPHALT SHINGLES 


The first thing on many a he 
owner's li t olf nome Improveme 
isa new roof. Makeita FLINTKOTI 
roof and your selling job will be « 


You'll make a profitable cu mie 
for life. Flintkote A phalt ’ 
of color 


come in a wide ariet 


distinctive tvie 





HOME IMPROVEMENT SUGGESTION NO. 4 


Brighten ANY Room In The House 
... with FLINTKOTE DECORATIVE 
INSULATION BOARD 


Here a big irce of extr 
Make sé 

colors and love modert 
cneer up drat jrrounding 
noise add insulat 


Remember, when customers talk of home improve- 


ment... recommend Flintkote Building Materials. 











HOME IMPROVEMENT SUGGESTION NO. 5 


For Really Effective Insulation 
..use FLINTKOTE INSULATING WOOL 


klintkote In 
sulating Wool, 
made of Fiber 
rias**. is 
quickly and 
easily installed 
In new and old 
houses. Avail 
e in handy sizes and forms. In 
liating WOOL | elean and livht in 
eight. Will not rust, rot or mildew 

tattract vermin... fire-resistant 





HOME IMPROVEMENT SUGGESTION NO. 6 


Fr <* Smarten appear- 
> ane...and soak 
. up noise...with 
< FLINTKOTE 12” 
» Perforated Ceil- 
ing Tile. And 
pocket an 
other profit 


THE FLINTKOTE COMPANY, Build 
laterials Division, 30 Rocke- 


er Plaza, New York 20, N. Y 





On 


¥ "a 
* Guaranteed by ~ 


_ Good Hoeschoopieg } 
oF 48 sovrenst® att 








TENNELEAL 
ke eacier to Self 


It's The Favorite 
throughout 


A CTOs 
the South definitely proved that, of 


section) survey 


the farmers questioned, two-and-a 
half times as many preferred ‘Tenne 
seal Roofing as ALL other brands of 
galvanized roofing combined! 


Sell popular ‘Tenneseal! 
Actually Costs Less . 


‘Tenneseal can be nailed to properly 


spaced purlins and doesn’t need 


solid decking. The installed cost per 
FAR 


other roofing material: 


square 1s lower than) many 


There’s no 


better way to keep your customers 


UNITED § 
CHARLOTTE 


DISTRICT OFFICES 





TATES STEEL CC 


happy than to save them money 
without sacrificing quality 


Sell cost-cutting Tenneseal! 


Leak-Proof Steel Blanket 


very sheet of ‘Tenneseal is made to 


give perfect: protection. Special V 
Drains carry away any water blown 
or drawn into side laps. Triple cross 
crimps and a pressure lip form adam 
that guards against water seepage in 
end laps. Tenneseal’s tension curve 


design keeps each sheet ‘ against 
roofing supports. This patented fea 
ture effectively guards against leak 


age resulting from rain being blown 


TENNESSEE COAL & IRON 
DIVISION 

RPORATION, GENERAL OFFICE 

* HOUSTON «+ JACKSONVILLE 


FAIRFIELT 
+ FAIRFIELD 


+ MEMPHIS - 





under laps 
Sell effictent Tenneseal! 

Other ‘Easy Sell 
Two more popular TCI products are 
USS American Fence and ‘TCI Wire 
Nails 
backed up by the 


producer of steel products 


Their well-known quality is 
South’s largest 
Farmers 
know that American Fence costs less 
because tt lasts longer. For your con 
venience, TCI Nails come in handy, 
heavy-duty cardboard cartons, de 
conserve torage 


signed to pace. 


Always specify TCI products by 


name when you order 


' 


It pays to buy from TCI 


ALABAMA 


NEW ORLEANS + TULSA 


USS TENNESEAL V-DRAIN ROOFING 


USS AMERICAN FENCE -« 


USS AMERICAN NAILS 
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Ralph L. Smith Co. Buys 
Mt. Shasta Pine Firm 


Purchase of the Mount Shasta Pine 
Manufacturing Co. of Mount Shasta 
Calif by the Ralph L Smith Lum 
ber Co. of Anderson, Calif., has been 
announced by President Ralph L 


To be operated a the Mount 
Shasta D lo! of the Ralph L 
Smith Lumber Co., it was purchased 
from Harry L. Benton, sole stock 
holder, president and manager of 
the Mount Shasta firn 

A. B. Hood, vice-president and 
yeneral manager of all Smith opera 
tions, aid that Robert Kohn wil 


continue a resident manager at 
Mount Shasta and that no personnel 
change are contemplated there 

The main office of the Ralph L, 
Smith Lumber Co located at An 
derson, where an integrated plant 


including sawmill, planing mill, dry 
kiln lumber yard, and factory for 
hook, cut stock, and molding ha 
been in operation Ince 1947. The 
Smith firm has acquired sawmills at 
Castella and Minersville and the 
Wildwood Lumber Company at 
Wildwood. The latter wholly-owned 
Smith ibsidiary ha i sawmill, dry 
kilns, and a townsite near Platina 
Calif., and a lumber yard and planing 
mill south of Red Bluff 


ted | rhe Vationa Woodwork 


facture \ In a a 


of assur consume! and 

ite that hardwood veneered 

re flush door conform to 
tandards of quality defined 

| meal Lance explained, that 


Labeling System Helps loor bearing an NWMA grad 
Grade HC Flush Doors ee ee Se eee eee 


Che iutl 
] t 
Mein 
a 
oO core 
mercial ta 
t 
i pr 
trend t i 
‘ 
materia 
t! iccorall 
manage of t 
V1 f { 


partment 
recopn ‘ 


hardwood ( 


aoo! develope 
The NWMA 


lor label 


rade pret 


app! n 
exterio! aoe 
tamped Or 
exterior 
he ectior 


re) ay 





i) NE 


66 US PAT OFF 





a of the general requirement 


General Co. to Double 
Cement Production 


rmie ¢ lhe General Portland Cement Co 
\ innounced plan to double it 
luction capacity il the plant 
lard fuled for construction 19 mile 
of Miami Ila 
‘ th W. Store president of the 
o firn 1d additional equip 
be nstalled to boost the 
the NW int initia ipacity to 2,500,000 
els of cement a yeat 
dado tore aid ni orpanizatior had 
lied =the Florida market nee 
t ind i mmazed it the 
he id tential for cement, for both re 
‘ ‘ t tia ise ind road construction 
nter e results of the surve prompted 
( ( ease of the Miami plant’s capaci 
} en before it Wa completed 
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P - , 
. for lumber ile and by-product 
¥g-Inch Pl d Panel Comb . 
114-Inc ywood Panel Combines ale 
W. F. Stewart 1 new general 
S bfl . d U 4 | t ales manager to head the organiza 
u ooring an naeriaymen tion as a whole. T. S. Porter is hi 
ant 
AG A — , T. A. Huetter . was ma al 
AS A FURTHER mplification of hese ipport 4x6 girders on four f in A ‘ ap = 
construction and cost-cuttu met foot centers with 2x4 blockin inde! , cay “ea S Bri ~" ge 
od, the Dou i Fir P A d Assi panel edge on the same pacin on, and kobert + rinton his a 
\ 2 t t 
nas announced 4 new p A qa pane Main girder can be tied t con Pa 
that erve “a potn tructura it crete foundation in everal Wa 
floor and underlayment f every The 2.4.1 pane! hould be nailed 
thing from thin n tile t oak with face grain running a the 
trip flooring main girders so that the edges are ‘LDA Sponsors Home 
Cal ( ) ] f nit iY r ort vy Dy/4’ A ; hank : 
alled °2.4.] he ul an ul ippor ed by 2x4 A ring shank o1 Improvement Promotion 
anded |! even-p panel made helically-threaded na hould — be 
under the association's qualit Ipe! ised paced six inches on all beat The National Retail Lumber Deal 
iINaLI le Lal 4uImnDe "cal 
1S10 ogram witn inter r-ty ing A ] . 
] . prof i! I ( pe nif e! A n and Popular Sc ence 
nole istant gl hi r nformin n } 
ns ms ae m , aes Monthly have joined together in 
TI “y ‘ paveaaere ben eace es their second annual home improve 
j at l nad up of Cer aired , _ 
. mane Ul C] : Pack Ri Pp . ment merchandising promotion. The 
veneer. This means it has no de ac iver Promotions on Vv 
theme will be “Make Your Home 
fects larger thar 4 D A Show Place.” 
44 Ohi « -4 
One contracto! isin i framu Four executive promotion nave H } ohtir the det of tl 
. IPNIIPNtINnpP 1e all yI ll 
cheme pecinical ae nea ti been announced by Pack River Tree p promotional effort R A 
“ ave CClal I } l li 4 { \ 
utilize all advantages of this method Farm Products, Spokane, Wash. a5 S-haub, NRLDA_ president, stated 
PcCniaudD, iN 4 i , it, « oA 
estimate that hi tota avin a result of a division of the firn \ , : 
: tnat last year home improvement 
topped S200 a house activitie into eparate organization — ; | | : 7) 
" pica idoantass , ey promotion turned out to be an un 
‘ ; f me usual] 1ece ful event for dealers 
rev iIandie CWe! piece al 
oe and manufacturers who participated 
framing oO in faster A tiffer th 
1 - in 1@ program 
Moo! Vith a ubstantia feeling P 
' wy ; Phe pearhead of the econd an 
uM) i yi 
When cinder re ; re ee nual merchandising promotion will 
v i i pii tu il i imnied ! Ti 
aaretatdng ' ' hile he: alata be a special Home Improvement 
a) 1ule if i ] ] Te) Ip ( aec 
ue 79) ce » Monthl 
the height of the wall =<. Sanh as le of Popular Sc ence Mc nth y to 
mints appear in September, 1956. Schaub 
} ore wil : 
Panel can be tacked nt place aid that thi program will be fol 
ower t} ‘ ve] 
and ub eque ntly pi ked ipt eller 1OV 7 1 ——— at ei - “ee ? le “ine 
trical and plumbing men to get at j By ith attractive point-of-sale display 
iy us eee Oe ] - 
the work Wall-to-wall carpet hn a mate riai, newspapel mats, and di} 
well as resilient floorin can be play stand 
| t on floor : 
laid directi n the sul The new structural plywood panel 


In homes with basements, an at ; ; 
, serving two uses in one thickness is 


ne 6, CHOAR-Deemed cellin called 2.4.1. The panel serves as a Contractors to Sponsor 
Under the cheme recommended solid one-piece base over supports on 2 2 

by the Douglas Fir Plywood Assi 18° centers for all kinds of flooring, Modular Coordination 

4x4 posts are placed inside the foot from thick vinyl tile to oak strip. Photo 

Ings on four-foot centers one way below shows how rapidly the panels The campaign for the general use 

and eight-foot center the othe go down. Above, identifying mark for of Modular Measure in building took 


an important step forward recently 
when the Associated General Con- 
tractors of America accepted the 
invitation of the American Standard 
Assn. to become an officia ponsor 


of the A.S.A. Modular Measure pri 


this plywood grade. 





For several years the contractor 

in behalf of the 

project as a means of reducing build 

ing costs. Now A. G. A. is in a better 

position to further the more wide- 
pread use of thi ysten 


group has worked 


Modular Measure coordinate the 
dimensions on architect drawing 
with stock sizes of common building 
materials, through use of a four-inch 
module as a common denominator 
for al 1Z¢ 
Other sponsors include the Mason 
Contractors Assn. of America; the 
Bricklayers, Masons and Plastere1 
International Union; Building Re 
earch Institute of the National 
of Col 


) 
legiate Schools of Architecture, and 


Academ of Science AASSI 


the Chamber of Commerce of the 
United State 





16 SOUTHERN BUILDING SUPPLIES for JUNE, 1956 





ye jm 





Summer Sales Drive 





News for Your Staff 


Plans You Can Sell 


Traffic-Boosters 


; ey } 
LUMBER -” 
DEALER ¢ 


FOR © @ 
* 


PLANS and FIR pLYWOOf 


1. Summer Sales Drive continues through June, July, anc y Plywood Graphic illustrated quarterly newspaper, with 


August—with national TV, magazine, and Sunday newspape ales tips, idea l merchandising news. Wonderful for 
ection advertising. Be sure you use tie-in merchandising and ‘ empl ir names and home addresse we ll 
plan If you haven't a complete kit, rush coupon. It’s free hat the ( ml f Circulation now over 80.000 


| Fir Plywood Plans Book makes ideal sales tool for dealer 4. Statement Inserts ! effective traffic builders that can 


interested in extra “do-it-yourself business. Big (over 90 make sales for ( on each features lumber dealer as 


pages), fully illustrated, with plans for scores of storage unit headquarters f 00d and “do-it-yourself advice. In 


furniture items. Complete with stand. Send for more details handy containe er 1200 colorful insert free to you 


a a a a ee a ee a aa a eee 


‘ 


PLAY IT SAFE! INSIST ON DOUGLAS FIR PLYWOOD ASSOC Dept. SBS, Tacoma 2, Wash i 
DFPA INSPECTED PANELS ne ‘ 


You're sure of quality when you 
stock and sell only DFPA grade- 
marked fir plywood. There’s a 
type and grade for every job. 


Plywood of other western softwoods available 1206 
200 


look for this DFPA grademark 
_——e es oo oe ow oe oe oe oe all 
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New Southern Pine Grading Rules 
Permit More Efficient Use of Lumber 


UN 
ul 
offe 


po 
tye 


By A. Ss. BOISFONTAINE 


Secretary-Manager, Southern Pine Inspection Bureau 


lon the nev 


Southern pine 


In plank and beam con 


DER {ke 
by 


( 
f 
rv example, the 


deck a 

upporting 
are needse 

/radea 


Vhen the b 
Vare of the ail-purpo 
ember, he can 
a“ a dual er\ 
Other changes 11) the 
reflect progre 
southern pine 


ntinuing en for new prod 

tailored need 

One lon 
tandard grade 


ind patterns of panelin southern 
pine paneling t remembered fo 


an vrade 


Any stress-graded mc! 


WILLIAM A. CCBILL) OQOHARA is the 
new secretary of the National Mineral 
Wool Assn... succeeding Fk. S. Sides, 
who resigned, Before this appoint 
ment, O'Hara was New York district 
sile . mianuager of the Johns Viaariville 
Sales Corp., one of the members of 


the association. 


SOUTHERN 


PRresat Mbit as or. rem SRR tn Hon caenee fe x 


colonial home is exper! 
renaissance oO there ha 
emphasis on the produ 
packaging of tl popular 
new paneling 
and No. 2, wil 
merchandise this product 
| £ the paneling grades are 
quired to meet a specia! 12- 
maximum moisture content 
he grades of Southern pine 
have been improved 
finish, and in the “D 
flooring and_ siding 
nave been eliminated 
these grade 100 per 
4 new rule provision reduce 
iount of crook all 
2x 4 Moreover the pro 
if 


owed 1n an elg 


been so refined th 


been removed 


went table 
foot and 6-foot ler 
‘ngth shipment 


lave been reduced 


Timber Construction 
Group Names Schweitzer 


opyect! 


ion are conti 

ment and refinement 
tions and standards for engi 
neered imbs indust! according 
to George » Schweitze vho wa 
elected president at a recent annual 
meeting 

Schweitzer 1 vice-president i! 
! f of sale for Rilco Laminated 
Product Inc St. Paul, Min: Val 
Crardner Rosboro Lumber Co 
elected ice-president and trea 
Frank J. Hanrahan continue as ¢ 


cutl vice-president and secretary 


Use of Treated Wood 
Shows Upward Swing 


The U. S. Department of 
ture tatisti how that tl 
of wood treated with pre 
in 1955 increased three per 
he preceding year 

These figure were 
port from 300 of 33] 
treating plant throughout tl 
tion These plant turned 
estimated total of 258,180,350 
feet of pole tie lumber! 
bers, fence posts, piling witch ti 
rossarms, wood blocks, and similai 
products during 1955. Treating met} 
ods included pressure treatment 
tandard hot-and-cold bath and non 
pressure treatment, but did not in 
clude dip, spray, or brush treatn 


The use of pentach oropneno! 
preservative increased 18 pe 


( 
during 1955 
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Selling new 


MALT-A-VENTS 


is like being a VENTriloquist... you 
put “BUY” in your customer's mouth! 


With new MALT-A-VENTS 
You put words in your builde1 
and “that’s for me New 
home, too helping the | 
demanded by sharp-eyed b 
more lor these are 


high profit busine 


use it 
three 
different 
ways; 


a 


CASEMENT 


, ‘ 


f 


— a 
<r \ 
— S| turdy carto MANUFACTURING COMPANY 
AWNING . ll ee a ee) 
HOPPER Supreme Quality Since 1901 


Member Pondorosa Pine 
Woodwork Aun, and NWMA 


Makers of MALT-A-MATIC - MALT-A-MASTER - MALT-A-GLIDE - MAL T-A-VENT wood window units 
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brand name 
brings you... 





Le 


Ready acceptance 
y the people you sell 


Every lumber dealer is aware of the sell continuing t popularity because 
ing advantages that nationally advertised new items al efinements have been 
trade-marked merchandise gives to his and are bein 
business. Recent prod dvancements are re 
You have many trademarked products flected in such items as Glued-Up Lum 
that you have handled for years. Your ber, the new Gruve-Ply paneling, and 
customers know them. beautiful Knotty Cedar and Knotty Pine 
One of these well-known products is Plywood pane 
Weyerhaeuser 4-Square Lumber the The story of (tinuous improvement 
brand name that was selected in the of Weyerhaeuser 4-Square Lumber ha 
1920’s to give our dealers identified, im been told to the blic in national adver 
proved lumber products . . . for easier tising for close hirty years as a 
more profitable selling. result, this lumber is outstanding on the 
Advanced milling equipment contrib American mat oday 
utes refined surfacing. The lumber is cut to This brand e offers you a broad 
uniform lengths, with both ends smooth line of impro odern lumber prod 
and square Kased edges Improve appear ucts, readily eq bY your Customer 
ance and handling. with valu timulate sales and 
Weyerhaeuser 4-Square Lumber is also increase prot 
kiln-dried and accurately graded It will pay talk to your Weyer 
It is easier for dealers to sell because it haeuser Dist: Representative about 
gives their customers better values. It j the full line and benefits it offers you 


WEST COAST HEMLOCK —This fine species is oft ed the “Ability Wood” 
because it is so versatile. Weyerhaeuser 4-Square t ast Hemlock serves 
dependably for framing and sheathing as well a j, siding, molding, and 
other finish uses. It is light strong... easy to work is nails exceptionally 
well. Attractive light color, straight grain, even tea! i freedom from pitch 


also contribute to its popularity. 











ot Ve Wig 


Weyerhaeuser Sales Company 


ST. PAUL 1, MINNESOTA 


} 
50, the veut FIX 
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DIXISTEEL 


TRACE MARK 





IN THE HANDY NAIL CADDY 





All types, sizes and finishes of top-quality Dixisreret Nails come 
to you in the handy Dixisteet Nail Caddy the sper ially de 


igned, reinforced fiberboard container that has taken the plac 





ol old fashioned wooden kegs! 

Now when you order Dixisteet Nails you gel the latest 
thing in modern pack iving-—a packa e that is easier to handle 
store, use and display. In a nutshell, a package that is more 
profitable for everyone from the wholesaler right on down to 
the man who swings a hammer 

Order, stock, display Dixisteen Nails in the DIxIsTEEL Nail 


Caddy—the best thing that has happened to nails in 100 years. 


ATLANTIC STEEL COMPANY 


ATLANTA 1, GEORGIA — TRinity 5-3441 
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~ THAN 
ANY OTHER 


you'll do bette 
the screen 
ng windows that 


thing retailer 


RUDIGER Re LANG CQO. 


JUNE, 1956 Tell our advertisers you saw it in SOUTHERN BUILDING SUPP! 











al 





3 







































This window 
beauty builds your 
window sales! 


Here's an exclusive to talk about Wiictiicr it's a builder 
you re selling, or a home buyer. There is simply no other kind 

of window beauty so striking as that of Andersen winDowaALts. 
Along with wood window beauty you offer fresh air and sunshine, 
effortless operation and weatherproof protection from drafts, 


dust and moisture. Yes. WINDOWALLS ¢ ales 





For full information on all four types of Andersen winpDOWALLS 
| ; 


see your WINDOWALLS distributor or write direct to Andersen. 


Andersen Windou 7) 


available from complete stocks of these distributors: 


ALABAMA MISSOI 
Birmingham Sash & Door Co., Birinis ni American Sash & Door Co., Aansas City, St. Joseph 
FLORIDA Huttig Sash & Door Co, St. Lut 


Toombs & ¢ 


Huttig Sash & Door Co., Juchsonvil 


NORTH 


GEORGIA 















H iq Se & Door Co., ¢ arlotte 
Huttig Sash & Door Co., Afliurtu uttig Sasl / 
OKLAH 
KANSAS 
rneral Sa & Door C TAY 
United Sash & Door Co,, Wichita Genero o, | : 
TENN 
; KENTUCKY cies ; , 
H ig Sash & Door Co noxville and Nash e 
Combs Lumber Co., / ¢iinvton uttig ’ il 
Memphis Sash & Door Co Vempl 
Huttig Sash & Door Co, / vii lhe 
TEXA 
OUISIANA 
tOY Davidson § & Door Co fist 
way omnes yer Ce P mm Houston Sash & Door Co., Houston 
Huttig Sash & Door Co,, Dalla 
i New Orleans Sash & Door Co., Vi 0 / politcal. @ @ Dear Ce.. Lubhbo 






sige 6 Esha United Sash & Door Co,, Buton Kou VIRGII 


MARYLAND Huttig Sash & Door Co,, Roanoke 


Morgan Millwork Co., Baltimore Morgan Millwork Co.,, Arlington 













MISSISSIPPI We v A 
Jackson Sash & Door Co,, 


Wy’ anoersen CORPORATION - BA [ » MINNESOTA 











Iron City 
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PLASTERGON” - 
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AA ENGEL DOORS 


come in 6 popular woods— 


and they’re all 
trade-marked 











engel Doors come in six of the world’s most do some very nice thing 
beautiful cabinet woods—Gum, Gold Coast Cherry how, for example, a well 


African Mahogany, Oak, Walnut, Birch And 10% I took one of our Gum door 
for your pride and protection, all Mengel Door ed wood—which we also 
(both hollow-core and solid-core) carry the stril to know our extra care 15 
ing new doweled-in-the-stike “Mengel-Man’ trade ( 
mark—a quality symbol all Amertca recognize Oo! pt lenyel Loussville 1, Ky 


Mengel Doors equal or exceed the requirements of Bureau of Sta pecifications C$200-55 
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HELP YOURSELF TO BIGGER SALES 
IN SLIDING DOOR HARDWARE... 


| ‘ WITH THE NEW 
psuome,oo"® ACME SILENT SALESMAN 


Guaranteed for 1, Wo ol the tan a. 

ie cm Here’s an attractive merchandiser designed with your 
store in mind. A Space Saver and Sales Stimulator, it 
easily displays a full assortment of sliding door hard- 
ware in a minimum of floor space. Watch your sales 
increase when the ACME SILENT SALESMAN goes to 
work for you. 





ATTRACTS CUSTOMERS — Eye-catching, bright colors 
and attractive display draw customer's interest 
DEMONSTRATES — Miniature working model shows 
operation and installation of hardware. 

ASSISTS CUSTOMERS —in the proper selection of 
hardware for particular needs 

SAVES SPACE —for other items in your stockroom. 
Packaged hardware stacks vertically in display. Occu- 
pies only 16” x 24” of floor space. 

PROVIDES LITERATURE — Offers instructions and free 
sales literature in ‘Take One" pocket. 

BOOSTS IMPULSE SALES — Creates sales opportuni- 
ties that might ordinarily be overlooked. 

HANDY PRICE LIST—on backside of display aids 
salesmen in quoting your customers 








| exon wna exe sae" 

















HERE'S HOW TO GET YOUR ACME 
NO. 8050-D FLOOR DISPLAY 


Supplied free with your order for 36 assorted packaged 
sets (standard packages) of the popular new Acme 
DuaLine or Acme Series 8000 By-Passing hardware 
Display stand made of tubular steel See your jobber or Acme salesman today, and your 
Raised Base permits sweeping underneath complete display will be shipped with your hardware 
order. Place your order NOW! 
EXTRA BONUS — Mounted demonstrator also furnished with 
each order for Acme 8050-D floor display. 


SLIDING DOOR HARDWARE 
“Jump Proof 





Sample Mount No. 8000-D 


Sample Mount No. 8900-D 
(Acme Series 8000 Hardware) 


(Acme DuaLine Hardware) 


35 SOUTH RAYMOND AVE. © PASADENA 1, CALIF. 


1956 Acme 
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TRI-BOND ENJOYS 
BROAD NATIONAL 
DISTRIBUTION 


HOWEVER 
the expanding South 
and Southwest offers 
an area for additional 
TRI-BOND distribution. 


P| Tos 


MAIL COUPON 
for salient facts per- 


Plastic Wall Tile| taining to this offer. | 
TRI-BOND DISTRIBUTORS 
VALUE THEIR FRANCHISE! 


e Tri-Bond is rated one of the big 3 of the Industry. 
e Tri-Bond Gives You... 
Excellent Mill Facilities Gentlemen: Please forward to me as soon as possible 
Greater Merchandising Program \ all information regarding TRI-BOND distributorship 
A Complete Line of Tile & Trim 
Co-operative Advertising NAME 
Complete Sales Aid & Promotional Aids COMPANY 
An Excellent Profit Structure ADDRESS 


MASTRO PLASTICS CORP. 
3040 Webster Ave., New York 67, N. Y. 


AND ONLY A TRI-BOND DISTRIBUTOR CITY 
CAN SELL A GUARANTEED 
WALL SURFACE... 


MASTRO PLASTICS CORP. 3040 WEBSTER AVE., N. Y. 67, N. Y. 
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“WAFERWOOD” 
FLAKES OF WOOD ARTFULLY BLENDED 
TO FORM ROOM PANELING OF 


DISTINCTIVELY DIFFERENT BEAUTY 

















Designed te Appeal . 


PRICED TO SELL 


WAFERWOOD BRINGS YOU THE BEAUTY OF FINE INTERIOR 
PANELING—AT A COST LESS THAN 4” FIR PLYWOOD! 


Low material cost and simplicity of working, with the result- 
ant appearance of ease and grace desired in modern living, 
put WAFERWOOD in a class where the ingenuity of the 
Do-It-Yourselter,” as well as the enterprise of the Multiple 
Homes Builder, may achieve excellent results through its use. 


Ask us about price 


WAFERWOOD is available at you'll be amazed 
present in 14” thicknesses of that WAFER. 
x8’ panels (Special sizes to 16’ WOOD, with its 
long) It is guaranteed = solid durable beauty, 
with enormous strength and ex costs no more than 
cellent nail holding qualities, yet V4’ exterior fir ply- 
is light enough for ease of han wood! Available in 
dling and is packaged for con PL, LTL, Cl 


vernence. WAFERWOOD may LCL lots from out 
of-stock or direct 


be finished in any of a wide 
mill shipments. 
variety of standard methods, or 
A00 RCO lett unfinished 


GENERAL OFFICES & WAREHOUSE MINNEAPOLIS, MINN 


509 W. Roosevelt Rd. * Chicago 7, Ill. * TAylor 9-0800 601 Toft $1. N. E 
GRAND RAPIDS, MICH. MILW. 5 a bs yw OHIO §=6$0. BEND, INDIANA - See. cau. 


224 AL 3250 Fredonia Ave. 1013 $. Main $. 
Glntte ua” Capitol 1-1259 Atlantic 7-715 
SAG! IGAN Pam “tng 4 COLUMBUS, OHIO — INDIANAPOLIS. 
1234 Rust Street 1449 $. Broadway 1273 Edgehill Rd. 777 WN. Tibbs 
Axminster 4-3507 
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INSULATING 
TILE’ BOARD 


Speeds Installation Ta) 
New Construction and Remodeling Jobs! 


.. COVERS TWICE 
THE CEILING AREA 
WITH EACH TILE! 











sataethttieietinaintabeiidiann a 


BEAUTIFUL TEXTURES, 
EXCLUSIVE 





Celotex Twintex Insulating Tile 
Board is a practical interior finish 
product with selling features build- 
ers want! Has eye-appeal and 
construction advantages that help 
them make quicker, easier sales 


invite bigger volume and profits 
for you! For attractive, economical 
finishing of those “special” areas 
like TV room 
all-family 
cellent for remodeling jobs, too. 


Cross-scored to look like two 


recreation rooms, 


all-purpose rooms! Ex- 


square tiles, each Celotex Twintex 
up in much less time than 


Builders 


ciate cost reduction through sim- 


Tile goe: 
two square units appre- 
pler application (one-trade, one- 
step), and because all finishes are 
pre-dec orated 

Ideal for interiors of all kinds 
in a wide range of attractive colors 


Feature the Brand 
Builders and 
Architects Prefer 


THE €ELOrex 
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CELOTEX 


CORPORATION, TRE , CHICAGO 3, tinors 


DECORATOR COLORS IN 
LINEN WHITE 
SCULPTURED WHITE 
WILLOW GREEN 
SIERRA ROSE 
PERFORATED WHITE 


Standard Pattern 


PERFORATED WHITE 
Random Pattern 


and textures to meet every job re 
quirement. Combine 

sulation value with t 

ing decorative appeal. Now 

time to stock and promote Celo 
Twintex Insulating Tile 


Available in new random 


NEW! 
““E-Z"" JOINT DESIGN 


New, scientifically-designed ‘E-Z” 


rated, standard pe rforated 
white and sculptured type 


surface in choice 


With plain 





smart decorator colo1 nt speeds application, conceals 


taples or nailheads. Units join quickly, 


GET THE FACTS NOW! terlock 


gue for easier positioning without 


securely Note tapered 


Contact your Celotex 
distributor today, or 


ng, and in proved stapling or 
ling) flange, for easier alignment 
fol complete inforn 
Celotex Twintex 
3oard can help y 
selling hel; 
job Make 


saleable vhile he 


costs down! 


1 fastening 


extra 





“y" BUILDING 


PRODUCTS 
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Flexible pipe for the fara 


. ONLY 
CARLON’s 


complete line 
can show such 


a PROFIT 


picture 


Rigid 'D 


pipe for drains 


s a lifeturme CARLON 

for every need of ; 
Only Carlon ‘ae’ “ 
has such a complete line of 

flexible polyethylene pipe and 

rigid types for wells and water 

lines, irrigation, drainage, sew 

age and industrial uses in 

all fast-selling sizes. There 1s 

also a complete line of fittings 

for all Carlon pipe all as 

simple to apply as the pipe is 

to install! 


@ There 
plastic pipe 


your custome rs! 


Dealers find the Carlon line 
a high-profit line. It simplifies 
your selling and yourcustomers 
buying. Ic affords purchasing 
and stocking economies. You 
buy all your pipe from a single 
backed by the world’s 
manufacturer of 


Rigid ‘Lt 


pipe for sprinklers 


source, 
largest 
plasuc pipe 

All CARLON pipe is moisture 
proof, root-proof and is guar 
anteed for life against rot, rust 
or electrolyts 
Phere’s no finer plasuc 
for 
faster-selling high profit pipe 
for you to handle. Ask your 
CARLON Distributor or writ 
for full information 


CARLO 


190225 MEECH AVE 
WORLD'S LARGEST MANUFACTURER OF PLASTIC PIPE 


BUY THE 
PIPE 
WITH THE 
STRIPE 


corrosion 
pipe 


your customers no 


PRODUCTS 
CORPORATION 


CLEVELAND S&S OHIO 


Carton Products Corporation 
10225 Meech Avenue 
Cleveland 5, Ohio 

the profit story Carlon 


Please give me on the 


plastic pipe line 


ompany 
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‘BETTER WAY’ 
Shared by Dealers 





Sells All Interior Doors @ $6.15 Each 


customers are 
the Cherokee Building Supply Com 
offer to sell all the hollow 


lauan-faced door 


3ecause “most more receptive to a 
‘packaged deal’,’ 
in Dalton 


flush interior 


pany Ga., now 
needed for a new 
the board.” 

firm ha 
haggling clinch 
than to figure the 
for each job. In hi 


averave new 


core 
$6.15 each “acro 
Cheney says hi 
price 


deal 


eparately 


only 
Bill 


to overcome 


house for 

Manage! 
much easie! 
with thi 
different-size 


{ 


found it 
and 
ale one-price 
doot 
nouse 


of 2/6, 2/4 


market, ne explain the require 


12 1-% 
and 2/0 sizes, 6/ 


doors in a combination 
8 high 
profit on 
$2.00 per door.”’ 


plan constantly 


interior 
uch packaged sales is about 
He plans to use thi 
the price a the 


“Our gro 
Cheney report 
pricing adjusting 


market require 


* * * 


$7.00 CHECKS WERE SENT to Dealer Cheney of 
Dalton, Ga., and Dealer Taylor of Atlanta, Ga., for 
their ‘Better Way” ideas reported here. Why not 
share your better way of selling or operations with 
other dealers through SOUTHERN BUILDING SUP- 
PLIES? Send the details and any available pictures 
or sketches to Editor, Southern Building Supplies, 806 
Peachtree Street, N. E., Atlanta 8, Ga. Mail your 
“Better Way” now! 


* * * 


Packaged Nails Expedite Store Traffic 


acked in popular quantitie 


rush 


already 
trafhe 
more custome! 
the Highland 


report 


Having nail 
expedite 
and it 


proprie tor of 


material deliverie 
Ed L. Taylor 
Company in At 


tore and 


win good-will 
Lumbe! 
lanta, Ga 

Taylor i 


quickly for a 


een in the photo below filling an order 
Highland 
lulls, from the 

tock display 
nails, 6 


drop-in mechanic tore 
the nails during sale 

nail dispenser nearby the packaged nai! 
He sacks 6, 8, 16 penny f 
penny finishing , 8 penny casing nails, 1%-inch 
blue plasterboard and three popular sizes of 
of one and five pounds. He 
the 


alesman sack 


and common and 8 
nail 
nail 

roofing nails in quantitie 
writes the size, type, and quantity of nail 


retail price on each kraft bag 


and 


BUILDING SUPPLIES 





that brand you 
as a quality dealer 


Your customers know you by the brands 
you carry. These four respected brand 
names, along with others bearing U.S.G. 
registered trade-marks, are recognized as 
standards of quality throughout the build 
ing industry. 

Your customers know these products 
have been carefully researched and proved 
on the job. They are engineered to exact 


ee 


ing requirements and backed by the integ- 
rity of ‘the greatest name in building.”’ 
Only United States Gypsum manufac 
tures and advertises these famous brands 
that brand you as a quality dealer: RocK 
LATH plaster b SHEETROCK gypsum 
wallboard, PERF-A-TAPE joint system, 
DURON hardboard—plus many other USG 
branded products 


ise, 


*T.M. Reg. U.S. Pat. Off 


UNITED STATES GYPSUM 


the greatest name in building 
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WINDOW 


THE Modern Window Unit FOR CONTEMPORARY HOMES 


A GEAR-OPERATED UNIT at PUSH-BAR UNIT PRICE 





1 ‘ ‘ , ‘ re sf ‘ ‘1 
SPECIAL FEATURES: 
' « 4 4 44 a ad 


@ Specially designed hardware enables easy gear 
operation from inside, without opening screen 


Unit is fully weather stripped and sash is bedded 


Windows when open are firmly held in any posi 


tion 

Can be used singly or in combinations for ribbon, 
stack or window wall 

Ine ludes Huminum <creen on inside of opera 
tional unit 


Precision made from Kiln Dried Arkansas soft 
pine and Western pine 


Furnished fully assembled, two units to carton 
requiring only stacking arrangement and appli 


cation of exterior and interior trim 


Available in three heights and six widths 


Dierks forests, Inc. 


Dierks Building 1006 Grand Kansas City, Mo 


810 Whittington Ave., Hot Springs, Ark 


Locking device on one jamb at sill 








Crank handle for gear operation on 
opposite jamb at sill 
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Mule-Hide Dealers For 48 Years 
SAY “WOW” OVI R ol TH YEAR PROGRAM 
= eo 





phen ee 








big 
es § == 


MULE-HIDE fl au Wi popes 
isms vole swore MNO LUSTERGLAZE | 
peat os Bie eo = 


i! 


Mule-Hide’s GOLDEN ANNIVERSARY USHERS in an era 
of new products and new dealer selling helps 


When J. W. Clemens (left) and his son (right), Mule color book other aids that are pulling in new 

Hide dealers in Sparta, Missouri, for 48 years, saw prospects and ing extra sales for Mule-Hide 

the new Mule-Hide promotional materials they said, dealer 

“That’s the most!” ‘That's what too, will say if you take a look at 
That’s what all Mule-Hide dealers are saying Mule-Hide’s p e, the most complete and effec- 

about the colorful line folder , triking point-of ale Ve I pro yal tools in the industry oe e030 


materials, attractive samples, new kind af roofing why dont you It's Mute-Hide's 
GOLDEN ANNIVERSARY 


ASK THE MULE-HIDE SALESMAN 


He will be glad to show you the new Mule-Hide dealer promotior 4 MULE-HIDE 
package ... and the easy-selling new Mule-Hide products—like me PRODUCTS 
LUSTERGLAZE and LUSTERTEX Asbestos Siding, and TUFFSTONE q y 
Asbestos Wallboard that saws and nails like wood. 


60th VEAR 


THE LEHON COMPANY 


Bellwood, Ill. « Wilmington, Ill. » Memphis, Tenn. + Cincinnati, Ohio + Houston, Tex 


Manufacturer: f fa is Mule-Hide ‘‘Town & Country Thick Butt, Hex and s the year you can expect more 
‘Safe-Lox Asphalt t gies: Roll Roofing and Aspt ‘ f sting e from Mule-Hide more new 
Lusterglaze’’ Glazed Asbestos Siding and isterte \sbest ling 5 more dealer selling helps 

Tuffstone'’’ Asbest Board and Mule-Hide A.C. Waliboard,; Bathro ( ets e sales for you backed by 50 


and Ventilating Fans, and other Quality Building Product 0 t fear y ! justry leadership 
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HERE ’ THE COMEINATION that’s making 
DDEWALL NEWS...and SALESS 


The BIG 
Johns-Manville 


COLORBESTOS SHINGLE 


VAN REE. with pleasing color— texture — 
| \ i modern broad exposure 


7 i : 4 & 
AAR 
mee ES ye 


applied over 
Johns-Manville 


SHINGLE BACKER 


adds deep, rich-looking 
horizontal shadows, extra 
insulation, greater strength... 








result— 


EXCITING 
SIDEWALL 
BEAUTY for 
NVEW HOMES 
and OLD... 


Colorbestos® Shingles are fireproof, rot- 











proof, permanent as stone . . . never 
need paint to preserve them. New large 
size means fewer pieces to handle— 
saves time and money on the job by 
making installation easier, faster than 
ever before. 

For full information on J-M Color- 
bestos Shingles and the J-M Shingle 
Backer write Johns-Manville, Box 111 


Department SB, New York, N. Y 


JM Johns-Manville 


v) 
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the NEW 


AOA 


are loaded with 
GALES FEATURES 


These versatile windows are designed to fit any style of 
architecture by stacking them, grouping them, or setting 
them in ribbons. All screens, hardware and weatherstrip 
are factory installed. Glass is bedded in putty, and all 
wood parts are chemically treated. They save builder @ STACK THEM 


time and trouble, they save you inventory—there are 
only six sizes to stock @ GROUP THEM 
@ & @ SET THEM IN RIBBONS 





OPERATING: HARDWARE 


y 





PUSH BAR HARDWARE 


The newly designed, | ze push-bar hardware is double 
hinged so that it fold tly out of the way in either the 
completely closed {-closed position. The push bar 

in be disengaged ment to allow the sash to be 
opened completely f y inside and outside cleaning 
The windows are | entirely independent of the 


creen 





ROTO HARDWARE 


The specially desig hardware 1s the finest on the 
market today. The erating gear is concealed by an 
aluminum cover st full protection and to keep it 
dust-free. The s pe operating arms give positive 
ontrol for any » ing. Snap-on release catch 





permits the sa lisengaged for easy cleaning of 
the outside ela e and gears are completely 


free trom the all im screen 


In addition to the fastest selling wood windows, National Woodworks offers a complete 
line of woodwork that has outstanding advantages for dealers. It will pay you te 
investigate today. Write direct to: 


NATIONAL WOODWORKS, INC. 


BOX 5416 2201 29TH AVENUE, NORTH / _ BIRMINGHAM 7, ALABAMA 
Manufacturers of National Quality Seal Windows and National Ready Hung Door Units 
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TCM sae, Vee A 


Executive Vice President of Pearce & , 


‘ ‘4 
( a v 
Pearce Co, Inc. builders of Green 4 mW, 
Acres Village is . 
“4 / 
% ~ , 
: 


COMPLETE WINDOW UNITS 
equipped with MONARCH METAL WEATHERSTRIP 


“Anderson Flexivent window without a doubt, are more popular 
than any other window we have used ays William Pearce. ‘‘We 
find unusual home buyer acceptance and they’re very easy and 


economical to install 


From coast to coast Suilder Dealers and Jobbers who have coop- 
erated on countle projects, enthusiastically endorse the many 


advantages of precision-built, ready-to-install Complete Window ne 
Unit In addition to the savings realized by the elimination of 
MR. HENRY HILFERDING 


Vice President of River Road Lumber 
Co., inc., North Tonawanda, New York, 
More than thi they give the owner far more for his money in the Destes whe foretell Manhunt 
windows for Green Acres Village. His 
comment, " make it possible to 
Ask Your Millwork Jobber For Complete Information te eprmaldtes: agama 
ee | 
inventory that can be achieved by 
Dealers who promote the use of Com- 
plete Window Units 


on-site assembly and the prevention of wasted material they 


drastically cut Dealer handling costs and investment in inventory 


sounder, quality construction 


METAL WEATHERSTRIP CORPORATION 


6343 ETZEL AVE. + ST. LOUIS 10, MO. 
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The Ray e brings you more profit because it gives you 










more to sell: the most modern line in America, outstanding 

performa { many exclusive and ‘worth more’ features 

The lar er of fully-assembled package water systems, 

and suct ving features as the Quick-Connect flange 

WAT E fea save you ind money on each installation. The dependa 
25k Sh bility of yton high-quality products eliminates unprofit 

able call-backs. Rapidayton products give the buyer more water 







ry ® bd | A W C E ¢ for his ipidayton products give you more opportunities 
i Raw’ for build 1, profitable business. Get catalog 


ine Oamoyon 


PACKAGE SYSTEMS 


Rapidayton sets the pace with as- 
sembled, package systems—ready to 
install as they come from the ship- 
ping carton. These include shallow, 
deep well, and convertible pumps 
with both single and “twin” stages 

and horizontal and vertical tanks 
ranging from 4-gallon to 52-gallon 
sizes. Large vertical tank models 
meet FHA requirements. Depths 
ranging to 150 feet. Get catalog. 
























THE DOLPHIN* SUBMERSIBLE 


The Rapidayton Dolphin has been heralded 
as the greatest submersible pump ever built. 
Because of its entirely new design and the 
use of new high-quality materials, it sets 
a standard of performance and dependability 
never previously attained. The exclusive 
design of the stages insures maximum effi- 
ciency and highest abrasion resistance, 
Instead of the usual brass, tough nylon and 
stainless steel are used. The Dolphin also 
has an exclusive no-thrust impeller design 
and a “Double Quad” diffuser, for much 
greater efficiency. For 4” wells, 0 to 500 
feet. Pressures up to 80 Ibs., capacities to 
1,000 g.p.h. (Patent Pending.) 



































* TRADEMARK 


CELLAR DRAINERS 
A High quality, outstanding perform- 
ance, and low competitive prices 
give you a big volume opportunity 


with Rapidayton cellar drainers. Sub- 
mersible and upright models. 





STAINLESS TANK 


Only Rapidayton has a 
stainless steel tank. 












The Tait Manufacturing ay 
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Dept “22, Dayton 1, Ohio 
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t 
WATER SOFTENERS i 





A full line of manual and automatic models | 
to enable you to capture the heart of the 
market. Downflow softening, upflow back- | 






wash. Mail coupon for catalog. 








The newest addition 


to a famous insulation line— 


BALSAM-WOOL with 
REFLECTIVE LINERS 


Balsam-Wool—with its proved advantages of high effi- 
ciency...wind and moisture resistance...extra ruggedness 
...clean, easy handling—introduces the newest ‘member 
of the family’ —Balsam-Wool with Reflective Liners. This 
new addition of Balsam-Wool insulations is an effec- 

tive answer to summer cooling, air conditioning 
economy plus winter comfort! 
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Especially developed for air conditioning economy — 


summer comfort —with the exclusive Spacer Flange! 


This newest Balsam-Wool blanket insulation combines reflective liners 
with an “old” Balsam-Wool exclusive advantage—the Spacer Flange 
that positions the blanket to provide important air spaces on either 
side of the insulation. These flanges make correct application easy, 
assuring air spaces which are essential for proper performance of 
reflective surfaces. 


Again—a SEALED blanket insulation! 


Balsam-Wool’s insulating blanket is enclosed (as are all Balsam-Wool 
insulations) for extra protection. The flanged liner of aluminum foil 
provides a vapor barrier as an integr rt of the new blanket. The 
other reflective liner offers the extra benefit of a rugged wind and heat 
barrier. Here is 3-way protection...reduces heat transmission by con- 
duction, convection and radiation. For ful! details, write Wood Conver 
sion Co., Dept. 131-66, First National | k Bldg., Se. Paul 1, Minn 


SOLD BY LUMBER DEALERS ONLY 


@® BALSAM-WOOL 


7 Sealed Blanket Insulation 
WITH REFLECTIVE LINERS 
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YOUR CUSTOMER 


That’s right! Every customer needs Handy- 
Hooks in his home and the gleaming, plastic- 
coated SKINPAR cards on the sparkling 
SELLEC ¢ TREE get his instant attention! The 
—— 

pennant illustrates their many uses so he 
doesn’t waste your time with questions. And 
he helps himself from this assortment of the 
twelve fastest-selling styles, lays the money on 


the counter! 


THIS SELF-SERVICE COMBINATION 
iS A NATURAL! 


keeps Handy-Heoks and cards 
shining and clean, demands attention, pre- 
vents loss of parts, shows uniform 29c¢ price, 
eliminates 2e and 3e sales. gives complete instructions on 
back, brings clean sale right to cashier. 
MERCHANDISER #3 con- i 
teins 19 types, 454 A! is only 14” diameter; 27” height gives vou 


Handy -books, selected 


from floor merchen- y . . . . . . . 
disers #1 and #2, Only ; 1 full view of store. Finger-tip rotation keeps stock of 160 


16°x20 counter space. SKINPA! 
, WK X 


Self-service placard in ecards constantly visible, displaying 12) most 
4. 


popular styles. And SELLEC « TREE is FREE with initial 


order. 
designed to supplement 
SKINPAK and SELLEC « TREE, contains 19 selected types 
—ring styles, shelf brackets and single and double welded 
Handy-Hooks, ranging from 7e to 53c. With this THREE- 
PART self-service team, you make a fast profit: of 318.60 
; on the SELLEC « TREE assortment, $820 on MERCHAN- 
SELLEC + TREE is ontyt4" ff : : oR #2, . 
Gemeter, 4) Man A DISER #3 assortment. 
Triengvuler pennent 


permits full view of 
store. 


Leading distributors handle Handy 
Hooks, counter displays and MVerchan 
disers. Call your wholesaler now or send 





for information on our big line, includ eee : 4 y "> 1OnN V 

3 tyl ot vet announced— . - 
aan we'll, tell pe Ka sams poe aet Piney" : e A D & °o P 4 @] D U Cc T Ss s 1 N Cc 7 
SELLEC + TREE and MERCHANDISER : 


#3 without coat! 12903 Mt. Elliott, Corner of Luce, Detroit 12, Michigan 








a good straight wall 
starts with CHENEY STUDS 


...S0 be sure this registered trademark * 
is on every stud you buy. 

Se ANTI-STAIN TREATED Ww 

fe PRECISION TRIMMED fe ATTRACTIVE Y 


‘es EASED EDGES fe PREMIUM QU 


CHENEY 
C8) Const 








a Y—-. standard—of quality 
soecity I \ for dependable dealers: 


CHENEY Lumber Company 


General Sales Offices: 


424 Tacoma Building, Tacoma 2, Washington 
Telephone FUlton 2424 Teletype 024 
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CHEWEY 


STUDS 


Oniginalons 
of the 
eight foot Aud 
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Aluminum Awning Windows 


Any way you order them, Look Awning 
Windows represent the superb quality that 
builds good business. A product of the very 
latest principles of window engineering, the 
Look Window gives you many advance sell 
ing features, including the clincher—lower 


COSIS 





Nylon bearings protect 
moving parts Metal never 
touches metal All-over vinyl weather- Won't stain, rust or 
stripping keeps the Look corrode regard 


Window weather-tight. less of weather. 


Aluminum Louver Jalousie 
Windows and Doors 





KD or ASSEMBLED 


Delivered Direct From Our Atlanta Warehouse 


Look Jalousies are easy to assemble (screw- 
driver and eight screws), yet they’re sturdily 
constructed as well as completely weather- 
stripped with lifetime vinyl. The gleaming 
aluminum finish never needs painting. 


For full details and prices contact 


DODGE WINDOW CORPORATION 


249 Spring Street, $.W., Atlanta, Georgia Phone JAckson 5-4514 


Affiliated with CONSOLIDATED WIRE PRODUCTS COMPANY 
Manufacturers of Conwire Aluminum Screen Cloth, Conwire 
Full Frame Aluminum Screens, and Burns Tension Screens. 


ADVANTAGES OF 


KD DELIVERY 


Lewer freight costs 


For every single conven- 
tional awning window, 
three Look KD windows can 
be loaded in car or trailer. 
This means SAVINGS—in 
capital letters! 

















Trailer can carry more than 
three times as many Look 
Windows as it can conven- 
tional makes. 


Reduces inventories 


Three widths and five 
heights give you fifteen 
sizes. No need to stock a 
large array of assembled 
sizes—with the Look KD 
Awning Window you keep 
your inventory down, yet 
fill orders out of stock. 


Not only do Look KD Awn- 
ing Windows minimize in- 
ventories—they take less 
than 1/3 the space! 


Easy installation 


A real selling point. The 
builder can put the frame 
in the wall first, then put in 
the vents when construc- 
tion is finished. 


later the vents—glazed or 
open. Takes no more than 
a screwdriver. 
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Vital Role of the 
WHOLESALER 


WITH THE FAST RISE in the number of product 
handled by the retail lumber and building supply 
deale and in the number of manufacture) 
offering them, the wholesaler is now more essential 
than ever before. Whether he be classed as distrib 
utor, jobber, or wholesaler, he definitely belong 
in the middle of the chain of distribution because 
of the essential, economic functions he perform 

Our pattern of distribution for the movement of 
lumber and other building materials has been de 
finitely established. The “fast-buck boys” will al 
ways be around, of course, but they fortunately 
are only a minor sore. It does no good to get angry 
about their doings or to cuss them out, for no 
system or rule is completely perfect 

The answer lies in each segment of our indust! 
working harmoniously with the other groups that 
make our distribution system the finest in the 
world. In the expansion of our standard of living to 
even greater heights, the manufacturer, the whol 
saler, and the dealer each serves a distinct and 
special purpose in moving materials from factor) 
to end-use. Should one of these factors assume 
the functions of the other, he will have to pay for 
the cost of such services and collect for them—if 
he is to prosper 

The vital role that the wholesaler plays 
the orderly distribution of building materials | 
graphically proven in the two diagrams above 
With the wholesaler at work in the service of both 
dealers and manufacturers, he efficiently and econ 
omically channels orders and deliveries between 
the hundreds of manufacturers and thousands of 
dealers 

FOR THE MANUFACTURER — Just what dos 
the wholesaler do to serve building material manu 
facturers? He takes over the cost of warehousin; 
hauling, storage, handling, billing, credit, and 
sales. This means lower inventories for manu 


facturers, fewer accounts to handle, saving on 
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10 MANUFACTURERS 10 DEALERS 


1 
JOBBER 


Peay 
MAb) 
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collection « id credit losses, saving on cost of 
ale and 
The whole frequent trade contacts permit 
him to kn the local market conditions and 
buying habits. He has great influence over brand 
choices, int luces new items faster, and met 


chandises and promotes a supplier’s line 


FOR THE DEALER 


the wholesale erves the dealer: immediate avail 


Here are important way 


ability of Ch faster deliveries, one source of 
many item iving on warehouse space, less 
money tied n inventories, less “paper work,” 
simplified | ing, lower transportation costs, 
emergence assistance in introducing new 
line nel and customers—and in making 
pecial 

teamwork helps eliminate wasted 
effort KO int cost, unnecessary delays, and 
low turnover. By letting the wholesaler carry the 
the dealer frees more capital for 


warenou 


‘ 


idditional, profitable ‘accounts 
also more working capital for 
business. The result is that the 
better net profit from faster turn 
tems, with less “headache: 
f SOUTHERN BUILDING SUPPLIES, 
ind honor to spotlight the func 
lesaler by showing and explaining 
he industry in channeling building 


lealer 
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What the Wholesaler 
Expects of the Dealer 


* The Jobbers of building mate By JAMES M. GREEN 


rials are recognized by dealers and 
manufacture! more today than 
ever before a the important 
pokes in the wheel of distribution 
from the manufacturer to the ‘ , ‘ 
‘ ; ‘ ; The author of this forthright 
ultimate consume! 
ie statement on wholesaler-deal- 
rhe manufacturer realizes that ; : ; 
er relations is now completing 
unless he can ship in full carload , ; 
1) rT full his second year as president 
and have salesmen selling full cat 
I of the Southern Sash and 
of doors, windows, etc., rather than 


Door Jobbers Association. He 
a few of these and one of that 


is president of the Palmetto 
the necessary sales force and le : 
Sash and Door Company in 
than-carload freight rate would 
Orangeburg, S.C. 
raise the price of his product so 
much that it would be unprofitable 
to operate at great distances from 
the point of manufacture 
Therefore, the jobber rende! 
the manufacturers a real service 
When we speak of jobbers here vance of the time he expects to the dealers. The jobbers expect the 
we are talking of a wholesale o1 need the merchandise. Order dealer not to buy a car when he 
ganization that carries a_ large hould be placed in advance of needs only one-third of car and 
warehouse stock of manv item the time needed so the jobber can dump the rest on the local market 
and is in position to make deliver hip by the most economical at little or no profit 
ies to retail dealers of many items method, because every jobber like It is a pleasure to have dealers 
in smaller quantitie: to ship “on time” and hates to discount invoices. All jobbers like 
Jobbers render valuable serv inconvenience a customer by ship to see dealers stick by the terms 
ices to dealers in keeping them ping late of their invoices and not abuse 
posted as to prices, merchandising The jobber handling a_ large them by being a few days late 
aids, and having the material assorted stock of materials expects in discounting or paying on net 
available on short notice at rea a dealer to order many items and terms 
sonable price not just one “special this or that” The dealer must be fair and not 
The dealer expects the jobbet when maybe the jobber knows he return damaged or dirty materials 
to carry an adequate inventory of is the only one who can furnish when it is not the jobber’s fault 
quality materials at fair price this special item The dealer should be fair and not 
and that’s what members of the The jobber expects the deale: take advantage of an honest job- 
Southern Sash and Door Jobbe! to buy at wholesale from jobbet ber by returning defective mer- 
Association endeavor to do who are not in competition with (See WHOLESALER page 110) 
The jobber expects the dealer 
to be financially responsible and 
to give financial information when 





requested to one of the credit 
agencies or to the bank of hi : P OP 
choice Speaking in behalf of the wholesalers, this jobber 

The dealer should give’ proof 


uh tea te a dakaier’diadh week Suet enumerates the services they render and cites 


trying to buy at dealer pric the conditions under which the wholesaler can best 
One of the best ways of doing thi 


is by carrying @ stock of merchan serve the dealer. Green says “the jobber feels he is 
dise for re-sale a working partner of the dealer.” 


The dealer should buy in rea 
sonable quantities and well in ad- 
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* When the average building sup 
ply dealer asks himself this ques- 
tion, “What Can I Expect from My 
Wholesale Supplier,” I suspect his 
thinking is strongly influenced by 
the demands made of him by his 
customers, the consuming public 

It appea) obviou that the 
wholesaler can better understand 
what the dealer expects of him if 
he has some idea of the problems 
the dealer has with his customer: 
Let’s take an average new home 
ale which many dealers handle 
regularly 

The lumber dealer is expected 
to provide a lot or help purchase 
one for the prospective homebuyer, 
and to help with financial arrange- 
ment In many instances of a 
VA-financed new home, the dealet 
is expected to put up money to 
buy the lot until the owner can 
make his first draw from the fi- 
nancing institution 

Then, a set of plans must be 
prepared or furnished which meet: 
the scrutinizing eyes of the buyer 
and his wife, and she wants to 
include those cute and handy gad- 








RETAILER 








Written distribution policy, prompt delivery service, immediate in 
voices, new product information, advertising assistance — these are 
expected by the dealer from the wholesaler. So explains Sam Arnold, 
owner of the Arnold Lumber Company in Kirksville, Mo., in this arti- 
cle. He is past-president of the Southwestern Lumbermen’s Associa 
tion. In photo below, behind counter, Arnold listens with his office 
saleswoman as jobber salesman explains selling points of flexible 
insulation and offers store display material. 


gets seen in some shelter maga; 
“which eost hardly anythin 
Costs must be estimated and 
contract negotiated or placed 

a reputable contractor. Detail 
all products and materials must 
settled with the buyers. Specifi 
tions have to be written by 
dealer and submitted to FHA 
VA for approval 


The house has to be built and 


f 


finally approved before the deal 


f { 


gets his final payment for mate 
rial sold. And remember that sel 
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verything that he normally 
will involve approximate 
per cent of the total cost 
house for the dealer. All 

the service involved in a tran 


tion of this type is expected a 


atter of course by the average 

homebuyer. The average lum 

lealer makes an effort to pro 
i¢ it 


Yet, in many instances, the deal 


expected to sell his material 
i price below his published list 
ee DEALER EXPECTS page 87) 











Above, after hearing from Jobber Salesman Ed Copeland of 
the advantages of buying 200 tension sereens at a time and 
qualifying as a factory-service dealer, Walter Robinson signs 
up for the Bradley Supply Company of Cleveland, Tenn. 
Below, Copeland reached the Cleveland Conerete Block 
Company just in time to assure Bill Hobbs that he could 
deliver fin-less aluminum awning windows about which a 
builder called. This dealer sells and installs a wide variety 
of building supplies. In photo on our SBS cover this month, 
Copeland sells Odell Ingle a new line of foundation ventila 
tors for the Chatsworth Cabinet and Supply Company from 


SBS ad and A-K catalog. 


Jobber Salesman Fills 


Normal Day with Varied 


Services to Dealers 


* Friendly “low pressure” selling undergirded 
with sincere service has made Ed Copeland one 
of the best-known and most successful jobber sale 
men of building materials in the Southeast. This ex 
college athlete and football official has hit “‘the big 
league with sales in a year exceeding one million 
dolla 

Copeland attributes his sales volume to the team 
work in the wholesale firm he represents, its quality 
merchandise line consistent sales policies, and to 
just “being at the right place at the right time.” Since 
1948 he has been a salesman for Addison-Rudesal, 
Inc., in north Georgia outside of metropolitan Atlanta 
and in the adjacent fringe areas of Tennessee and 
South Carolina 

To give the readers of SOUTHERN BUILDING SUPPLIES 
a clearer picture of the methods and ways of a 
jobber salesman in supplying the material needs of 
building supply dealers, the editor traveled with Ed 
Copeland from 3:15 p.m. one day in Tennessee until 
he reached his home in Norcross, Ga., at 7:00 p.m 
the next day, and shot the photos seen on these page 
In addition to the calls pictured here, Copeland visited 
three other customers in this “long day.’ He came 
away with sizable orders from 11 out of 13 lumber, 
hardware, and building supply firm 

Calling on 175 retailers every three weeks, Cope 
land is more concerned with “seeing and serving” the 
dealer than reporting another call as such. He frowns 
on mere “records” that include many futile call 

(See JOBBER SALESMAN STORY page 93) 


Lower left, Copeland sells Fred Brown at Lee Builders Supplies in Cleveland on 


second, “paint grade” line of packaged door trim. Dealer keeps full stock of pack- 


aged door and window trim. Below, center, Copeland compares data and price 


sheets with Charleston Hardware Company's Orville Crawley to be sure his 


Addison-Rudesal catalog is current. Lower right, Copeland clearly writes out 


day’s orders and mails them to Atlanta office after good dinner. He seldom writes 


order in dealer = 


store and has only four customers who issue “purchase orders.” 





At left, Copeland goes to Dalton, Ga., housing project with 
Dealer Bill Cheney of the Cherokee Building Supply Com 
pany to sell builder on using improved type of aluminum 
thresholds. Oceasionally Copeland accompanies dealer per 
sonnel in calling on their customers. In Dalton, he often 
has lunch with Dennis Broadrick, partner in ©. H. Fraker 
Company, as above. Tl hardware firm moves large vol 


umes of building supplies. 


At Dalton’s Aeme Lumber & Supply Company, Bill Lump 
kin Jr. and veteran Jack Turner came out to Copeland's 
ear to look at window banners on new low-price accordion 
doors, but became more interested in sample section of new 
“Satin Surface” flush door. In day’s time, Copeland posted 
banners in windows of four dealers. Above, right, Copeland 
rushed out to new church job in Calhoun to vertify mix-up 
on acoustical ceiling tile furnished to the Moore Builders 


Supply Company. Shipping clerk had gotten a carton of 


regular punch tile in with “full random” order. Copeland 


took carton to dealer's store and wrote order for special 


replacement and additional pick-up. 


Along about sundown or dinnertime on Thursdays, there's 
much excitement at the Copeland’s handsome new colonial 
home in Norcross, Ga., near Atlanta. Ed’s wife, Kathleen 
15-year-old Kawin, Ll-vear-old Jimmy (Ed Jr.), 7-vear-old 
Gwynne, and two dogs rush out to greet husband, father 
and “master.” A reereational and church-centered week-end 


of family activity usually follows. 





Direct- Mill Wholesaler 


Serves as Shock Absorber’ 


By JAMES P. DOBBINS SR. 
Dobbins Bros. Lumber Co., Birmingham, Ala. 


* The successful d imb When he } uccessful in selling 
Vhole ! 0 bsorb be th ustomer, he must mak¢ 
tween mill and retail prot ain the order 1s filled exactly a 
the inter of | pecified. He must keep in constant 
tainin ear omutu d-will contact with the mills to see that 
The ind of « orders are shipped on time. Most 
vholesalers have a tem of trac 
mills regularly when they be 
come delinquent in their shipping 
chnedule 
[hie uccessful wholesaler also 
t keep in close touch with hi 
ill connection D pel onal 
Visits, mail, phone in order to be 
of proper service to the mills. He 
knowled I j Oy! } nust KNOW the condition of the 
and then iO hy rope ( mills’ inventories, their order file 
of suppl ») provi { jual and their anticipated hipping 
and servic vhhil } chedule He also must know the 
of the ind ome qualit of timber the mills are 
Personal; on al cutting and if they are properly 
terest ; tin plus follow nanufacturing and grading the 
through on or ‘ ntial product 
When the wh imb al Here at Dobbins Bro uch pet 
receive ol onal contact has helped us im 
tomer for certain it ane mensel For example, we visit 
pecies, he OW II diate] southern pine mills at least once 
vhat mill te mnt nm ) a month. We visit West Coast mill 
quote intelli itl 7 On ) ‘ ast twice a year, generally in 
fitted to the nee ( ticul th ring and fall. We determine 
custome! wth a to }{ C4 nad VN they are cutting, what prod 
qualit : MILL WHOLESALER page 108) 


ae” 


- 
oe 


Basie steps in direct-mill lumber 


= 
—_— 
Rccaeail 
— 
cl 


wholesaling are depicted here. Top, 





James P. Dobbins takes a long 
distance telephone order. Center 
photo, Mrs. Grace Wansley makes 
routine credit) check. Company 
salesmen make frequent on-the-spot 
credit checks. Bottom, Miss Martha 
MeMillan dispatches order to West 
Coast by teletype. At left, Dobbins 
and son Donald confer on fast 
freight routing for special order. 
Third partner in family firm is 
James P. Dobbins Jr. They employ 


Y — two other field salesmen. 
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t ol bD y deale Such biect 
Special Ways a Wholesaler mts 
ctivitie of the Voluntat Home 
lortgage Credit Committee, tip 


Helps Build Dealer Sales vnder See Se 
p nsurance coverage Lu-Re-Co 
evelopment cost-of-doing busi 

urveys, Do-It-Yourself trend 

By CLARK McDONALD, Vice-President a pss Improvement 

nda new roOaUE 

Central Woodwork, Inc., Memphis, Tenn. We have built three different 

10-foot kitchen cabinet di 

i’ and two & x 10-foot millwork 
play which we have made 
* From the first day it opened Here are some ECL ailable at no charge to all of 

for business in 1945, our wholesale try to help ou al (See SPECIAL WAYS page 108) 
firm ha based it distribution ell that ultimate con 
policy on the belief that the most In March, 1953 a 
economical and satisfactory way lishing a two-pag$ ll x 4 FOR INFORMATION on the 
to move building materials to the mimeographed ne 





: : aims, program, and leadership 
ultimate consumer (the man we Cenwood Nev ach 1 ol 


all depend on) is through the try to summa 
retail building material dealer we consider o 


trade associations for whole 


salers, turn to pug di. 
t 





4 gt 


/ fo introduce new building products 
anal promote old nies, Central Wood 


<n rr 
| ME MPHIS RETAIL af work, Ine. Memphis, Tenn. whol 


tlers, hold a series of regional dinner 


~ Fete o~ ) meetings for dealers and their con 
tractor customers aud architects, The 
picture above is of stile hi a merchan 
dising clinie in’ Mayfield, Ky. For use 
by dealers at home shows, fairs, and 
expositions, this wholesaler has built 
md) furnishes four millwork and 
kitchen cabinet displays like that at 
left. It was exhibited at the Greater 
Memphis Home Show by the whole 

ler in behalf of dealers, to whom 
prospects were referred. In photo, Sales 
Vice-President Clark MeDonald = dis 


cusses cabinets with prospect. 








By ARTHUR I. ELLSWORTH 


* Where durability, appearance 
and workability are particularly 
desired in lumber, Western red 
cedar meets the needs of architect 
builders, and home-owners for a 
variety of purposes in new con 
struction and 
warm, natural beauty gives it a 
relationship — to 


remodeling It 
close Southern 
hospitality 

Western red cedar | 
largest and finest of the cedar: 


among the 


produced anywhere in the world 

It grows on the Pacific Coast 
from northern California to south- 
ern Alaska and as far inland a 
Montana, reaching its peak devel 
opment in the more moist region 
of western Washington and British 
Columbia, where growing condi 
tions are somewhat similar to those 
enjoyed by the Southern cypress 
Volume of standing Western red 
cedar is estimated at 118,000,000 
000 board feet of lumber, enough 
to meet the needs of North Ameri 
ca for generations of home build 
ing 

Western red cedar grow 
trees often reaching an age of 600 
to 700 years, a diameter up to 16 


lowly 


No. 5 in series on 


sale and use of Lumber Species 


Where to Use Western Red Cedar 


feet, and heights of 150 to 175 feet 
This slow growth results in uni- 
form cellular development and 
produce a high percentage of 
heartwood with close and even 
texture that gives the wood dura 


bility and natural 


Old South hospi- 
tality has been in- 
stilled in this con- 
temporary home 
entrance with 
Western red ce- 
dar, shown above. 
Muted color in- 
terest was height- 
ened by a_ black 
recess door, flank 
ed with white lou- 
vered panels, set 
into the rough- 
sawn cedar board- 
and-batten siding. 
At right, the living 
room is separated 
from the entrance 
stair with a half- 





height solid wall, 
with slanted lou- 
vers above, made 


of red cedar. 


beauty The 


annual rings are distinct and gen- 
erally run about 10 to the inch in 
high-grade lumber. They are made 
up of a thin but dense, dark band 
of summerwood and a less dense, 
wider and lighter-colored band of 
:pringwood 





The larger trees are remarkably 
free from knots and as a result 
clear lumber of unusual size and 
texture may be sawn 

Cedar heartwood varies from 
pinkish to dark reddish brown and 
often is streaked, adding interest 
and beauty when the lumber is 
left in a natural state or when 
treated with a finish that brings 
out this natural variation of colors 

The sapwood band is relatively 
thin, averaging about an inch, and 
is white and very distinct. Most 
of it is eliminated in manufactur- 
ing processes. As the sapwood 
changes into heartwood with the 
passing years, certain fungicidal 
chemicals are deposited in the 
wood, changing its color and im- 
parting a remarkable degree of 
decay resistance 

The fresh aroma of Western red 
cedar is pleasant to humans but 
has proved itself a repellent to 
termites, insects, and vermin 

Cedar was the favorite wood of 
the Pacific Northwest Indians, who 
used it for shelter, dugout canoes, 
and totem poles which symbolized 


The one-story home for medium- 
income family, shown below, 
features Western red cedar bev- 
eled siding on the walls and 
cedar shingles on the roof, Cedar 
is classified in the group of 
materials holding paint most 
effectively. At right, Western red 
cedar is one of the lumber 
panelings displaved “in use” 
with price per square foot’ in 
Wood’s Do-It-Yourself Center in 


Birmingham, Ala. 


a 


Vitel 


the deeds of then 

The reason many 

poles are still well-preserved 

day is that Wester 

greater endurance to wet and de 
cay than other North Ameri 
woods. Coastal Indians still mal 


red cedar | 


} 


dugout canoes from cedar, becau 
of its light weight, ease of wor} 
ability, and ability to repel wate 
absorption 

Taking a page from the Indiar 
book, builders of rowing shell 
nothing but cedar and mod 
shipyards recognize cedar a 
premier wood for boat building 


SOUTHERN BUILDING SUPPLIES for JUNE, 1956 


Undoubtedly the best demon- 
trations of the durability of West 
ern red cedar can be found in the 
great forests where it grows. Often 
a huge tree will be found with its 
oots growing over a cedar log 
vhich has been on the ground for 
enturies. Many of these “ground- 
ed” logs still are perfectly sound 
ind make good lumber 

Because of this natural durabili- 

Western red cedar finds exten- 
ive use wherever decay resistance 
important, such as for exterior 
iding, shingles, fences, garden 
furniture and fixtures, porch col- 
umns, greenhouses, 

etc 
Another quality 
that makes Western 
red cedar desirable 
for siding is its free- 
dom from pitch and 
resin. Cedar is classed 
by USDA's Forest 
Products Laboratory 
in the group of 
woods that hold paint 
longest and — suffer 
least when protection 
against weathering 
becomes inadequate 
Actually, paint does 
not add appreciably 
to the life of Western 
red cedar, although 
it does provide color 
that many home 
owners find desirable 

Cedar weathers to 
a soft gun metal grey 
and many architect 
and home-owne! 
prefer to allow their 

(See page 101) 
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S*B’S Survey Reveals 


Gains in Services . 


37% Dealers Build Homes, 
43% Repair Residences 


53% HELP ARRANGE MORTGAGES AND 
34% SELL ON INSTALLMENT TERMS 


#* Substantial increases in the num 
ber of lumber and building supply 
dealers in the South and Southwest 


who build, repair, and improve 


home and other light structure 
returns from 


SOUTH 


are reflected in the 
made b 
SUPPLIE during 
1,099 retail firm 

findings of 


an annual urvey 
ERN BUILDING 
April amonpe 
Compared with the 
a similar urvey in March ‘'55 
the result how that more dealet 
are responding not only to Opera 
tion Home 
the necessity of providing a pack 


Improvement but to 
aved homebuilding service to give 
customers vood value and to earn 
fairer profits for themselve 

Of the responding dealet yeas 
now build homes under contract, 
compared with 30.1% a year be 
fore. Now 29.1. build farm struc 
tures under contract; then, 26.8‘ 
Now 11.2 build othe 


under contract: then, 28.5 


tructure 


Now 43.0% of the responding 
dealers repair or remodel home 
under contract; then, 37.4%. Now 
37.1% of the dealers 


contract; 


repair other 


building unde! then, 
30.9% 
Now 15.2% of the deale1 


homes for sale, 


build 
“inventory” com- 
pared with 11.4% a year before 
Now 1.3% sell and erect prefab- 
ricated home down from 2.4‘ 
last yea! 

Dealer 
material 


applying 
urvey re- 


elling and 
with °55 
ults in parentheses: roofing, 45.0% 
(44.7°~); siding, 44.4% (43.9%); 
insulation, 43.0% (40.6%); paints, 
41.0% (34.0%) 
Deale selling and 
equipment kitchen 
(13.0%); fans, 
1%): bath fixtures, 
4%) 


alers arranging mortgage fi 


installing 
appliances, 
16.5% 
19.9% 


nancing for home 53.6% 


buildings, 
buildings, 


farm 
othe! 


(41.5%); for 
5.1% (24.4%); 
36.4% (26.8% ) 

How dealers finance instalment 
sales through Title I or straight 
bank 33.8% 
building and loan asso- 
(32.5%); special 
finance company, 30.5% (30.1%); 
own capital funds, 19.2% (20.3%) 

Dealers giving a special discount 
to contractors 48.3% (51.2%) 
Special discount to applicators, 
16.5% (15.4%). 

Dealers furnishing delivery serv- 
vice: 93.4% (84.5%). Charge fo1 
delivery service, 2.6%. Provide no 
ervice, 2.6% (4.1%) 


loan: national 


(34.0% ); 


clations, 33.8% 


delivery 
- & 


EACH MONTH Southern Building 
Supplie 
and elevation view of an original 
“Tested Home Plan.’ 
Turn to page 82 for this month’s 


publishes the floor plan 
Southern 


modern design 


Among the dealers modernizing 
homes and making light’ build- 
ing repairs in the wake of Opera- 
tion Home Improvement is Taun- 
ton’s building supply firm = in 
Fairfax, Alabama. Shown above 
is re-siding job on mill home. 
In Chillicothe, 
Mills Bros. Lumber and Hard- 


Missouri, the 


ware Company fabricates panels 
and trusses and builds and sells 
Lu-Re-Co homes like that at left. 
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When Lumber and Building Material Dealers Are 
Exempt under ‘Retail Rules of Wage-Hour Law 


25 Most Common 
Questions Answered 


* Most popular topic treated at 
the state and regional dealer con- 
vention thi year ha been the 
application of the Fair Labor 
Standards Act to lumber and build 
ing material The 
thing about the law that has been 
changed recently is the raising of 


deale1 only 


the minimum wage from 75 cent 
to $1.00 per 

Sut the addition of new 
or changes in the types of sales 
together with the 
offices and 


hour 
ervices 


made by dealer 
opening of several new 
many more in 
pectors by the Wage-Hour Divi 
ion of the U. S. Department of 
make it desirable for deal 
ers to examine anew their statu 
under the Wage-Hour Law 

In discussing the application of 
the law at conventions in Tenne 
ee, Mississippi, North Carolina, 
Georgia, Florida, and other states, 
Ed Libbey, of the Na 
tional Retail Dealers A 
ociation, was most often asked 
which are here 


employment. of 


Labor 


ecretary 
Lumber 
the 25 question 
with printed with precise 
that have been checked by 


answel 
expert 


legal counsel 


Q. What makes my operation sub- 
ject to the general coverage of the 
Fair Labor Standards Act (Federal 
Wage-Hour Law)? 

A. Primarily because the purchase 
and receipt of materials from out 
side your state constitutes “interstate 
commerce.” The condition 
exists where goods are sold to cu 
tomers in other state 

Q. I understand there is an exemp- 
tion in the Wage-Hour Law for retail 
establishments. What does that say? 

A. This is what we refer to as the 
Section 13 (a)(2) exemption, and 
provides that the minimum wage and 
overtime provisions shall not apply 
with respect to: “Any employee em 
ployed by any retail or service 
establishment, more than 50 per 
centum of which establishment’s 
annual dollar volume of sales of 
goods or services is made within the 
tate in which the establishment i 
A ‘retail or service establish 


ame 


located 


ment’ shall me 
75 per centum of \ 
volume of sale 
(or of both) is not 
recognized as retail 
in the particular indust: 
Q. What is meant by 
Dollar Volume of Sales” 
twice in that definition? 
A. The rule idopted 
establishment tatu 
dar quarter 
the basis of it ile 
12 months’ period 
quarters). Thu the 
employer for the pet 
through March 3] 
determined by | 
four calendar quarte! 
status for the period 
June 30, 1956 
ales from Apri 
March 31, 1956 
Q. What is meant by the expre 
sion “recognized as retail sales 
services in the particular industry? 
A. To imp! a ; | 
recognition” means traditior 
and practice would not be a 
to your ithou 
of custom and usaj 
As a matter of fa 
ay that the que 
answered to some 
the Wage-Hour «a 
cerned, because 
published his vie 
are recognized 
dustry. NRLDA ha 
the administrat 


“Annua 


that 


question 


to 
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; 


mentioned 


After his discussion of the Wage-lour 


law at the Tennessee dealer conven 
tion in Chattanooga, Ed Libbey, right, 
coretary of the National Retail Lam 
ber Dealers Asso. helps L. D. Grant 
of the local Cash & Carry Lumber Co. 
to determine his firm’s exemption un 
provisions of the Bair 


der the ‘retail 


Labor Standards Aet, 


in pection nd en 
administrator 
in identifying 
retail in the in 
irt by considering 
tablishment 

ui retail 

approacl 

vhethe 
the ilé na 
eharacteristt and 
ized retail function 
does the retail con 
establishment? 
are typified 
which are 
il accom 
tribution 
COT) urn 


recommendation to 


Q. It sounds to me like the sales 
patiern of a dealer is the principal 
factor in determining his exemption 
from the coverage of the Wage-Hour 
Law. Has any kind of form been 
prepared to help the dealer analyze 
his sales? 


hie ! A Y fo botn 





parts of your query 

In 1951 NRLDA distributed 
throughout the industry a statu 
booklet containing an analy of the 
Wage-Hour Division's Interpretative 
Zulletin Part 779 coverings Retail 
and Service Establishments and Re- 
lated Exemption Thi tatus book- 
let, like the present questions and 
answers, was prepared in collabora 
tion with our MacLeish 
Spray, Price & Underwood of Chica 
go. Copies of this booklet were fur 
nished to all field offices of the Wage 
Hour Division 

On page & of this booklet is a Retail 
Establishment Exemption Check-List 
based on the administrator’s inte: 
pretation of the Section 13 (a)(2) 
exemption. Of course, in using thi 
check-list (reproduced at the right) 
the explanation of the terms and 
items contained in the booklet should 
be consulted 


counsel, 


Q. I consider my business exempt 
after analyzing my sales on this 
check-list. However, I have a mill- 
work plant in connection with my 
retail yard. Would this affect my 
status? 


A. Not necessarily. Another section 
known as 13 (a)(4) provides that an 
establishment which can qualify 
under the 13 (a)(2) exemption as a 
retail establishment will not’ be 
denied exemption by reason of the 
fact that it makes or processes the 
goods it sells if the following addi 
tional requirements are present 

(a) the establishment is recogniz 
ed as a retail establishment in the 
particular industry 

(b) the goods which the exempt 
establishment make ol 
are made at the establishment which 


proce c 


ells them; and 
of the annual 
volume of sales of the goods 


(c) more than 85¢ 
dollar 
which the establishment makes or 
processes are made within the state 


Q. I have a branch yard, and I send 
some of the windows and doors | 
make at the yard with the millwork 
operation over to this other yard for 
sale. Will that disqualify me for this 
13 (a)(4) exemption? 

A. The answer is probably “Y« 
The exemption would not be lost 
because of the mere fact that some 
of the millwork of the manufacturing 
yard was distributed through other 
yards of the same ownership or 
otherwise, However, millwork sold 
or transferred to other yards for 
resale by them would not qualify 
as “retail sales” to the millwork yard 
and if such sales or transfers plu 
other “wholesale” sales of the mill 
work yard exceeded 25% of its total 
sales, the exemption would be lost 


Q. My retail operation is larger 
than my millwork manufacturing 
operation at that particular yard. Is 
there any way I can qualify for the 
retail exemption, at least for the 
retail yard? 

A. If you manufacture doors, win 
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- Total Annual Sales 


mum for exemption 


for resale 


product 


repair or maintenance 


Sales for consumption 


wholesale basis) 


yards 





RETAIL ESTABLISHMENT EXEMPTION CHECK-LIST 


(Under Section 13(a)(2) as interpreted in Bulletin 779) 


Sales made “Within the State” 


“WHOLESALE SALES” (Total 
25% of Line 1). 


maxi- 


(a) Sales to dealers or others sellers 


(b) Sales of materials for ineorpora- 


tion or use in a manufactured 


Sales to contractors for other than 


residential or farm construction, 


resale) which are not recognized 
as retail in the industry. (Direet 
carload shipments from dealer 
source to job under circumstances 


such that buyer purchases 


Transfers or distributions from 


central yard stocks to branch 


Accommodation transfers between 


yards of different ownership 


1. Total of (a) (b) (ce) (d) (e) Cf) “ 


If the figures on Line 4 are not over 25% of the figures on Line 1 
and the figures on Line 2 are over 50% of the figures on Line 1, your 


sales pattern should qualify you for the exemption. 


Dollar 


Volume 


Percent Of 
Total Sales 


100% 


for 


on 








dows, and special millwork at this 
location and can not qualify under 
the Section 13 (a)(4) exemption for 
any reason, the entire retail opera 
tion will lose its exemption unless 
the manufacturing operation is suf 
ficiently 
titute a separate establishment 

If the manufacturing and retail 
operations are so separated, em 


segregated so as to con 


ployees in the segregated retail part 
of the business could be exempt as a 
separate retail establishment. (For 
a discussion of what constitutes a 
separate establishment, see the di: 
cussion at pages 17 and 18 of the 
status booklet.) However, office em 
ployees whose work directly relate 
to both the manufacturing and re 
tail operations would not be exempt 
regardless of whether their office 
was physically located in the manu 
facturing or the retail part of the 
business 


Q. I do some contracting business 


Use of this check-list by dealers is ree- 
Retail 


Lumber Dealers Association for them 


ommended by the National 
to determine their exemption as a re- 
tail establishment under the complex 
provisions of the Fair Labor Standards 
Act. In the accompanying questions 
and answers, Ed Libbey explains the 
qualification of various types of sales 


as “wholesale” or “retail.” 


out of my retail yard. What effect 
would that have on my exempt 
status? 

A. If your contracting department 
is segregated and the work is carried 
on by separate employees, the con 
tracting work would not defeat ex- 
emption for the retail part of your 
business. The status of employees 
in the contracting department would 

(See WAGE-HOUR LAW page 102) 


SOUTHERN BUILDING SUPPLIES for JUNE, 1956 





Southern Sash and Door Jobbers 


Association Serves 157 Members 


“A WORKING PARTNER for Lum- 
ber Dealers and Manufacturers” 
that’s how the Southern Sash and 
Door Jobbers Association describes 
its corporate membership 

Membership in this 25-year-old 
association includes 142 firms, plus 
15 subscribers to its bulletin serv- 
ice, In an 18-state area. The group 
was chartered under its present 
name in 1931. Previously, a small 
group of jobbers in the South were 
banded together in the South Cen- 
tral Sash and Door Association, Inc 

This is one association that be- 
lieves wholeheartedly in the value 
of well-planned meetings. Two gen- 
eral membership meetings are held 
each year - one in late spring 
and the other in late fall. In addi- 
tion, district meetings are held in 
such cities as Atlanta, Dallas, Mem 
phis, Miami, New Orleans, Okla 
homa City, Orlando, and Washing- 
ton... D..€. 

As a service to its members, the 
association publishes a directory of 
plywood and veneer producers; di 
rectory of members and subscribers; 
monthly inventory condition report; 
and periodic news bulletins. 

A major activity of the sash and 
door jobbers organization is the 
work of its Standards Committee, 
which cooperates with such groups 
as the National Woodwork Manufac 
turers Assn. and the Commodity 
Standards Division of the U. S 
Department of Commerce in effect 
ing changes 

A standard for hardwood veneered 
hollow-core flush doors has recently 
been adopted. A proposed standard 
for wood awning windows and pro 
jected awning and stationary sash 
units is pending 

Under the group insurance plan, 
1,811 employees and 1,260 families 
are covered with life and hospital 
benefits 

An activity that benefits the re 
tailer directly is the constant in 
terest in proposals concerning freight 
handling. The association has been 
instrumental in helping defeat a 
large number of proposals which 
sought the stop-in-transit privileges 
on building woodwork, in accordance 
with its standing policy to oppose 
such proposals 

The association has undertaken 
surveys for various purposes. These 
include a jobber shop cost survey; 
an operating cost survey, and a 
statistical survey made _ primarily 
for the information and education 
of suppliers and railroads 

The latest statistical survey shows 
that as of March, 1956, the 157 
member companies of the Southern 
Sash and Door Jobbers Association 


served dealers in 254 warehouse 
18 states, employing over 1,100 mar 
agers and salesmen and 8,000 othe 
employees They operated over 1,00( 
delivery trucks 

The total average monthly 
ventory for the 157 member cor 
panies was over $45,000,000. The 
investment in leasehold 
ments, warehouse and shop prope 
ties, machinery, and al! equipment 
totaled over $35,000,000. The con 
panies have been in busine 
average of 33 year 

The following officers w 
plete their second terms at the ar 
nual meeting of SSDJA in Memp}! 
June 10-12: James M. Green J 
Orangeburg, S. C., president; Da 
P. Steves, San Angelo, Tex., vic: Secretary-Treasurer 
president; and Thoma sirchfie 
secretary-treasurer. Headquarters f 
the group are at 920 Sterick Build 
ing in Memphis, Tenn g assistance 

Members of the Southern \iding manufacturers, the mem 
and Door Jobbers Assn. have ded ers offer complete distribution cov 
cated their services to retailers | erage; frequent trade contacts; fewer 
offering immediate availability ccounts to handle; fast introduction 
stock; fast delivery; one source better knowledge of 
many items; less money tied up cal condition advertising 


Improve 


By TOM BIRCHFIELD 


| 


entories; sale and merchandi: 


f f new items; 
jobber 


Southern Wholesale Lumber Assn. 
Helps Get Board Thickness Changed 


By BOB DARRAH 


Secretary-Manager 


THE SOUTHERN Wholesale Lu 
ber Association was organized b 
dozen lumbermen in 1943 to atta 
concerted 
dealing in all specie 
lumber 
The association now ha 
bers in 23 states 
include A. D. Burdette, Meri 
Miss., president; Thomas W. E 
Nashville, Tenn., first vice-presids 
Earl Raiford, Asheville, N. C., se 
vice-president; W. C. Smith, Mor 
gomery, Ala., treasurer; and Robe 
F. Darrah, secretary-manager. Head 
quarters are in the McMillan Bar 
Building at Livingston, Ala hom the wholesaler 
The principal objectives of the r their livelihood 
Southern Wholesale Lumber A Th association manager and 
ciation are the promotion of t flicers keep in close touch with 
vernment agencies. They have 


whole ii¢ 


of Southe 


action by 


135 n 


Current offi 


depend large 


interest and general welfare of 
wholesaler in the indust! 1 helpful to the mills in resisting 
and the improvement of relatio They 
between manufacturers and whole assisted in obtaining change 


lumber! 
wage-hour legislation 
pecifications and methods 


salers, and with lumber deale! p n grade 


SOUTHERN BUILDING SUPPLIES for JUNE, 1956 57 





employed by the Defense Depart 
ment in the procurement of lumber 

During two periods of Federal 
price control, the SWLA organiza 
tion secured mark-ups for lumber! 
wholesalers that kept them in bu 
ness. It is constantly on the alert 
to protect the interests of its mem 
bers and their suppliers and custom 
ers as well 

The Southern Wholesale Lumber 
Association has long sought a change 
in the rules of the Southern Pine 
Inspection Bureau to establish % 
inch as the thickne for finished 
pine boards in place of 25/32 inch 
Recent approval of this change by 
the SPIB board of governors and 
ubsequent adoption by the Ameri 
Standards Committee 
acceptance of %-inch thick 
tandard by 
agencies and industry 


can Lumber 
ussure 
ness as the government 
SWLA lead 
ers had promoted this change in 
meetings with the U. S. Corps of 
Engineer SPIB, and other group 
The chanpe i 
to many producers with 


expected to be ad 
vantapeou 
out detriment to the industry or 
consume! 


Bulletins are issued periodically 


to SWLA members concerning gov 
ernment lumber auction market 
condition and legislative matte! 
A credit interchange service is pro 
vided, together with a 
collecting slow accounts and in the 


istance 1n 
ettlement of controversies between 
wholesalers and manufacturers, and 
between wholesaler 
The association holds an annual 
meeting at variou key lumbe! 
market in the South. Thi year’ 
meeting of members and the board 
of directors will be held at the Dink 
ler Plaza Hotel in Atlanta on June 
12 

Included on the current board of 
directors are Harry L. DeMuth, John 
A. Thames, Al G, Beaman, Arthur 
& Bi hop, A M Foote, C. D DePe 
Jr, Pres P Joyes, S. W. Bowen, W. F 
Lanning, Joe W. McLaney, James P 
Dobbins Sr: W. B. Hart, C. FI 
Klumb, Thomas A. Charshee, S. A 
Dukes, L. L. Prudhomme, E. J. Koza 
W. A. Knox, T. B. King, Joe 
on Jr., Walter E. Morgan, Norman 
A. Whitaker, Edmond Wyatt, Robert 
E. Parker, John M. Higgin 
H. Roberts, A. Fletcher Marsh, and 
King C. Tolle 


and deale! 


17 
Virge 


George 


National-American Association Helps 
Wholesalers to Be Lumber Specialists 


By SID L. DARLING 


Seeretary-Manager 


AN OSCAR to Souruern Butnp 
ING Suppuies for it alute to the 
time-proven American system of di 
tribution from manufacturer 
to wholesaler/jobber to retail dealer 
and thence to the consumer. With 
this method like the famou 
triple play of bygone year Tinket 
to Evers to Chance the National 
American Wholesale Lumber Asso 
ciation is in general accord 

The present name of the National 
American came into being tn 1923 
when the American Wholesale Lum 
ber A 
prowth © of 


sociation, a permanent out 
wholesale association 
organized a few years earlier, merg 
ed with the National Wholesale 
Lumber Dealer: Association that 
had been organized and operated 
continuously since 1893, In 1924 the 
Pacific Coast Shippers Ass 
having been started in Seattle, Wash., 
in 1898, amalgamated with the new 
ly-merged association thus literally 
making the National-American a 
coast-to-coast hook-up 

Today the National-Ameri 
can Wholesale Lumber A 
maintains headquarters in New York 
City and a Pacific Coast office in 
Portland, Ore, Its members are locat 
ed in 40 states and Canada. It 


ociation, 


ociation 


mem 
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bership meetings are held annually 
throughout the country. Its 64th an 
nual meeting 1 being held thi 
June in Vancouver, B. C 

Current officers are: president, J 
Philip Boyd, Chicago, I1.; first vice 
president, Martin T. Wiegand, Wash 
ington, D. C.; second vice-president 
Don R. Meredith, New York, N. Y 
treasurer, Frank S. McNally, New 
York, N. Y.; and secretary-directing 
manager, Sid L. Darling. Charles J 


SOUTHERN 


Fisher is assistant secretary 

The primary objectives of the Na 
tional-American are to enhance the 
tanding and _ reputation of the 
wholesale branch of the lumber in 
dustry; to afford an agency for the 
protection and maintenance of the 
wholesaler as an essential factor in 
the industry; to coordinate the effort 
of wholesale organizations of the 
United States and Canada in such 
a manner as will best serve the 
needs of the industry and protect 
the interests of the public; to co 
operate with all branches of the 
lumber industry in any constructive 
program 

Among some of the principal serv 
ices of material benefit to member 
are the annual publicity campaign 
which include wide distribution of 
the a membership direc 
tory; the maintenance of a reliable 
and effective Credit and Collection 
Department; an Arbitration 
for the disposition of disputes be 
tween members, or members and 
non-members; and valuable infor 


ociation’ 


3ureau 


mation covering matters of interest 
to wholesalers that is distributed in 
timely bulletin 

The increased number of 
tresse 


awmill 
the importance and essenti 
ality of lumber wholesale1 In the 
last 10 years the number of sawmill: 
has more than tripled. All of those 
new producing units do not main 
tain their own sales force nor can 
they dispose of their entire produc 
tion to the retailers and industrial 
customers who may come knocking 
on their doors to buy direct at bar 
gain prices, That’s where the whole 
ale function steps in 

Lumber wholesalers form a co 
ordinated team of specialist 

With a sales force qualified to 
erve numerous and varied custom 
retail yards, railroad 
and industrials, governmental agen 


ers, such a 


cle etc 

With a 
know 
divert 


traffic department that 
routes and rates, how to 
hipments, how to avert de 
lay during emergencies, how to 
protect the interests of their mills 
well as their own 
department that 
tanding and 
a well 


and customers as 

With a credit 
must know the credit 
pay record of all custome! 
a prospective custome! a 
knowledge that can turn lo into 
profit for the customer and mill 

With an executive staff that know 
the requirements of their territory 
as well as how and where to find 
the material to fill those require 
ment 

Wholesalers are generally the first 
to know of new industries or new 
developments which can be turned 
into new markets for lumber. There’ 
a wholesaler to handle all grade 
of every species of lumber, both 
oftwoods and hardwoods. The func 
tion of wholesaling can not be 
eliminated. As our economy changes, 
wholesalers change and develop 
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R NO ONE KNOCKS? 


Another Quality Product of the 





Sloped’ muworx COMPANY 
op Coerde/ 


Creators of qt rk since 1868, Rock Island 
ote! il chile terior door design the 
Stationary Slat) Lor r Door, Milled trom Western 
Ponderosa Pine | hardwood dowel construc- 
tio! mo ure t viue 5/16" thick Slats 
each ire] t to Stiles for tight, rigid con- 


tructro 
A Must for « et tilation 


Highly Recommended for air-conditioned homes to 
entilation while also pro- 


)) 


Required ! ct ' equirement for room where 


hie iting ec 1} ent talled 


It's Kasy to ps Builders with the best when 
the Rock Island Stationary 


II 
DD 
! i fists i 
WRITE OR CALL OUR 
FACTORY DIVISION 
‘ the ‘ ‘ 


| ry 
a 





WINDOW BLINDS Available in a 
DOOK BLINDS range of Size 
LOUVER DOORS De 





) 


Fy, 


AE Ge COMPANY| 


ROCK ISLAND ILLINOIS 








Manufacturers of: RIMCO Uni-Vent, Uni-View, Uni-Glide, Uni-Slide, Casement, Utility & Base | Weatherstripped Weed Window Units 
Styldor Combination Styldor Combination Storm Sash & Screen Units parage Doors Plus, @ Complete Line of 
Stock W.PP. Millwork 
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U. S. Building Material Group 
All Set to Serve 500 Distributors 


THE NEED for a national a 
which would provide the means for 
educating the retail dealer and the 
to the value of the 
wholesale building material distrib 
utor, and provide a clearing house 
for the exchange of busine and 
operating data, led 29 wholesaler 
to form the National Building Mate 
rial Distributors Association in Chi 
cago, Ill., in June, 1952 

From that modest beginning four 


ociation 


manufacturer a: 


increased 
rapidly reaching a total of 238 mem 
bers in January, 1956 
37 states are now represented in 
NBMDA and it is believed that 
eventually membership will 
450-500 independent 
distributors of building 
through the United State 
Qualifications for 
quire that the applicant be recog 
nized as a wholesaler by representa 
tive manufacturers and by a suffi 
cient number of retail dealers in 
his trading area to establish clearly 
the fact that a bona-fide wholesaling 
service is performed in that area 
that he maintain a full-time sale 
organization; that he maintain an 
adequately staffed and equipped 
office, warehouse, and shipping fa 
cilities; that he normally purchase 
building materials in car lot or rec 
ognized bulk quantities and main 
tain a warehouse stock of such prod 
ucts large enough to service his trade 
adequately; and that he periodically 
issue a stock list or catalog covering 
the products available for sale 
Two national meetings are sched 
uled each year, a spring and a fall 
convention normally 


years ago, membership ha 


Canada and 


reach 
Warehousing 
material: 


member: re 


occurring the 
second week in May and November, 
respectively, A 94-percent member 
ship attendance was reached at last 
fall’s meeting in Chicago. In addition 
26 local area or state groups have 
been developed which meet monthly 
or bi-monthly 
Supplementing the three-day 

tional NBMDA offers a 
including 


meetings 
wide variety of service 
monthly news letters giving current 
information of interest to the build 
ing material distributor tatistical 
survey: phases of 
the distributor’ promo 
tional material for members to fur 
nish to their dealers; a public rela 
tions program to gain increased 
recognition for the distributor; an 


covering variou 
operation 


advisory service to help the member! 
locate potential product active 
committees working on. industry 
problems; and an excellent group 
insurance plan 

The membership roster published 


annually is now being used by over 


60 


200 qualified national manufacturer: 
in selecting additional outlets for 
their products 

NBMDA offices are now located at 
22 West Monroe Street in Chicago 
S. M. Van Kirk is general manager 

Officers of the National Building 
Material Distributors Association for 
1956 are: president, C. A. Haag, 
Springfield Builders Supply Co., 
Springfield, IJl.; vice-president, E. P 
Reising, Indiana Wholesalers, Inc., 
Evansville, Ind.; and treasurer, D. N 
Peterson, Building Material Products 
Distributors, Inc., Philadelphia, Pa 

The board of directors, consisting 
of 15 members, represents a total of 
of 160 years of business experience 
In addition to the officers they in 
clude P. C. Buffum, Manchester, 
N. H.; A. P. Fisher, Albany, N. Y.; 
B. W. Milling, Mobile, Ala.; A. A 
Sylvester, Springfield, Mass.; A. J 
Brewster Jr., Akron, Ohio; Morri 
Goldberg, Tarrytown, N. Y.; Norman 
Herr, Newark, N. J.; J. M. Hoak, 
Des Moines, Ia.; T. J. Dougherty, 


By S. M. VAN KIRK 
NBMDA General Manager 


Cincinnati, Ohio; J. C. L. Evans, 
Buffalo, N. Y.; R. E. Freeman, Los 
Angeles, Cal; and J. G. Haskell, 
Omaha, Neb 


NACLS Stresses Unique Services 


of Commission Lumber Salesmen 


By G. R. GLOOR 


Secretary-Manager 


THE NATIONAL Association § of 
Commission Lumber Salesmen 1 
composed of 325 of the nation’ 
leading lumber salesmen, In 1922 in 
Minneapolis, Minn., a small group 
of lumber salesmen banded together 
to solve some common problem 
The outcome of their first delibera 
tion was formation of this associa 
tion to serve the lumber salesmen, 
both commission and wholesaler 

The major objectives of this asso 
ciation are 

1. To coordinate the efforts of the 
commission lumber salesmen in thi 
nation in such a manner as will best 
serve the needs of the lumber indus 
try and protect and maintain the 
commission salesman as an essential 
factor in the distribution of all lum 
ber products 

2. To cooperate with all othe: 
branches of the lumber industry 

3 To do all those things necessary 
to bring about closer harmony be 
tween the salesman, manufacturer, 
wholesaler, and retaile 

4. To formulate a code of ethics 
for commission lumber salesmen and 


SOUTHERN 


to endeavor to have all member: 
adhere to same 

The association’s code of ethics 
tates that “since the commission 
salesman occupies a relation to the 
shipper similar to that of a salaried 
salesman, receiving a commission 1n 
lieu of a salary and expenses, our 
first duty is to our shippers, our 
second duty to our customers, and 
our obligation in all transactions is 
to see that at no time does one 
take advantage of the other.” 

Current officers of the National 
Association of Commission Lumber 
Salesmen include: president, E. R 
Slaughter Jr., Dallas, Tex.; first vice 
president, George W. Mueth, Clay 
ton, Mo.; second vice-president, F. C 
Poore, Chicago, IIll.; third vice-pres! 
dent, Fred M. Gibbs, St. Paul, Minn 
treasurer, John D. Julian, Chicago 
and secretary-manager, G. R. Gloor 
Gloor’s headquarters are in St. Louis, 
Mo., at 3903 Olive Street 

These officers and 1] 
members form the association’s ex 
ecutive committee. The board of dir 
composed of 21 men elected 


additional 


ectors 1 
by the members 

The association meets annually in 
different sections of the country. In 
program 


recent years the meeting 
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THE 
GREENBACKED 


9ALE ONMARER 
of £ anaes ' & 

and The Southern Sash and 
Door Jobbers Association 


The Greenbacked Sale iker is a hawk-eyed opportunist 
who thrives under all conditions. These birds are noted for 
their yreenbacks acquired by their fondness for making 
rapid turnovers in fertile area 

This bird is constantl the lookout for new prospects 
and, at the first hint of the selling season for Columbia-matic 
Tension Screens, will fl » action. In the southeast, most 
Columbia-matic distribut ire Greenbacked Salesmakers and 
are also members ol fe ithern Sash and Door Jobbers 
Association. Chances are their customers are also Factory 


Dealers for Colut i-matic TENSION SCREENS. 


Service 


TENSION SCREEN 


them because the ell and sell! So order enough 


Rich now is the peak market for window 


screen sales, so push those Columbia-matics now tor the eason just ahead! You still 


FACTORY SERVICE DEAI 


ving list. And don’t forget 


r 


They're nationally advertised, and there’s plenty 
of impressive local display and promotional mate 
rial available, Builders like them because the of Columbia-matic promo 
cut costs. Consumers love them because they are rea this summer and fall 


asy to use. Best of all, your dealers Jove 


THE COLUMBIA MILLS, INC., Dept. 36, 120 W. Onondaga Street, Syracuse 1, New York 
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These men contributed to the panel discussion and speaking session on “Quality 


Control” at the annual meeting of the National Association of Commission Lum- 


ber Salesmen in Mis 


“apolis, Minn., last February. Seated, left to right, are W. H. 


Nelson, chief inspector, National Hardwood Lumber Assn.; Sherman A. Bishop, 


Union Lumber Co.; Robert H. Rushing, Giustina Bros. Lumber Co.; Joe W. 


Sherar, Western Pine Assn., and S. E. Williams, Southern Pine luspection Bureau. 
Standing are John Reno, Pacifie Lumber Co.; A. T. Brink, Tri-State Lumber & 
Shingle Co., moderator; FE. R. Slaughter Jr., new NACLS president, and G. R. 


Gloor, NACLS secretary-manager. 


around a_etimel 


ha been built 
theme, with speakers and member 
on a panel covering phase 
of it. Recent themes have included 
“United Lumber Front “Wood 
Substitutes,” “The Merits of Wood,” 
“How to Improve the Distribution of 
Forest Products,” and “Quality Con 
trol.” 

At each annual meeting, the asso 


Variou 


ciation summarizes the conclusion 
and recommendation in re olution 
pointing up its membe! problem 
and services, In St. Louis in 1952, for 
example, NACLS resolved 
“Whereas there 3 an ever in 
creasing volume of busine between 
shippers of lumber and wood prod 


ucts and commission lumber sale 
men; this group goes on record that 
the industry hould be = advised 
through the medium of trade pub 
lications of the services offered by 
commission lumber salesmen, and 
the benefits derived, such a 

“In selling through commission 
lumber salesmen the 
tains his identity 
“Sale by commiuission 
alesmen are the most economical 
means of merchandising 

“Selling through commission lum 
ber salesmen provides the shipper 
with direct representation, and pe! 
onal contact for the handling of 
credits, collections, etc.” 


hipper main 


lumber 


claim 


National Plywood Distributors Assn. 
Serves as Industry ‘Clearing House’ 


SINCE 1942 when a handful of ply 
organized to furthe1 
to the war effort 
National 


ociation 


wood jobber: 
their contribution 
the membership of the 
Plywood Distributor A 
has grown to 150 active distributor 

This membership operate ome 350 
located in almost every 
group sell 


warehouse: 
state, and together the 
about 64 per cent of the 
dollar volume moving at wholesales 

The basic objective of NPDA is to 
strengthen the appreciation of the 
functions the jobber performs as the 
primary outlet for plywood panel 
and other building material bi 
working closely with manufacture: 
and with the 
lumber dealers and industrial buyer 

Current officers of the National 
Plywood Distributors Association in 


plywood 


customer who art 


62 


clude president, Leonard FE. Hall, 
Lumber Products Co., Portland, Ore 
first vice-president, E. G. Thuresson, 
Associated Door and Plywood 
Chicago; second vice-president 
bert Hersh, Industrial Plywood 
Jamaica, N. Y.; and managing 
rector and secretary-treasurer, Char 
le E. (Chuck) Devlin. A 
headquarters are at 20 North Wacke1 
Drive, Chicago 6, II] 

Southern and Southwestern mem 
bers of the board of director are 
M. C. Davidson, Houston (Tex.) Sash 
and Door Co.; W. W. Logan Jr., 
Lumber Co, Tampa, Fla.; 
Louis G. Riecke, Tulane Hardwood 
Lumber Co., New Orlean and Wil 


Suilding 


ociation 


Logan 


liam L. Gouline, Central 
Supply, Baltimore 


NPDA holds an annual convention 


usually in June. This year this prec 
edent was changed. A general mem 
bership meeting was held in Miami, 
Fla., last fall and the annual con 
vention was held May 
Colorado Spring 
The ply wood a 
four short regional meetings for di 
tributor twice a yea! in the 
pring and fall. These are held on 
the West Coast, in the Chicago area, 
New York area, and South 
NPDA acts as a clearings 
for the industry in contacts with 
the government. Regular tatistie 
ued to the mem 


ociation also hold 


hou € 


are gathered and } 
bership 

News stories and publicity release 
are prepared for the trade pre and 
newspapers. Industry news bulletin 
are prepared for the member 

The organization acts as a clearing 
house for personnel, It assists di 
tributors in placing orders and in 
contacting new ource of upply 
It has for several years maintained 
a complete Plywood Mill Directory 

The National Plywood Distribu 
tors Association has also been active 
in stimulating the formation of local 
groups of plywood jobbers in variou 
trading areas. These 
tive in developing 
ales training, and other construc 


group are at 
merchandising, 


tive program 

Officers and directors of NPDA 
have also been instrumental in the 
formation of the Jobbers Plywood 
Promotional Fund and the Jobber 
Plywood Service Bureau. These two 
eparate non-profit corporations are 
designed to (1) promote the function 
of the jobber in specific ways by 
assisting manufacturers to stimulate 
demand at the wholesale level, and 
(2) through establishing an office 
on the West Coast to serve as a 
clearing house for plywood order: 


By C. E. DEVLIN 
NPDA Managing Director 
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WITH HOMASOT 


Air penetration proves 
no need for building paper 


For basic economy in 


Sheathing 


liminates a dozen c 


he 1s gettr 


{ c econo! 
Ins f 


The Homasote Handboo 
the i 


icco. It the 
proports. of one-third 
proportion ron n 


s, he will find that he comes out 
routs from windows of 


Ww 


/ know-how 
jues, soffits of 


With the Big Sheets, racking tests | 


HOMASOTE COMPANY 


TRENTON 3, NEW JERSEY 
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Homasote know-how reduces 
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WEATHERPROOF 


HOMASOTE 


INSULATING. BUILDING 


BOARDS 


oo 


_IN SIZES UP TO | 


—— 


IN A WIDE VARIETY 
OF FORMS AND THICKNESSES 


u“ 

OMASOTE COMPANY 

‘ RENTON 3 NEW JERsey 
Srwlentorers 94 Qeelity Pradect, te 


iced for corner bracing. Weatherproof 


y paper, as the air penetration 


; material 


Sheathing, in V-grooved 2 


1asote sound | 


ulding value 
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have confidence in its basic value 


in both product 
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| ™ 
without cost f LY 
1 
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a 
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WASHINGTON OC 
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Kkasiver to cut 


Mr. W. George Anderson of Riverside 
(Ill.) Hardware test-cut four leading 
brands of single-strength window glass 
He didn’t know the brands—they were 
identified only as A, B, C, or D. After 
several cuts on each, he picked brand “C” 
as easiest to cut. Brand ‘*C”’? was L‘O:F 
28 out of 30 dealers who took this test 


picked L‘O-F! 


This L:O-F label identifies quality glass 
wherever it is seen. People know this label 

itis appearing 216 million times in 1956 ad- 
vertising alone! And every time it appears 
it adds to the already strong preference for 
L:O-F glass. This preference means faster, 


easier sales for you. 


Easver 
TO MERCHANDISE 


7 
2 mobile 


Visualize this full-color, 20” x : 
hanging in your store. (There’s a stand for 
it, if you want to pul it on counter or in 
window.) It’s beautiful-——it rotates in the 
slightest breeze. Your customers are sure 
to see it. And that means extra window 
) 


glass sales for you‘ Only 25c. Order one 


oasy to install 
now from your L:‘O:F Distributor. Or 
write Libbey Owens: Ford Glass ¢ company, 
608 Madison Ave., Toledo 3, Ohio. Ask 


for WG- 0), 


LIBBEY-OWENS- FORD the easy-to-cut WINDOW GLASS 
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F-1, ALUMINUM SCREENS, EXTRUSIONS. 
Loxcreen catalog pictures and describes alu- 
minum tension screens, aluminum frame 
screens, extrusions, rolled form sections, and 
moldings. It shows how easily screens are 
installed by mechanic or home-owner. Lox- 
ereen Co., Inc., Dept. SBS, P. O. Box 5133, 
Columbia, 8, C. 


F-2. GLASS DOORS, ENCLOSURES. Two 
brochures cover Patio Magic aluminum glass 
sliding doors and Shower Magic bath en- 
closures. Both show attractive installations, 
list selling points, and give sketches of prod- 
uct details. Daryl Products Corp., Dept. 
SBS, 7240 Northeast 4th Avenue, Miami, 
Fla. 


F.3. AWNING WINDOW, JALOUSIES. Cata- 
log sheets tell advantages of Look aluminum 
awning windows and 4” louver jalousies. 
Windows come in both standard and modu- 
lar sizes, assembled or KD, glazed or un- 
glazed. Jalousies are completely weather- 
stripped. Dodge Window Corp., Dept. SBS, 
249 Spring Street, S.W., Atlanta, Ga. 


E-1. FLUSH DOORS. As a sign of quality, a 
permanent harmonizing wood plug with the 
“Menge! Man” symbol now marks the side 
of each Mengel flush door. A brochure and 
envelope-size folder are offered to point out 
this symbol and the quality it assures. The 
Mengel Co., Dept. SBS, Louisville 1, Ky. 


D-1, ASPHALT ROOFING, SIDING. Flint- 
kote shingles and asbestos-cement sidings 
are shown in full color in a catalog for 
dealers and customers. Complete data are 
given for strip shingles in various shapes, 
individual shingles, asbestos-cement sidings, 
insulation products, built-up and roll roofing 
and accessories. Flintkote Co., Dept. SBS, 30 
Rockefeller Plaza, New York 20, N. Y. 


D-2. DECORATIVE DOORS, WINDOWS. 
Rimco Styldors — doors with panel designs 
for originality in painting — are described 
in a consumer folder and catalog sheet. Uni- 
Vent and Uni-View operating and fixed- 
light window units are shown in a folder 
and brochure, which also show various 
stacking combinations. Rock Island Millwork 
Co., Dept. SBS, Rock Island, Lil, 


D-3. D-I-Y FURNITURE LEGS. ae 


sheet pictures simple thod of att 





eh eal li tb ea 


a more 
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Use This Handy Card 
NO POSTAGE REQUIRED 


Circle the code numbers of the Helpful 
Booklets and New Products on which you 
want more information. Fill in your name, 
position, and firm. Tear out and mail 


today! 


Helpful Booklets FREE! 


On this and the following pages is an excellent selection of 

literature on new Building Materials and Products. For free 

copies of the helpful booklets offered, just fill in and return 
the handy reply card below. 


Peg-Leg wooden legs to Do-It-Yourself furni- 
ture. It shows various sizes, with or without 
brass tips. Perry Furniture Co., Dept. SBS, 
507 Monroe Ave., Grand Rapids, Mich. 


D-4, ASBESTOS - CEMENT PRODUCTS. 
Complete selection of brochures, folders, 
and envelope stuffers — several in full color 
—show Century No. 5 asbestos-cement roof- 
ing shingles; Apac all-purpose asbestos- 
eement board; Linabestos and Sheetflextos 
wallboards for interior and exterior use; 
lightweight corrugated asbestos sheets. Keas 
bey and Mattison Co., Dept. SBS, Ambler, 
Pa. 


D-5. PANEL WINDOW BROCHURE shows 
how National panel windows are used as 
fixed picture units, large casement windows, 
single awning units, or stacked for multiple 
operating awning units. Another brochure 
shows National double-hung wood units 
and their simplified installation. National 
Woodworks, Inc., Dept. SBS, Box 5416, 
Birmingham 7, Ala. 


C-3. SLIDING GLASS DOORS, Two-color 
brochure shows details of the installation 
and operation of Crystal-Vue sliding glass 
doors. It tells how the aluminum frames 
have a special bright “Chromalam” finish 
and how the rubber channel assures weather- 
tight closing. Crystal-Vue Sliding Door 
Manufacturing Co., Dept. SBS, 3498 N. W. 
7th Street, Miami, Fla. 


C-4, ASBESTOS SIDING, ASPHALT ROOF. 
Two full-color consumer folders show 
Ruberoid color-grained Autoclaved asbestos 
siding and asbestos shake siding. Both show 
all colors available and list selling points. A 
third full-color folder shows colors of 
Ruberoid asphalt shingles with wind-proof 
“Lok-Tab” application. Ruberoid Co., Dept. 
SBS, 500 Fifth Avenue, New York 36, N. Y. 


B-2, VITRIFIED CLAY PIPE. Concise folder 
describes advantages of Dickey Perma-Line 
pipe for house sewers and drains, Pictures 
show how built-in, self-centering lugs speed 
up installation. W. S. Dickey Clay Manu- 
facturing Co., Dept. SBS, P. O. Box 2028, 
Kansas City 42, Mo. 


B-3. PLASTIC STRUCTURAL PANELS, 





Postage 
Will be Paid 
by 
Addressee 


Filon reinforeed aveien and nylon plastic 
panels, their uses, —raee methods 
are described in a profusely illustrated folder 
for architects and builders. It suggests many 
uses. Consumer folders on “How to Build 
with Filon” and ideas for building patios 
aleo are offered. Filon Plastics Corp., Dept. 
SBS, 55 Marietta Street N. W., Atlanta 3, Ga. 


B-4, SHUTTER PANELS, oP ees No, 156 


shows sizes of panels ng —— 
for Fit ‘n’ Pui abe shatters. wan nan Be 


in windows, doors, and for interior ——— 
tion. Sam A, Wing Co., Inc., Dept. SBS, 
5039 Willis Avenue, Dallas 6, Tex 


B-5. PLASTIC COMPOUNDS. Armstrong 
glazing, sealing, and caulking compounds 
and adhesives are shown in colorful catalog 
sheets. They — « superior qualities of 
these elastic, unds, Armstrong 
Co., Dept. § 1001 103rd Street, 
( chicago 28, i. 


B-7. WINDOW CATALOG, Hope's line of 
products for light construction is pictured 
in a 1956 eatalog. It covers basement sash, 
casings, doors, inside-outside trim, installa- 
tion details, — windows, , ranch-type 
windows, red case- 
ments, storm pod wy ‘and in windows. 
Hope's Windows, Inc., Dept. SBS, James- 
town, N, Y. 


B-9. WESTERN PINE SOURCES, USES. 
The 1956 Directory of Membership of the 
Western Pine Asen, lists by states some 375 
member mills with their species handled and 
major products. Two fall-color consumer 
folders show attractive installations of pine 
li in h Western Pine Aassn., 
Dept. SBS, Yeon Building, Portland, Ore. 


B-10. INSULATING GLASS. Thermopane 
insulating glass catalog gives charts and 
other technical data on the insulating prop- 
erties of this double and triple glass with 
hermetically sealed air space. It shows 
formulas for ecaleulating fuel savings and 
savings in cooling loads, for both standard 
and heat-absorbing Thermopane. Separate 
pocket-size folder shows Thermopane sizes. 
Libbey-Owens-Ford Glass Co., Dept. SBS, 
Toledo 3, Ohio. 
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B-13. INCINERATORS. Donley incinerators 
for homes, apartments, institutions, eom- 
mercial buildings, and industrial plants are 
shown in a new catalog. Complete technical 
data is given for each type. lt covers flue- 
fed, floorfed, garden, and prefabricated 
steel models. Donley Brothers Co., Dept. 
SBS, 13932 Miles Avenue, Cleveland 5, 
Ohio. 


B-14, TENSION SCREENS. New sales 
manual gives the dealer ammunition with 
which to sell sereens. It outli 22r 

for using Tension-tite tensi screens and 
shows photographs of a dealer making a 
sale, with his explanation to the customer, 
Rudiger-Lang Co., Dept. SBS, International 
Trade Mart, New Orleans 12, La. 


B-15. LUMBER PACKAGING. “How to 
Protect Lumber with Waterproof Paper for 
Shipment and Storage!” is a booklet ex- 
plaining methods and advantages of pro- 
tecting lumber with paper for shipping, 
storage, and sales. It includes a section on 
packaging by the dealer, when lumber is 
received from a boxear, American Sisalkraft 
Corp., Dept. SBS, Attleboro, Mass. 


B-16. ALUMINUM WINDOWS. Colorful 
brochures describe features, specifications, 
details and suggested installations of Ware, 
Eeon-O-Ware, and Econ-O-Wall awning win- 
dows; monumental awning windows; Ware- 
Tite jalousies; case ts; projected windows. 
Ware Laboratories, Inc., Dept. SBS, P. O. 
Box 37, Riverside Station, Miami, Fla. 


B-17. SELLING LUMBER SHORTS. “Sell- 
ing Short Length Lumber” is a helpful 
reprint of an article by John Reno, utiliza- 
tion director for Pacific and prominent 
engineer. It describes and pictures ways 
other dealers are eliminating waste by sell- 
ing dog houses, sand boxes, and similar 
cones. Pacifie Lumber Co., Dept. SBS, 
5 East Wacker Drive, Chicago 1, Ul. 


B-18. WALLBOARDS, Literature is offered 
describing Plastergon’s complete lines of 
laminated fiber wallboards, along with 
Lockaire Painteote interior and Asphaltie 
sheathing insulating boards. Free samples 
offered. Plastergon Wall Board Co., Dept. 
SBS, Station B, Buffalo 7, N. Y. 


B-19, PANEL WINDOW UNIT. The Zuber 
Beauti-Vue panel window unit is described 
in a two-color folder, Sketches show how 
this ponderosa pine toxic-treated unit can 
he used singly, in groups, ribbons, and 
stacks. The folder also gives sales advan- 
tages of Dixon Weather-Lok double-hung 
units. Zuber Lumber Co., Dept. SBS, P. O. 
Box 964, Atlanta 1, Ga. 


B-20. PLYWOOD PANELING. “Harbor 
Plywoods for Homes Give More Value . . . 
Inside, Outside” is a consumer brochure 
with photographs of installations of Har- 
borite lapped siding, grooved panels, smooth 
panels, and Super Harbord select cabinet 











HELPFUL BOOKLETS FREE! 


panels. A consumer folder shows installa- 
tions of Harborwave brushed plywood for 
paneling and cabinets. Harbor Plywood 
Corp., Dept. SBS, Box 940, Aberdeen, Wash. 


B-21. ALUMINUM WINDOWS. Alenco 
aluminum windows with either a fixed upper 

sath or double-hung sash are described in a 

brochure. Complete specifications and sell- 

ing points are given, Photographs show 

attractive installations. Albritton Engineering 

Corp., ie Sa SBS, 2501 Wroxton Road, 

Houston 5, Tex. 


B-22 SHOWER ENCLOSURES, Fourteen 
different Gulfspray shower doors and en- 
closures are shown in a colorful catalog— 
for stalls, square tubs, conventional tubs, 
and built-up tabs. Also shown are patterns 
and carved designs available in glass. 
Binswanger and Co., Dept. SBS, 207 North 
Main Street, Houston, Tex. 


B-23. PIPE INSTALLATION. “Tips for 
Installing Orangeburg Pipe and Fittings” 
gives information on problems encountered 
in various types of soils and lists six tips 
on trenching and backfilling. It shows how 
Orangeburg fiber pipe is easily sawed to 
fit. Orangeburg Manufacturing Co., Inc., 
Dept, SBS, Orangeburg, N. Y. 


B-24. ASPHALT ROOFING MATERIALS. 
Four-page catalog insert gives complete 
specifications, descriptions of uses, and 
directions for using both cold and hot 
applications. It covers asphalt roofing and 
coating, plastic cement, primer, cements, 
and asphalt metal coatings. Lion Oil Co., 
Asphalt Sales, Dept. SBS, E1 Dorado, Arkan- 


B-26. CONCEALED SASH BALANCE. The 
Hidalift ¢ led sash b for 

hung windows is fully described in a two- 
color brochure. Sketches show how the 
home-owner can install his own with only 
three screws. Turner and Seymour Manu- 
facturing Co., Dept. SBS, Torrington, Conn. 


B-27. PLASTIC TILEBOARD. New color 
chart shows AFCO prefinished wall-panels 
in 11 decorator colors, Moulding catalog 
shows “echromodized” mouldings that will 
not rub off black. A and F Tileboard Co., 
Ine., Dept. SBS, P. O. Box 4085, Alexan- 
dria, La. 


B-28. WINDOW SASH BALANCES. Full 
catalog, which appears in Sweet's Archi- 
tectural File, shows Caldwell clock-spring, 
Helix spiral, and Spirex spiral sash balances 
for residential windows. Specifications and 
installation steps are included. Caldwell 
Manufacturing Co., Dept. SBS, 64 Com- 
mercial Street, Rochester 14, N. Y. 


B-32. STAMPED METAL SHAPES. Booklet 


describes Campco’s complete metal stamping 





service, showing all types of metal products 
produced. Processes include shearing, draw- 
ing, blanking, finishing, forming, and 
assembly. Carolina Metal Products Co., 
Dept. SBS, P. O. Box 3636, Charlotte, N. C. 


B-33. MASONRY WALL REINFORCEMENT. 
Bulletin shows Dur-O-Wal masonry wall 
reinforcement with cavity, bonded, 

or stacked course masonry wall, and wall 
with plaster. It includes joint reinforcement 
specifications. Dur - O - Wal Products of 
Alabama, Inc., Dept. SBS, P. O. Box 5446, 
Birmingham 7, Ala. 


B-34. PLASTIC-FINISHED PANELS. Full- 
eolor catalog shows complete line of Marlite 
plastie-finished wall and ceiling panels. 
Shown are eight Woodpanel patterns, five 
marble panel patterns, and 11 Hi-Gloss 
colors. Marsh Wall Products, Ine., Dept. 
SBS, Dover, Ohio. 


B-35. LOCKSETS, HARDWARE, “Matching 
Beauty” is a colorful brochure showing the 
Weslock 500 series of locksets, concave 
cabinet hardware, and matching exterior 
door tiers. Western Lock Manufacturing Co., 
Dept. SBS, 211 N. Madison Avenue, Los 
Angeles 4, Calif. 


B-37. EXTERIOR PLYWOOD. “Catalog of 
Douglas Fir Plywood Farm Plans” offers 
a selection of 33 plans for use of exterior 
plywood in farm buildings and equipment, 
made available by leading state agricultural 
schools, the Midwest Plan Service, and ply- 
wood manufacturers. Douglas Fir Plywood 
Assn., Dept. SBS, Tacoma 2, Wash. 


B-39. METAL MOLDINGS. A 20-page illus- 
trated catalog shows the many types of 
Premier aluminum and stainless steel mold- 
ings and trims. It gives their uses, applica- 
tion, and dimensions, A price list is included. 
Metal Trims, Inc., Dept. SBS, P. O. Box 
1072, Youngstown, Ohio. 


B-41, PAINT THINNER. Tandrotine — a 
pleasant-smelling, non-toxic paint thinner— 
is described in a two-color folder. It is said 
to be excellent for cleaning brushes, re- 
moving paint and grease, dissolving wax, 
and other household uses. Turpentine and 
Rosin Factors, Inc., Dept. SBS, 793 St. 
Julian St., Savannah, Ga. 


B-43. FARM BOOK, Sixteen - page book 
shows uses of Celotex products in service 
buildings and the home. Fully illustrated, 
it includes detail drawings of application. 
For selective distribution to farm building 
or remodeling prospects. The Celotex Corp., 
Dept. SBS, 120 8S, LaSalle St., Chicago 3, Ill. 


B-44. LAMINATED PANELS. Novoply, an 
unusually stable, mosaic-textured all wood 
panel of many uses, and Plankweld, pre- 
finished hardwood plywood panels edge- 
grooved for easy wall installation, are 
described in two folders issued by United 
States Plywood Corp., Dept. SBS, 55 West 


44th St., N. Y. 36, N. Y. 

B-45. MORTAR CEMENT, “Facets and Tables 
for the User of Mortar Cement” is a booklet 
covering Penn-Dixie products and uses. 
Much helpful data for buyers of cement are 
offered, including ratios for mixing mortar, 
and estimating guides. Penn-Dixie Cement 
Corp., Dept. SBS, 60 East 42nd Street, New 
York 17, N. Y. 
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LIF@LOx... 
the Beautifully Balanced window 








Opens and closes with 
easy pressure of fingers 





; 


; 
2 
bis 
f 


iny position and spring 























Take a look at a window that’s a real sales winner . . . the : we - pores pee gre 
LIF-T-LOX R*O+W! Here is a unit so remarkably balanced that k-tab LIF-T-LOX balances sash for 
it opens and closes with just the pressure of the fingers .. . ( ; Upon removal of sash 
automatically stays where you put it through the magic of the 
LIF-T-LOX ''T”’ balance. Homeowners love the removable 
sash on these LIF-T-LOX R-O+ W's too, it means easy cleaning 
and painting. Find out all about the new LIF-T-LOX R-O+-W 
by writing us now! 


jrip hannel automatically and 


ed in position until sash is 


You've never had a window before that's as easy to sell as the 
LIF-T-LOX R»O+W! In fact, the LIF-T-LOX practically sells itself. 
Just let the builder or prospective homeowner step up to LIF-T-LOX 
display unit and lift the window for himself. Let him see how 
just the pressure of two fingers can open and close the unit, how 
the window automatically stays put until it’s closed again. Then 
give him the pluses of LIF-T-LOX construction that tie up the sale 

. the removable sash. . . the weather stripping, the clean 





design, the saving on installation and the other features that 
you'll find only on the LIF-T-LOX R*O+W windows. 
way shows fiber glass insulating 


Once you've made this demonstration ! positior This feature provides a 
and have seen how it can create sales, fur! er to air infiltration it is 
you'll agree that the LIF-T-LOX R*O*W er example of modern design result 
window is the greatest window advance- yf uw policy of continuous product 
ment in fifty years. More detailed infor- ‘ 

mation will be furnished upon request. 


MANUFACTURED BY 


Uistribute-ra- 


. 


WINDOW BALANCE 





Rocky Mount, Virginia 
(Formerly Known as RtOW Distributors) 
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PRODUCT BRIEFS 





MODERN CABINET PULLS. Am: 

rock offers three new pulls in the 
Contemporary line for modern cab) 
nets. A diamond-shaped pull come 

in two sizes. The third is a V-shaped 
pull, All come in black and gold 
finish or in the new atin copper 
with ebony black. Write Amerock 
Corp., Dept. SBS, Rockford, I) 


Or circle P278, Use coupon page 66. 


DRY-WALL CORNER BEAD. Spx 
cial BeadeX for corners in dry-wall 
construction solves the problems of 
protection, reinforcement, and crook 
edne Its design 


incorporat 
wider metal portion, providing a leg 
width to 
cover a raw-cut edge. It eliminate 
the wetting treatment. Write BeadeX 
Manufacturing, Inc., Dept. SBS, 4615 
Eighth Avenue N, W 
Wash 


Or cirele P279. Use coupon page 66. 


of sufficient completely 


Seattle 7, 


D-I1-Y NAME SIGN, Th« 
sign for the 
address is made up to the customer 
pecifications by the dealer or it 
can be assembled by the 
himself. The 
weatherproofed 
black iron frame, with decorative 
scrollwork on the stake. Letters o1 
numerals are added, Write Macklan 
burg-Duncan Co,, Dept. SBS, Box 
1197, Oklahoma City 1, Okla 

Or circle P280. Use coupon page 66. 


FASTER CONTACT BOND. Formica 
Fast Dry is an 
bond adhesive for applying plastiu 
laminates. It is said to 
30% of drying time of other cement 
and build up 15% more’ bond 
trength. Write Formica Co., Dept 
SBS, 2831 Vernon Place, Cincinnati 
19, Ohio 

Or circle P281, Use coupon page 66. 


CLOCK MADE FROM LOG. Idea! 
for a lumber yard or gift to a lum 


{ loc k 


M-D lawn 


home-owner’ name or 


custome! 
| 


ign consists of a black 


redwood board in 


improved contact 


ave up to 


berman friend is an electri 
set in a piece of a real los It is 
used on a desk or hung on the wall 
There is also a space for name and 
advertising message, Write General 
Products Co., Dept. SBS, Star Route 
“A”, Austin 4, Tex 

Or circle P282. Use coupon page 66. 


“FLUSH FACE” HINGE. The No 
1032 Washington hinge is designed 
for “flush face” type 
The hinge is interchangeable for 
left- or right-hand doors, It is avail 
able for thicknesses of ‘ 
% Write Washington Steel Prod 
ucts, Inc., Dept. SBS, 1940 East llth 
Street, Tacoma 2, Wash 

Or circle P283. Use coupon page 66, 


PLASTIC CHAIR WEBBING. Ai 


Lite chair webbing, made of woven 


cabinet doo! 


’ , a 


68 


Firestone Velon, now come in a 


herringbone weave, It also is 
able in a new 2%” width, in roll 
of 100 yards. It comes in yellow, 
green, ivory, and red, Write Plastic 
Woven Products, Inc., Dept. SBS, 51 
Camden Street, Paterson, N. J 

Or circle P284, Use coupon page 66. 


ENTRANCE LOCK, The Dexter: 
{egal two-tone entrance lock is fin 
ished in brass and black for modern 
tyling. The 6” diameter brass out 
ide rose has a flat black finish, while 
knob and inside rose are bra In 
tallation requires only a 1%” hole 
Write Dexter Lock Division, Dexte1 
Industries, Inc., Dept. SBS, Grand 
Rapids, Mich, 

Or circle P285. Use coupon page 66. 
ACOUSTICAL CEILING PANEL. 
Tectum roof deck material is now 
available in a 1” version for use a: 
a ceiling panel 24” by 48” in size. The 
panels are said to provide non 
combustible sound control at low 
cost. They also serve as thermal 
insulation. Write Tectum Division, 
Peoples Research and Manufacturing 
Co., Dept. SBS, 105 South Sixth 
Street, Newark, Ohio 

Or circle P286. Use coupon page 66. 
VERSATILE AUGER. The Auger 
Scoop is a tough and versatile auge! 
that handles both dry and liquid 
materials. It is adjustable from 16’ 
to 21’ and is 4” in diameter, It 
operates at any angle. Write Dult 
meier Manufacturing Co., Dept. SBS, 
Manning, Iowa 

Or circle P287. Use coupon page 66. 
METAL WINDOW BOXES. Leigh 
window boxes dress up homes or! 
commercial buildings with flowers 
Used singly or in multiples, the 
boxes are made of double-protected 
teel and will not rot or warp. Holes 
in the bottom drain excess water 
They come with blue, green, or tile 
red baked enamel finish. Write Air 
Control Products, Inc., Dept. SBS, 
Coopersville, Mich, 

Or circle P288. Use coupon page 66. 
SPRING HINGE. The Bommer lou 
spring hinge features an 
automatic hold-open device. The 
hold-open feature engages only if 
the door is opened slowly a slight 
push on the door releases the hold 
open. The hinge comes in two sizes 
Write jommer Spring Hinge Co., 
Inc., Dept. SBS, Landrum, S. C 

Or circle P289. Use coupon page 66. 
MASKING TAPE. Behr-cat brand 
masking tape now comés in a hand 
ier, more attractive dispenser pack 
age. The tape also is available in 
a 60-yard roll, %” wide, as a greater 
convenience for the Do-It-Yourself 
trade, Other sizes include 4%” wide 
length; 14%” wide in 300’ 


avail 


ver-door 


in 25 


SOUTHERN 


length, and %” wide in 90’ length. 

Write Behr-Manning Division, Nor- 

ton Co., Dept. SBS, Troy, N. Y 
Or circle P290, Use coupon page 66. 


PACKAGED CHIMNEY. The Air-Jet 
Contemporary model pre-assembled 
metal chimney features horizontal 
shadow lines for a “new look.” 
Weighing less than 100 pounds, it 
can be installed in only one man 
hour. The chimney is UL approved 
for use with coal, oil, wood, and gas 
Write General Products Corp., Dept 
SBS, Fredericksburg, Va 

Or circle P291. Use coupon page 66. 


FITS LINOLEUM, TILE. The Con 
tour Scriber is a handy tool that 
solves the problem of fitting linoleum 
and floor tile around pipes, cabinets, 
door sills, and other irregular shapes 
With a guide on one end and a mark 
ing crayon on the other, it is pulled 
along the irregular line to mark the 
tile for similar cutting. Write Charles 
Machine Co., Dept. SBS, P. O. Box 
63-147, Springfield, N. J 

Or circle P292, Use coupon page 66. 


FLEXIBLE DOOR STOP. A door 
stop that gives when struck by 
vacuum cleaners, waxers, feet, and 
other items has been introduced for 
quick installation by home-owner 
Called “Flex-It,” the rubber-tipped 
pring-steel stop flexes on impact to 
prevent injury. Write Ideal Bra 
Works, Inc., Dept. SBS, 250 East 
Fifth Street, St. Paul 1, Minn 

Or circle P2938, Use coupon page 66. 


SCREEN HOUSES. Tru-Art alu 
minum prefabricated screen house 
are easily assembled for use as a 
mosquito-proof sitting area in the 
garden, camping cabin, tool house, 
or playhouse for children. A bright 
canvas provides the roof. No paint- 
ing or maintenance is needed. Write 
Grand Sheet Metal Products Co 
Dept. SBS, 2055 Ruby Street, Mel- 
rose Park, II] 

Or circle P294, Use coupon page 66. 


SCREEN DOOR LOCK. The Dexter 
line of locksets now includes a 
“single-bore” lock for screen and 
combination doors, It requires only 
one 15/16” hole. A slidelock on the 
inside rose locks the door securely 
Write Dexter Lock Division, Dexter 
Industries, Inc., Dept. SBS, Grand 
Rapids, Mich 

Or circle P295. Use coupon page 66. 


PRE-TAPED APRONS. The “Scotch” 
line of masking equipment and sup 
plies now includes a low-priced 9” 
apron taper. Easily portable, the ma 
chine produces pre-taped aprons 6 
or 9” wide for masking baseboards, 
doors, windows, lighting fixtures, 
tile, or other areas needing protec 
tion during painting or plastering 
Low-cost 12”, 24”, and 36” apron 
tapers of the same design also are 
being added. Write Minnesota Min 
ing and Manufacturing Co., Dept 
SBS, 900 Fauquier Street, St. Paul 
6, Minn 

Or circle P296. Use coupon page 66. 
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Self-Selling...for Many Uses! 


REYNOLDS Lefine ALUMINUM 
He. @ Self-selling because each type 


of nail is boxed in its own display carton, carrying 
full description plus these powerful sales points: 
rustproof, non-staining, need no deep-setting or 
puttying. Aluminum nail sales are climbing 
steadily...let yours climb with them! 


Not only the best rustproof 

flashing at lowest cost... 

 rsrncy NOS Lin this 019" aluminum sheet 
M FL ° is handy material for many 
do-it-yourself uses. 50’ rolls 

in convenient display car- 
tons. 14”, 20”, 28” wide. 


-»-for one use only...sells sure as rain! 


REYNOLDS /¢/77 ALUMINUM 
GUTTERS AND DOWNSPOUTS 


Bright, attractive, light to handle...go up with slip connector 
no soldering. These gutters sell both the professional and the 
do-it-yourselfer. Ogee embossed in 4”, 5”, 6” sizes. Half-rou: 
in 5” and 6” sizes. Stock these best-sellers...see your supplier 
Write for literature. Reynolds Metals Company, 2036 
Ninth Street, Louisville 1, Kentucky. 


REYNOLDS 2% ALUMINUM 


BUILDING PRODUCTS 


See “FRONTIER,” Reynolds great dramatic sC-TV Network. 
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Clay Pipe can’t “oval” or squash out. Its 
easy-to-handle lengths hold their shape—wet 
or dry... hot or cold... under live or dead 
loads. Comparative laboratory tests prove 
there’s no safe substitute for Clay Pipe. It 
doesn’t expand or contract, never turns 
spongy in contact with detergents and other 
chemicals, can’t squash out under backfill 


loads. Clay Pipe is proof against chemical 


OCONEE 


action. 


CLAY PRODUCTS CO. 


Milledgeville, Ga. 


ESSENTIAL + ECONOMICAL * EVERLASTING 


JUNE, 1956... 


wet or dry? 





That’s why it always pays to use Clay Pipe. 
Every section is guaranteed for 50 years. 
And Clay Pipe contains no critical, urgently 
needed raw material. It’s all clay—readily 
available. It never wears out! 
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BREAKING 
SALES RECORDS! 


WELDWOOD 


PRESTO:SEils 


—and now sure to sell 


3 =a 
even faster with this GLU s 
 READY-10-uSE WHITE GLUE 


FREE NE al: 


counter sales Un; 
of new plastic tube, 
and squeeze bott/,. 


Compact, colorful self-selling Counter Unit 
of Weldwood Presto-Set® Glue displays a 
complete line of 5 fast selling sizes, including: 
Y%, oz. plastic tubes ...............@ 19¢ 
14 oz. plastic tubes j @ 2% 
414 oz. plastic tubes ....... @ 4% 


9% oz. plastic squeeze bottles @ 99¢ ADVANTAGES 
16 oz. plastic squeeze bottles @ 1.79 
TO vou 


Retail Value . ‘ \; . 
Saad 16: VOW coiccavsccsasvoscesccsssenss Dedepe atea hime 
. New plastic tubes and 
YOuR PROFIT \e! squeeze bottles 
— ' : 
Order Now! . New higher discounts 


. Colorful new space- 


Now there’s a Weldwood® Wizard for every gluing job! cover Geaian 
Don’t miss a sale... stock all 4! AR 8 SOE OS 
Make the Weldwood line your Adhesive Center! 














Weldwood Plastic Resin Glue se Weldwood Contact Cement Weldwood Waterproof Res- 
— America’s fastest-selling Permanently bond orcinol Glue—100% water- 
wood glue. Makes a joint on contact, any . ’ proof, Recommend it for all 
that’s stronger than the of wood, leather . wood gluing where moisture 
wood itself. For use where oat rubber. Fast way to is involved boat repairs, 

a water-resistant bond of . laminates like M mending fishing rods, out- 

i great strength is desired. " out clamps or pre door furniture, etc. Easy to 
_ : to put up plywood mix and apply. 

els without nail 


; of 


UNITED STATES PLYWOOD CORPORATION ~- Dept S85 6-6G, 55 W. 44th St, New York 36, N. ¥ 
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LEADERS IN 
ASBESTOS BUILDING PRODUCTS 


COLOR GRAINED 


AUTOCLAVED SIDING Cronewall Board 


4 wide range of decorator 

tyled colors including deep 
, Fasy-to-apply building board 

tones and popular pastels 
for 


Protected by the exclusive 


farm, industry. Perma 


nent, weatherproof, fireproof, 
Duroc” finish that seals in 


igh Hes | aie 34 rik color beauty 


Autoclaved to eliminate 


rotproof. Never needs paint! 
seals out dirt 


shrinkage 


SHAKE SIDING (15%" x 48”) PANELSTONE 


Smoother, more flexible build- 


Longer color grained siding shingle with a wider 
ing board combines hard, 


exposure more economical to apply 
use on high houses to create a more pleasing dirt-resistant finish with per- 


sidewall. manent protection against 


NARROW SHAKE (8%%” x 48”) 


A long and narrow color grained siding shingle 


weather. 


creates a different, more pleasing sidewall on 


low houses. LEADERS IN ASPHALT 


Note: Shake and Narrow Shake iding 1 urrently 
available from Bound Brook, N. J., and St. Louis, Mo BUILDING PRODUCTS, TOO! 


plants only 
For added profit, consider Ruberoid’s top-selling 


asphalt building product line. Particularly 


LOK-TAB roof shingles—a revolutionary new 
AMERICAN THATCH ROOF SHINGLES wind-safe, square-tab design! Hidden tabs 


(Pat. N ) 687.701) lock each shingle down! 
a a 0 8/1 
: ee ; SUBURBAN roof shingles—beautiful de luxe 


Available in a wide range of 
new decorator colors for strip shingles . Striated texture for the pop- 
every homeowner’s taste ular “shake” look. 


Lach st vile 1s protected by 
aie soles Also...FIBERGLAS* BUILDING INSULATION... 


the exclusive Duroc finish 


. copper storm anchors high efficiency batts and roll blankets, with or 





a roof that never wears without aluminum foil... pouring wool... 


perimeter insulation 


Reg. TM OCF CORP 


The RUBEROID co. 


AS? MA: 14: T AN D ASBESTOS BUILDING MATERIALS 
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Quality-at-a-Glance 
that Sells and Sells 


from 


AILENCO 


the House of modern 


nun Windle 


Quality is evident in these fine 
aluminum windows at first glance 
wherever they are installed. It is un- 
mistakable in the functional shape of 
sturdy extruded aluminum, in the 
precision balance, in the aluminum 
backed woven wool pile weather- 
stripping 

3ecause of this obvious quality, 
Alenco Aluminum Windows have 
been selling up a storm to architects, 
builders and home buyers all through 
the southwest. They will do the same 
for you. 

Fast-selling Alenco Aluminum Win- 
dows are available immediately in 
either single or double hung styles. 
Twenty-four stock sizes and three pic- 
ture frame widths mean you never 
need miss a sale for want of a size. 
That means you can sell more win- 
dows on a smaller inventory. 

Expanded production facilities now 
enables Alenco to widen distribution 
to dealers and distributors all over 
the country who want to stock a fast- 
turning, high-quality, competitively 
priced window. Order Alenco Alumi- 
num Windows now or write for the 
full profit story and catalog today. 


ALE. CO. 
. e / 
ALBRITTON ENGINEERING CORPORATION 
2501 WROXTON AD. - HOUSTON 5, TEXAS 
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PRODUCT PARADE 





FIREPLACE FORM 


To expand the scope of usage and to 
comply with current size preference 
fireplace forms with 32”, 36", and 54” 
openings have been added by the 
Majestic Co., Inc., Dept. SBS, Hunt- 
ington, Ind 

This circulating-type metal fire- 
place form has a lower full smoke 
dome, permitting the unit’s use in 
both conventional and newer lower 
mantel designs. The dome is equipped 
with a complete, rectangular poker 
controlled damper 

The damper blade fit 
against a deep frame, which is arc- 
welded and made an integral part 
of the throat 

A series of baffles welded to the 
firebox insures greater efficiency of 
air flow over the entire firebox 

Write for P297, Use coupon page 66. 


snugly 


SLIDING GLASS DOORS 


A line of aluminum sliding glass 
doors for single glazing is announced 
by the Frank B. Miller Manufac 
turing Co Inc., Dept. SBS, 3216 
Valhalla Drive, Burbank, Calif. The 
line complements Miller’s aluminum 
and steel door lines 

Weatherproofing consists of double 
mohair pile completely around vents 

The specification 
tails of the line are shown in catalog 
No. 118 

Write for P298. Use coupon page 66. 


and tracing de- 


VAPOR BARRIER 


Sisalkraft Moistop and_ Sisalkraft 
Vaporstop are two new vapor bar- 
riers added to the line of the Ameri 
can Sisalkraft Corp., Dept. SBS, 
Attleboro, Mas 
The Moistop i 


made primarily 


74 


for commercial and industrial con- 
truction as a permanent barrier 
under concrete, It also is good as a 
ground cover in crawl] spaces of 
residences 

The Vaporstop is a utility vapor 
barrier made of a special fungicide- 
treated paper. It meets FHA and VA 
requirements. It is used under con- 
crete slabs and over crawl! spaces. 

Write for P299. Use coupon page 66. 


PORCELAIN-FACED PANEL 


The United States Plywood Corp., 
Dept. SBS, 55 West 44th Street, New 
York 36, N. Y., announces Porc-Lin- 
Ply, a porcelain-faced plywood panel 
for exterior and interior use. 

Porc-Lin-Ply is ideal for store and 
theater fronts, gas stations, column 
coverings, wainscoting, shelving, lin- 
ing shower stalls, kitchen and bath- 
room walls. Mass production results 
in low price. 

All panels are 36” by 96” and 5/16” 
thick. Nine colors are offered 

Write for P300. Use coupon page 66. 


STEEL FOLDING DOORS 


Fenestra, Inc., Dept. SBS, 2250 East 
Grand Boulevard, Detroit 11, Mich., 
has introduced a line of folding steel 
doors for closets, storage walls, and 
other suitable installations 

Made of 24-gauge steel, the 1 
panels incorporate sound-deadening 
material. They assure quiet opera- 
tion, maximum service life, ample 
clearance, no sagging or warping, 
and no track-jumping. They are in- 
stalled with only a screwdriver 

The doors are prime-painted or 
finished with a birch-grain design. 
They come in standard heights of 
6'8" and 8 and in widths to meet 
most requirements 

Write for P301, Use coupon page 66. 


AWNING WINDOW 


The Look aluminum awning window 
is now being shipped KD or assem- 
bled, glazed or unglazed, to dealers 
by the Dodge Window Corp., Dept. 
SBS, 249 Spring Street, S. W., At- 
lanta, Ga. 


The KD model offers the dealer 
lower freight costs, and the units 
are assembled in minutes with only 
a screwdriver. The Look frame can 
be put into the wall first and vents 
attached in construction later 

Three widths and five heights pro- 
vide 15 different window sizes, cut- 
ting down on the dealer’s needed in- 
ventory. Other advantages are nylon 
bearings and vinyl weatherstripping 

Write for P302. Use coupon page 66. 


LIGHTING PANEL 


A sound - dissipative translucent 
lighting panel called Iso-Sonic 
for luminous ceilings is announced 
by Iso Industries, Inc., Dept. SBS, 
1654 Lincoln Boulevard, Santa 
Monica, Calif. 

For maximum light diffusion and 
sound dissipation, the perforated 
Iso-Sonic panels are used with Iso- 
Lyte non-perforated clear plastic 
panels, which are inverted and 
spaced above the Iso-Sonic panels. 

(Continued on page 78) 
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Before and since CS200-55 
«or by any other standard of comparison 





All lumber kiln-dried to specific, 
ond uniform moisture content 

















® 
FLUSH DOORS 


with air-vented, all-wood grid core is 


Stiles and rails securely fitted Hand-matched face veneers; the 
Stiles are 1%," instead of 1/4”. panels Ye’ thick—instead of ‘io 


The Paine REZO Door is the only flush 
door manufactured since 1935 backed 
by 103 years of millwork experience — 


and 8,000,000 successful installations. 


Paine’s manufacturing standards not 

; only comply with — but they exceed by 

A complete coating of resin glue Accurate assembly is assured by far every requirement of the new 
is applied by machine controlled heat and pressure. : 

Commercial Standard 200-55. Step by 

step manufacturing process photos at 

left show why, by any standard of com- 

parison, the Paine REZO Door is 


America’s finest! 


Doors pass through a complete Doors are carefully belt-sanded 
conditioning cycle in special kilns to a cabinetmaker’s finish W rite today for 


descriptive literature 





oy yes lar perpen LUMBER COMPANY, LTD 
by experienced craftsmen painstakingly P a 


inspected in oblique light 


ESTABLISHED 18653 ° OSHKOSH, Wis 
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An attractive, colorful display of FILON at Arcadia paid off well.. 


. it helps us write up substantial orders. 
Lumber Co. Andy Beckstrom, the owner, says 


Filon’s local newspaper ads, listing our name, are 
‘Today Filon is one of our most profitable items. I'm bringing customers in steadily. 
convinced the general public is sold on Filon. We built inquiries referred to us by Filon also turn into pretty 
this display to take advantage of all this interest. It's good sales.’ 


National advertising 


ams REGIONAL DISTRIBUTORS 


ALeUGUERGUE, : BOSTON, (Waltnan 





sever 38, 14360 Livernois HATFIELD, PENNSYLVANIA 
berglas insul. Div Georgia-Pacific Plyw 

ee w St treet CASPER WYOMING 2? 13 OULUTH Minn 167 Gartield Ave eS 13, 770 Ala M 
: ; 4 Stee! Distributor W. P. Fuller Company 


ane HUNTINGTON, WEST VIRGINIA 
4 Cabinet Supplier, Ir 


eorgia Pa 


nao 
ANCHORAGE ALASKA, | hd nig ee CHARLESTON $c (Myer EASTON, MD., Kent | 

% ’ astern Steel Company eorgia-Pacific Plyw 
100 N. Mannheim EL PASO, TEXAS Texas Street HOUSTON 4 
Reserve Supply Corp. (Frank Tr : H Black -Br er 


BAKERSFIELD, CALIF 1 26? one ave 623 Gerv treet ERIE, PENN 19th Street INDIANAPOLIS 


M 


ANN ARBOR, MICH, 108 j CHICAGO, 3 
f 


t Roofing 
JACKSONVILLE, FLA 


Hayce 
FRESNO CALIF ) P’’ Stre KANSAS dA 0, 


SALyimene 10 ev t t cowuMala $e 1 er Road se PARK LI ' 
( Pacific Plyw gia-Pacific Plywood 

BELLEVUE , WASHI INGTON DALLAS-FT wears 

but Wage b Supe 

wiRMINGHAM ALA ) th 3st aig 1OWA, 1725 Re : GRAFTON, WISCONSIN Lacrosse wise 47 
Plast t pany Wire & Alu 4 

BOISE, IDAHO 5 Ar t oenven 8 2625 Walnut Stree 
Fibergias t EP i t 


arter 
La 


onan RAPIDS MICHIGAN LANCASTER Pn 


pecialties r any Georgia-Pacific Plyw 
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his leading dealer says about one of his most profitable items 


“T was hard to convince, 
but now I have no doubts... 


FILOWM. ji 
ANDY BECKSTROM, co-owner 


is building more plastic panel sales ARCADIA LUMBER CO., 
for us every day!” 





“We don’t have a big investment in inventory, “We've got lots of darn good sales helps. Filon's “We find Filon is a year ‘round seller. With 
because we get quick delivery of any size and literature saves us conversation and stream each sale we usually pick up extra business for 
color from our local Filon distributor’’ lines the sale. Every step of the installation is lumber and other things needed for the job 

clearly illustrated for the do-it-yourselfer.’ You can't deny it—FILON means good profits!" 


Dealers everywhere are praising FILON’S superior quality. FiLON’S Colors 
and thickness are always uniform... the corrugations are evenly matched for 
better installations and longer life... the Nylon parallel strands added to Fiber- 
glas give a stronger, more rigid panel. These unmatched qualities are the result 
of an electronically controlled process in the world’s largest plant devoted ex- 
clusively to Fiberglas plastic panels. It is smart and profitable to handle Filon, 
the leading material in the field. 


Write, Wire or Phone nearest Regional Distributor or Filon Sales Office for complete details 


FILON PLASTICS CORPORATION 


2051 East Maple Ave., El Segundo, Calif., ORegon 8-765] 55 Marietta St., N.W., Atlanta 3, Georgia, Alpine 4442 
228 North LaSalle Street, Chicago 1, Ill., STate 2-7444 270 Park Avenue, New York 17, New York, Plaza 5-5758 





LAS VEGAS, NEV., 2536 Mead venue OAK PARK, ILLINOIS RAPID CITY, SOUTH DAKOTA SYRACUSE 1, WY 
woe "tw ses : P Reserve Sug 
Nevada Ne pt y 


SACRAMENTO, CALIF TAMPA, FLA f f 


LONG BRANCH, N ' Bra ct rt Ave OKLAHOMA envy . 

‘ aPacific Ply 4 ld atrick B 
MEMPHIS 12 TENN 284 ) Broad St ORLANDO, FLA. 437 N $s! Louis MO rougne onto 
MERIDEN CONN 4 Cherry Stre OSHKOSH wise., 2 f 1008 t SALT LAKE CITY TULSA reve + 7 I 

af fic Plyw Block tron & Fiberg Eng 4 6 
MINNEAPOLIS 14,9 h St f PHILADELPHIA, Pier 179 8 SAW DIEGO 3, & N VALLEY FALLS at 
Kee tee eorgia Pacific Plyw ” y e Su : 
MT. VERNON, ILLINOIS PHOENIX, ARIZ SAN FRANCISCO 7 VINELAND Wd , 

Alexa Wholesale $ y Fiberg Engr i f P é ’ gia Pa 
NEW HYDE PARK. L.J Z 4th $ PITTSBURGH PENN, 5610 Harr SAVANNAH * ous ING ww va 

' ‘ fic F 1 Fibergias General Products ' ‘ 

NEW ORLEANS 501 City Park Av PORTLAND : one ; $ NW ¥) SEATTLE 4 whieeeerens ne 
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PORT NEWARK 5, .J., 102 Marsh St SPOKANE 24 4 f vORs hae . b Spahr 
Piyw eorgia-Pacitic Plywood Fibergias Eng f ‘ 


NEW YORK 56 


JUNE, 1956... Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





PRODUCT PARADE 


(Continued from page 74) 


The two-part panels can be 
rated for thorough cleaning 
This sy ideal for air-condi- 


tioned room 


Cpa- 


tem | 
where free-circulation 
is required between ceiling 
chambers and 
air-conditioned 


uppel! 


room areas. In non 


room convection 


currents rising through the acousti 
cal panel 


Write for P303, Use coupon page 66. 


have a cooling effect 


‘SPACING’ CLOTHES RACK 





Ya he One 


rack automati- 
o that clothe 
together and 
wrinkled in the The rack 
is made by the Draproll Co., Inc 
Dept. SBS, 711 Eighth Avenue South 
Nashville 4, Tenn 

The aluminum 
and dust-free. It 
jam. Nylon rollers a 
operation 

The Draproll rack i 
lengths of 3’, 4’, 5’, and 6’ 

Write for P304, Use coupon page 66. 


The Draproll clothe 
hanger 
bunched 


cally space 
cannot be 
closet 


track is durable 
cannot 


ure quiet, easy 


( log aol 


made in 


WINDOWS FOR LU-RE-CO 


Dept. SBS, 8501 
Philadelphia 32 
pecial ling 
ized to fit 


The J. S. Thorn Co., 
Hegerman Street, 
Pa., has developed three 
of aluminum window 
the Lu-Re-Co framing panel: 

The three styles include ranch, 
rainshield, and casement window 
with integral fin frames and factory 
weatherstrippin: 

All Thorn Lu-Re-Co windows are 
shipped already a ready to 
install 

Write for P305. Use coupon page 66. 


sembled 


ALUMINUM DOORS, AWNINGS 


SBS 


2 


Weather-Proof Co., Dept 
East 40th Street, Cle 
has introduced the Wepco ad 
awning, 


The 
1407 
Ohio 
justable aluminum window 


‘veland 


78 


Deluxe Kangaroo extruded alumi- 
num self-storing door, and the Duo- 
Matic aluminum combination door 
The new awning slides in or out 
to fit any size window, making it a 
practical product for the Do-It- 
Yourself market. It is designed for 
maximum ventilation and minimum 
glare, with a baked-on ename! finish 
The self-storing door features a 
modern three-light design. It is said 
to be the only one with its own 
torage compartment for storm pane! 
The Duo-Matic door is a two- 
light style. A second “picture win- 
dow” style is especially popular for 
contemporary homes 
Write for P306, Use coupon page 66. 


EXTERIOR SIDING 


exterior 


tex- 


anew 
combed 


Masonite Ridgeline is 
iding with a vertical 
ture. It is finding many use 
homes, too, according to the Masonite 
Corp., Dept. SBS, Box 777, Chicago 
90, Ill 

Masonite Ridgeline provides a 
triking effect when stained. Its rustic 
appearance is especially suitable for 
modern architecture, throughout the 
entire home. This tempered hard- 
board product tandard 
ize panels and in shingle and siding 
dimensions 

Write for P307. Use coupon page 66. 


inside 


come in 


TOUCH-UP PAINT 


Tempo instant spray paints for main- 
tenance, area markings, and touch- 
ing up metal appliance and equip- 
ment surfaces are announced by the 
Tempo Products Co., Dept. SBS, 2075 
East 65th Street, Cleveland 3, Ohio 

Previously the company has made 
matched paints in the instant-spray 
containers for automobile manufac- 
turer In the marine field, they 
match products for most popular 
outboard motor manufacturer 

A current campaign is introducing 
these handy spray paints through 
lumber yards for home user 

Write for P308. Use coupon page 66. 


MEDICINE CABINET 


An aluminum “Mr. and M1 medi 
cine cabinet is announced by the 


Tiffany Manufacturing Co Inc 


SOUTHERN 


Dept. SBS, 2744 N. W. 35th 
Miami, Fla 

Sliding glass doors feature door 
pulls that eliminate broken finge 
nails and messy mirror 

Tiffany guarantees the 
against all breakage and 
material or workmanship. 

Write for P309, Use coupon page 66. 


Street, 


cabinets 
faulty 


SLIDING DOOR HARDWARE 


The Kennatrack Corp., Dept. SBS, 
Elkhart, Ind., announces the addi- 
tion of two facia track sets to it 
Scottie sliding door hardware 
Series 5000 for % by-passing 
doors and series 5500 for 1%” doors 
feature anodized extruded alumi- 
num tracks. The facia eliminate 
costly millwork and simplifies in- 
tallation. The facia can be left plain 
or painted. 
The hanger: 
justment and 
action by means of 
crew slots. 

Write for P310. Use coupon page 66. 


provide vertical ad- 
slip-proof locking 
taper beveled 


HEAVY-DUTY FORK LIFT 


The demand for heavy-duty fork- 
lift trucks in the 12- through 15-ton 
range has resulted in production of 
“M” by the Gerlinger Carrier 
SBS, Dallas, Ore. 
Gasoline driven, the four mode] 
are powered by Ford _ industrial 
Diesel power also is avail 
these Gerlinger trucks 
They feature dual-tired front- 
wheel drive. Their two - wheel, 
castor-type rear axle steering as- 
sures maneuverability on all terrain 
Write for P311. Use coupon page 66. 


erie 
Co Dept 


engines 


able in 
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K&M ASBESTOS DECORATIVE PANELS! 


For indoor or outdoor use 


When customers want smart, dramatic 
effects in residential or commercial con- 
struction, these handsome decorative 
panels meet the need perfectly. They're 
ruggedly durable, light in weight, easy to 
saw and nail. Naturally gray in color, 
they take paint attractively. 


Used outdoors, these new “Century” 
panels provide light-and-shadow tex 
tures which mask irregular weathering 
and staining. They are highly resistant 
to fire, vermin, rot and weather. 


ARCHITECTS AND BUILDERS put new K&M Decorative Panels to work 
everywhere! Here, both fluted and lightweight rrugated asbest 
heets are used to restyle this office entrance. Imagine the demand for 


these new, versatile building materials that provide clean-lined beau 


superior fire protection with less maintenance 


Wide ribs provide a strongly-contrasting 
light-and-shadow pattern. Recommended 
for use by themselves or as contrasting pan 
els with plain sheets. Especially effective 
when used for facades, soffits, mullions, 
dadoes, friezes. Narrow widths provide 
distinctive cover fillets, borders, architraves 
and marginal strips. Approximate size 
xe x 














RIBBED ASBESTOS PANELS 


Narrow ribs running the full length of the 
panel form a modern, closely-textured pat 
tern. Highly effective as complete interior 
wall lining for small rooms. These panels 
are particularly recommended for use as 
dadoes, wainscoting, friezes, contrasting 
panels and marginal strips. Standard size 
4’ x 8’ with an approximate overall nominal 
thickness of 


Contact your K&M Distributor, or send inthe co ip 


KEASBEY & MATTISON 


COMPANY + AMBLEB « PENNSYLVANIA 
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tive Sheets to work 
rrugated asbestos 
e the demand for 


n-lined beauty 
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KEASBEY & MATTISON 


* AMBLER © PENNSYLVANIA 


terature and samples of your new fluted 


bbed KAM Decorative Panels 


about 
rrugated Asbestos 


) Sheetflestos 





HARBOR 


PLYWOOD CORPORATION 


Aberdeen, 
Washington 




















THIS IS HARBORITE...A super-strong, lightweight, struc- 
tural panel... finest marine grade plywood PLUS a tough, abra- 
sion-resistant overlaid facing... with weather-proof, split-proof, 
check-proof qualities ...ideal for a multitude of uses in building 
and industrial applications. The hard, smooth, grainless face is a 
superior paint-holding surface; minimizes grain-raise. 


HARBORITE is stronger than steel... super-resistant to wear... 
impervious to weather and moisture! Users report shrinking, 
swelling and buckling are virtually eliminated! The large, light- 
weight panels are easy to handle, easy to work with standard tools 
and techniques ...cut labor and paint costs to the bone! 


Sales offices and warehouse stocks in: ABERDEEN + ATLANTA + CHICAGO + CINCINNATI + HOUSTON 
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NEW USES REPORTED EVERY DAY! 


Harborite field men...in your area...throughout the country 
... calling on industries large and small...telling the Harborite 
story. Harborite advertising in national and regional publica- 
tions... Harborite direct mail campaigns... reaching thousands 
of diversified industries. All telling the Harborite story... devel- 
oping new users—new customers for you—every day! 
A few of the uses now reported for HARBORITE: 
Concrete Forms Signs & Displays Work Tables 
Gables & Soffits Cabinet Making Shelving 

< | Sng a AY 
Exterior Siding Surf Boards Bakery Racks ae 
Interior Paneling Store Fixtures Chemical Tanks veg 
Built-ins Refrigerators Conveyor Tables Harbor Plywood Corporation 
Partitions Pattern Work Die Blocks & Aberdeen, Washington 
Flooring Truck Bodies Trailers f want to know all about HARBORITE. 
Boat Building Dog Houses Dryer Hoods é 

and many others 
HARBORITE available in standard and special sizes and thick- e 
nesses. Also special sizes in lapped and vertical grooved siding. é hit 
ty Zone___ State 
LL. ..—-_-seeee 


©1956, Harbor Plywood Corporation 


See your lumber dealer. 


INDIANAPOLIS + JACKSONVILLE - LOS ANGELES - SAN FRANCISCO ~- SEATTLE + TAMPA other major cities 
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Modern Architecture at Budget Price 


* Perfect for the young-at-heart 
who like modern architecture on a 
budget, is this plan with 1,396 
square feet, plus 264 square feet 
in the carport 

It has most of the features that 


are especially in demand by the 


modern set entry, living room 
on the rear, fireplace, three bed- 
rooms, two full baths, and a base- 
ment that could be turned into 
a playroom. The gently 
pitch of the roof make 
exposed beams practical 


loping 
popula! 


a 


LIVING ROOM & DINING 
12-6" x 28-0 





- 
cow 
+4 Po 


os i 





KITCHEN 
6% 23-6" 








NTRY 





As a convenience during bad 
weather, entry can be made from 
the carport through either the 
kitchen door or the front door 
A wide over-hang of the roof ove! 
the walkway to the front door 
offers protection from rain and 
also cuts down on sun entering 
through front windows in sum- 
mer for lower air-conditioning 
cost 

The master bedroom has a full 
private bath with vanity-lavatory 

All bedrooms have maximum 


BED R« 


. 
10-0 Ki2 


BE D ROOM 


CLOSET 
— : 


BED ROOM 


i0'-0"x 14-0" 





PLANS IN THIS SERIES can be obtained for 


CAR PORTE 


12-0" x 22-0" 


$10 for the first set, $5 for the second set, 


or five sets with specifications and material 


lists for $25. Send check with vour order to 


Home Plans Editor, SOUTHERN BUILDING 


SUPPLIES, 


806 Peachtree Street, N. E., 
Atlanta 8, Ga. 


window space and two of them 
feature excellent cross ventilation. 

All bedroom closets have slid- 
ing doors. A coat closet is at the 
end of the entry hall, by the living 
room, Other storage closets are in 
one bathroom and in the hall lead- 
ing to bedrooms. 

The 28-foot combination living 
and dining room has a fireplace 
centered between two large win- 
dow areas. A sofa placed opposite 
this wall would afford a view out- 
side in summer, yet permit sitting 

directly before the fire 
in winter 

The large kitchen ad- 
joins a_ family 
This space could serve 
as a built-in breakfast 
nook, play area for 
children, or laundry 
area. Additional 
nets could be added to 
that well-lighted area 
for better accommoda- 


room 


cabi- 


tion of china and foods 

From the kitchen. a 
tairway leads down to 
the basement 
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good he \)AKO Wel [ PINE | 


one of 10 woods from the 


WESTERN y NE region 


Light but strong, straight-grained, soft and even-textured, 
light-colored |daho White Pine is one of the few true white 
pines. Its dimensional stability and splendid workability 
make it a superior wood to recommend for fine paneling 
and woodwork, pattern-making, siding, all residential and 
light construction. 


Idaho White Pine comes in 3 select, 5 common, 4 
bevel siding, and 4 factory grades. You can order it in 
straight or mixed cars—together with other woods from 
the Western Pine region—from many Western Pine 
Association member mills! 


IDAHO WHITE PINE 


the Western Pines @ ronoeoss re 


SUGAR PINE 


LARCH 
DOUGLAS FIR 
« WHITE FIR 
the Associated Woods @ evonmann seeuce 
INCENSE CEDAR 
RED CEDAR 
LODGEPOLE PINE 


get the facts tina waiter Ole 
to help you sell (YVIU WIC TIN 
Write for the FREE illustrated booklet to 
WESTERN PINE ASSOCIATION 

Yeon Building, Portland 4, Oregon 


TODAY'S WESTERN PINE TREE FARMING GUARANTEES LUMBER TOMORROW | 


THE Complete 
QUALITY LINE OF 
YEAR-’ROUND 
SPOTLIGHTING BEST SELLERS 


THE NEW 


“160 O gs? FOR EVERY NEED 


SERIES OF 
TUBULAR LOCKSETS 
for entrance door, pa 


sage, patio and porch 
bath and bedroon 


PLUS decorative « itcheons, 
cylinder locks, sectional handle 


sets, mortise an 1 locks 





Feature America’s Favorite 
Medium Priced 
CABINET HARDWARE 


including 
“Forgecraft” 
EARLY AMERICAN 

HARDWARE 
ge Black 


ique Copper 
wedi sh Iron 


que Brass cd 




















ASK YOUR JOBBER OR WRITE US 


PENN-AKRON HARDWARE CORP. 
WOODSIDE 77, L. I., N. Y. 


Builders Hardware Since 1877 
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ASSOCIATION ACTIVITIES 





NRLDA Offers Five Workshop Packages for Dealers 


FHA Staff Answers 
Dealers’ Questions 


FIVE WORKSHOP PACKAGES fo! 
the training of dealer and thet 
personnel in better merchandising 
and building methods were intro 
duced at the 
board of directors of the National 
Retail Lumber Dealer Assn. in 
Washington, Oe & May 13-l¢ 

Developed by standing NRLDA 
committees as a follow-up to the 
popular NRLDA exposition deale 
clinics at New York City and Cleve 
land, the packages consist of sound 
presentations that are 


pring meeting of the 


) 


color slide 
available for individual and group 
dealer meetings through the affiliated 
state and regional associations. The 
‘Building Profits with 
Good Display “Selling Building 
Materials with NRLDA Display 
Panels” “How to Use Installment 
Selling” “How DeVille Sells Home 
Improvement “Meeting Compe 
tition with Component Built Home 

A lively ses: 
with FHA-insured mortgage loan 
and ways they can be solved high 
lighted the Wednesday morning 
session of the NRLDA board. FHA 
Commissioner Norman P. Mason 
spoke on “What FHA Can Do fo: 
the Small Builder” and then referred 
dealer questions on mortgage matter 
to FHA zone director 

Reduction of FHA-commitment 
processing time to an average of 
two weeks was promised by Mason 
He said the agency was pushing the 
trade-in house program, He assured 
the dealers that FHA would give 
fair consideration to quality feature 


subjects are 


ion on dealer problems 


in valuating home loans, and would 
endeavor to minimize varyin in 
terpretations of inspector In ap 


proval: 











Mi Annabelle Heath, assistant 
administrator of the Housing and 
Home Finance Agency, in a luncheon 
addre told the dealers of “What 
the American Housewife Wants in 
Housing.” She reported the recom 
mendations of the recent Women’ 
Congress on Housing 

Depending upon home funds and 
family size, the American housewife 
wants a house with from 1,200 to 1, 
700 square feet of enclosed living 
pace. It would be divided into 
“quiet” and “activity” areas, with 
three bedrooms, one and one-half 
baths, family room, kitchen, living 
room, carport or garage, dining room, 
and utility room. 

The Lumber Dealers Research 
Council will commission architects to 
draw plans for the recommended 
house in several sizes, and the plan: 
will be made available to dealers and 
builder Paul DeVille of Canton, 
Ohio, reported to the NRLDA board 
He also announced that the council 
had granted $40,000 to the Small 
Homes Council at the University of 
Illinois for research and a manual on 
the sale of Lu-Re-Co_ panelized 
homes to the Do-It-Yourself market 

In his report to the board, NRLDA 
President Ray Schaub declared that 
lumber dealers are “four to five year 
ahead of other retail industries in 
marketing and merchandising.’ 

Paul Shoemaker, vice-president of 
the Masonite Corp., commended the 
new NRLDA preduct display panel 
in behalf of the material manufac 
turers, He pledged their cooperation 
and support in the dealers’ drive for 
“good displays and sales training 
the twins of successful merchandi 
ing.’ 

Don A, Campbell, chairman of the 
NRLDA Committee on Standards 
and Kentucky association executive, 
reported on approval by the Ameri 





SOUTHERN 


can Lumber Standards Committee 
of %-inch thickness for softwood 
boards. He said a subcommittee 
would investigate the need for stand- 
ards in moisture content. He declared 
that lumber dealers should have 
greater representation on the ALS 
committee, and should work for more 
realistic adoption of lumber sizes 
and grades based on scientific data. 

Executive Director Jack Doscher 
announced that the Operation Home 
Improvement program would be 
continued full speed from July 1 for 
another year with a $200,000 budget. 
He reported that 1,000 communities 
had already launched aggressive 
home-improvement campaigns. 

The third annual NRLDA Building 
Products Exposition and Dealer 
Clinics in Chicago, Ill., December 
10-13, will be the largest and most 
useful yet, Chairman Phil Creden 
reported. A total of 145 exhibitors 
had already reserved 162 display 
paces at the exposition, It will be 
covered extensively by the television 
networks and press, he said 


Among the presidents of state dealer 
associations present for the spring 
board of directors’ meeting of the 
National Retail Lumber Dealers Assn. 
in Washington last month were those 
from North Carolina and Virginia. 
Seen above, they are Gordon L. Good- 
son of Lincolnton, N. C., and E. R. 
English of Altavista, Va. Three dealers 
who represent the South and South- 
west on the NRLDA Executive Com- 
mittee are seen at left. They include, 
from left, Oertell Collins of Savannah, 
Ga.; Leslie G. Everitt of Kansas City, 
Mo., and Elias Nuttle of Denton, Md. 
Collins represents the “solid South.” 
Everitt represents Missouri, Kansas, 
Oklahoma, and Arkansas. Nuttle rep- 
resents Maryland, Delaware, and the 
northeastern states. W. B. Oldham of 
Dallas represents Texas on the com- 


mittee. 
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Actiwities 





International Snark Dave Davis of 
San Francisco visited Jurisdiction IX 
last month and spoke at three joint 
club meetings. On May 21 he officiat 
ed at a concatenation for Carolina 
lumbermen at the Hotel Charlotte 
in that N. C. city. On May 23 he 
addressed Maryland, Virginia, and 
D. C. members at the Continental 
Hotel in Washington and greeted 
Past Snark Martin Wiegand of Wash 
ington. On May 25 he visited with 
Florida Cats at a big Tampa dinne1 
meeting and talked over fraternal 
matters with his immediate prede 
cessor, John Dolcater, now president 
of the Hoo-Hoo corporation. Supreme 
Senior Hoo-Hoo Herbert Baxter of 
Charlotte accompanied the snark on 
his Southern tour 


Kansas City Hoo-Hoo Club: Three 
members of the Supreme Nine were 
guests for its annual spring party on 
May 5 at the Advertising and Sales 
Executive Club. Snark Dave Davis 
of San Francisco spoke at the dinner 
Charlie Greef of Amarillo and Herb 
Gustafson of Omaha brought greet- 
ings from jurisdictions VII and VIII 
respectively 


Atlanta, Ga., Club: Benson M 
Jones was installed as president of 
Club No. 1 at a May 15 ladies’ night 
dinner meeting. Other new office: 
are Frank G. Lake Jr., vice-presi 
dent; Ed L. Taylor, secretary, and 
Otha Wilkins, treasurer. Herbert H 
Baxter, Supreme Nine senior Hoo 
Hoo from Charlotte, N. C., installed 
the officers and spoke on the aims 
and progress of Hoo-Hoo 


Baltimore Club: Cats and their 
wives enjoyed a spring dance at the 
Stafford Hotel on May 18. A concat 
was held and new officers elected 
on May 28. A golf outing was plan 
ned at Prince Georges Country Club 
on June 1 


Corpus Christi, Tex., Club: May 5 
was the big night last month for 
Club 98. Wives and guests were 
entertained at the annual summer 
dance and barbecue. This entertain 
ment topped a golf tournament for 
athletic Cats earlier in the day 


Panhandle Plains and South Plains 
Clubs: These two clubs held their 
annual joint stag meeting at the 
Plainview Country Club in Lubbock 
May 26. Relaxing activities included 
golf, swimming, horseshoe pitching, 
and just visiting. Bill Lindsey round 
ed up an energetic team for a con 
catenation later in the day. Prize 
were awarded for low golf score 
the lowest Hoo-Hoo number, and 
for traveling the greatest distance to 
attend the affair 





i bet | like D&R Packaged Trim! 

1 dealer, | appreciate the neat, 
lustless, moisture - proof packages 
it keep the mouldings clean and 
oth. There’s no waste because 
all bright, uniform quality —all 
ready for the builder to miter. 
stores neatly and is end-marked for 
k, easy selection. | particularly 

ke the reliable supply, and the good 
profit | make—And Man! Does it Sell!” 


Here's Why 
¢]2 Ponderosa Pine 
Fackaged Trim 
Sells and Sells! 


Read what dealers and 
builders say 


Packaged Trims Available 
WINDOW TRIM 
DOOR TRIM 


ee Ty Bey in All Standard 
aoe , ‘ Sizes 
é 
a’ 4 
“D&R Packaged Trim is for me as 
builder because it’s all wonderful, 
quality, with no cut-outs, no wast 
to miter! | can quickly get any 
need; it saves work on the job, th better; and 


ta 


| make more money. And | can rely n a depend 
able supply.” 
RA JOBBERS —For £R Packaged Trim, 
ort / Oy Millwork, Moulding ontact these 
i j DANT & RUSSELL, INC., REPRESENTATIVES 
Tee the yer FIX as é ry 1 


peo 
Tail 


No “hunt and poke”’ 
in dusty moulding bins 
Shelves neatly, readily 
identifiable 





f EXCLUSIVELY BY 


“Dant & “2 ussell, Ine: 


PACIFIC COAST FOREST PRODUCTS 
General Sales Offices: Portland 1, Oregon 
DOMESTIC AND EXPORT LUMBER + MILLWORK + MOULDINGS 
D&R PACKAGED TRIM + PLYWOODS - DOORS + GATTERY” 
SEPARATORS - FIR-TEX PRODUCTS + HARDBQARDS 


(om, 
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DEALER EXPECTS establish pseudo-jobbing houses in Second, the dealer wants the 


an effort to eliminate the whole- wholesaler to provide his staff 
saler with knowledge of the products 
(Continued from page 47) The obvious answer to the ques- sold. This is a big order, but it 
tion, ‘‘What the Dealer Expects of certainly is expected of us. We’re 
the Wholesaler,” is the same as on the firing line, and if we can’t 
because it is a so-called “volume “What the Consuming Public Ex- tell the user all about what he’s 
sale.” It is at this point that many pects (and Gets) from the Lum- buying, he is not going to repeat 
lumber dealers decide to go into ber Dealer.” First, and most im- with us. 
the real-estate development busi portant, is SERVICE Have you tried recently to show 
ness, join the National Association The dealer expects the whole- the ‘Do-It-Yourself’? customer how 
of Home Builders, hire a good car- saler to carry adequate stocks; to to finish gypsum board so that the 
penter for a foreman, and wrap sell at fair market prices; to keep joints won’t show or how to 
the whole deal into one package his personnel prepared and avail- put plastic tile on bathroom walls 
for the homebuyer able to help the dealer with his so that it will look like a profes- 
The natural reaction of the inventory and promotion problems sional job or how to cut 
wholesaler to such a sob story is Dealers desire up-to-date catalogs, and scribe plastic laminate for 
“So what? It’s your own fault that complete with prices and product that new countertop? Wholesalers 
you don’t get high enough prices literature. Catalogs showing list should pass on to dealer person- 
to compensate for this overhead prices are preferable so dealers nel the literature, instruction, and 
This isn’t our problem.” But the can sell from the catalog directly pointers that will help us to assist 
wholesaler overlooks the fact that in helping a customer to select a the ultimate consumer better to 
the lumber dealer is competing product. Discount sheets, of course, install or apply the material 
with the small homebuilder who should be removed or covered up Much has been said and there 
has an investment in one or two in such cases is a wide variance of opinion on 
lots, some tools, and enough capi- The dealer wants invoices as sales and distribution policy. It is 
tal (with the aid of a financing soon as he gets material, so he my candid opinion that any dealer 
institution) to build a home or will know what his costs are and doing his job properly in his mar- 
two can price the merchandise accord- ket, doesn’t need to worry about 
This instance illustrates why ingly. We do business with some the distribution policies of the job- 
some dealers want to buy direct wholesalers whose invoices arrive bers calling on him. He certainly 
at the cheapest price possible, and as late as six days after the mate- can’t patronize them all, and 
why they think that they must rial shipments they've all got merchandise to sell 





for the best in barbecue cookery... 


BURR-SOUTHERN 
BUILT-IN BARBECUES 


Satisfy popular demand for smart 
styling, fine construction and flawless 
performance with Burr-Southern 


the original built-in barbecue! 


BURR FIREPLACE 
ADJUSTAFIRE 


A deluxe unit with stationary 
chromed steel grill and adjust- 
able firebox ... the preferred 


> 


heat control for broiling or spit 


4333 . 
cookery. Designed for indoor 


>> : ; No installation required on these or outdoor installation. Black 


models... merely set into opening. or bronze hammertone enamel. 
(Spit optional.) 


BURR- DELIVERY MADE WITHIN 14 DAYS 
Model A300, designed for pit Ss oO U T H 3 he te 


type installation. Adjustable CORP. OF CALIF. 

firebox with stationary chromed WRITE US FOR DETAILS. DEALER INQUIRIES INVITED 
. 241 N. Allen, Pasadena, Calif 

grill. Black or bronze hammer FREE BARBECUE PLANS ON REQUEST 


tone enamel. (Spit optional.) 
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and quotas to meet. But if he’s 
doing a good job, their direct sales 
should not hurt him 

Nevertheless, dealers appreciate 
a written statement of merchan- 
dising and distribution policy from 
the wholesalers they patronize 
They are entitled to know to whom 
the wholesaler or jobber will sell 
direct, rather than to run into such 
selling ‘‘on the job.” 

Wholesalers expect to be paid 
promptly just as dealers do, and 
they can not furnish the services 
and perform the functions of a 
dealer at a wholesale price. In 
other words, it is my opinion that 
distribution policy is based on 
economics and dealers have no 
right to expect anything more than 
sound economics will justify 
Wholesalers don’t sell to retailers 
merely because retailers want to 
buy their wares. The wholesalers 
do it because it’s the best way for 
them to sell the most material at 
the least cost and have a sound 
operation 

Dealers are continually accept 
ing returned merchandise for full 
credit or within 10 per cent of 
billed price, and they have a right 
to expect wholesalers to do the 
same for them. This, of course, 
should apply to stock merchan- 
dise only 

One of our most successful drug- 
gists here in Kirksville gave me 
some valuable information § the 
other day. I remarked about the 
excellent caliber of his sales staff, 
their knowledge of his products, 
the fine job they do selling related 
merchandise, and asked him how 
they got that way. His two simple 
answers were: training by rep- 
resentatives of manufacturers and 
jobbers, and an incentive plan of 
compensation 

Three or four times a year his 
suppliers send sales experts with 
films and visual aids to Kirksville, 
and they spend an evening with 
his staff on selling techniques 
They are not trying to sell his 
customers on anything, such as 
happens at contractor and consum- 
er meetings, but they do a real 
job of training his staff to sell 

It wouldn’t be right to expect 
this type of help from the average 
building supply wholesaler. But 
this is the direction in which he 
should be aiming and he’s the 
guy who can get the manufacture! 
to work up a program of this type 
The individual doing this kind of 
training must be thoroughly fami- 
liar with the problem of making 
the retail sale 

Manufacturers might well ex- 





HEATILATOR 


FIREPLACE 


® OWNERS ‘ EVERY 
@ BUILDERS " rf FIREPLACE 
e MASONS JOB IS A 
@ ARCHITECTS ’ POTENTIAL 


“pATILATOR 


iT HAS AN 


A 


SATISFIED 
OWNERS 


AMERICA'S 
LEADING 


Builders and Home Owners Prefer it 3 to 1! 


Write for folder and specifications : 
Heatilator, Inc., 655 &. Brighton Ave., Syracuse 5, N. Y. 


HEATILATOR 7 
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carefully the advertising 


program of the paint 


amine 
produce! 
know 


local 


The dealer in paint product 
that he has a 
advertising program 


cooporative 

based on a 

percentage of his purchases, and 

where this has been effectively 
it 


and intelligently used bring 
results. How many 


of building 


manutacture! 
materials have uch 
a program? Very, very few to my 

Here again this is ad 
which the 
wholesaler, but 
which the 


knowledge 


vertising dealer can’t 


expect from the 


it points up an effort 


wholesalers might well conside1 
because they are the folks who 
can help educate the producers as 
to retail problems and need 
Regarding advertising, national- 
ly advertised brand-names are 
important but it is my opinion 
that most manufacturers of build- 
ing materials are listening too 
closely to their national advertis- 
ing agencies. As a result, they are 
wasting much of their advertising 
dollar and are overlooking the best 
bet possible. This is to push their 
product locally through the 








& REASONS...why Home-builders 
come to dealers who distribute 
BINSWANGER’S Gulfspray ‘‘Economy’’ 


Tex Lide SHOWER ENCLOSURES 


1 remarkably 
low priced 


exceptionally 
high quality 


a cinch to install 
interchangeable right or 
left 


fine design and 
modern beauty 
catch home- 
buyer's eye 


G 
e enough for almost any home. Beautiful 


and fine enough for the luxury-priced dwelling! Precision engineered 


from heavy extruded aluminum and heavy (clear or obscure) 7/32” 


glass! Sizes for standard 4, 5 and 5'/ foot recessed tubs. Smooth 


gliding overhead track and silent rollers. These are few of many 


extra ‘‘bonuses’’ 


enclosure. 


you deliver to your builders with every TexLide 


For detailed literature write to Binswanger warehouses 


so conveniently located to serve you better. 


FOUNDED IN 1872 


Greensboro, N.C 
Columbia, $.C 
Florence, $. C 
Greenville, $. C 
Memphis, Tenn 


Little Rock, Ark 
Macon, Ga 

New Orleans, la 
Shreveport, la 
Fayetteville, N.C 
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GLASS 
MIRRORS 
STORE FRONTS 


Houston, Texas 
Port Arthur, Texas 
Richmond, Va 


Roanoke, Vo 


Austin, Texos 
Beaumont, Texas 
Dallas, Texas 
Fort Worth, Texas 








wholesalers and retailers. 

Their retail outlets need more 
help than ad mats prepared by 
some national agency. Beeause 
they don’t make any sales unless 
the dealer handles and pushes their 
products, wholesalers and manu- 
facturers should help him put 
across his message to the consum- 
ing public with cooperative adver- 
tising on the local level, and also 
through training in sales tech- 
niques, 

An important function that the 
average lumber dealer performs 
for the consuming public — and 
which he has no right to expect 
from the wholesaler is that of 
financing. The wholesaler is en- 
titled to have his sales discounted 
by the dealer. The dealer expect- 
ing to do otherwise is not a de- 
irable customer and probably 
is conducting his operation on an 
unsound economic basis. He must 
realize that the wholesaler needs 
a quicker turnover, is operating 
on a small margin of profit, and 
is not expected to provide a pro- 
longed financing service 

The dealer may sell packaged 
jobs on the installment plan and 
carry house jobs until money is 
available from the financing in- 
stitution, but he should be in a 
position to pay the wholesaler 
within his terms of sale 

By supplying dealers good mer- 
chandise, in all sorts of quantities, 
at fair prices, wholesalers perform 
an essential function in material 
distribution 


FHA Eases Approval 
of Insulating Siding 


The FHA has broadened its con- 
ditions for use of insulating siding 
for both types of construction. FHA 
now accepts for insured loans on 
new homes a new type of wall con 
struction that eliminates sheathing 

It also has broadened its accept 
ance terms to include both the stone 
and brick patterns of siding in ad 
dition to the shingle and wood panels 
previously accepted. These changes 
are covered in FHA Use of Materials 
Bulletin No. 21, released by the 
Architectural Standards Division of 
the Federal Housing Administration. 

The new type of wall construction 
involves use of 1 x 4-inch furring 
strips to provide a nailing surface 
for the siding. The new type wall 
has a low “U” factor (.137), made 
possible by the high insulating value 
of the siding and by the strategic 
use of dead air space and supple 
mentary reflective insulation mate 
rials. 
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Owen Hancox who was transferred 
DEALER NEWS ae 


ROLLA: The Herrman Lumbe1 
recently held its annual paint 
emonstration. All ladies attending 
two-day affair received a vase 


i roses 


vor 4 G nd ! Oo ’ ’ . , 
MISSOURI = — at ieee : OVERLAND: William E. Yancey 
: oe . rhe a it ri Lumber Co., was elected 
r . Eda ah ta ." . é 4 > alt aqamar i ,: 
KING CITY The King City oom Mrs cee. 7 : treasurer of the Lackland Road 
Lumber Co. has collaborated with f the BA) aoaee, ar ines Businessmen’s Assn. recently 
a builder to construct a “dream = mlbe ‘ ping 
home” as an advertising medium CAMDENTON . B | 
“Open house” was held for the house Lumber Co. wa ul ized rece 
April 15, with various company ly. Nearly $300 in cash wi SOUTH CAROLINA 
materials displayed in use from the safe ; I CHARLESTON: A three-day cele 


PARIS: The E. W. Sparks Lumber none Digger i + vei hepa marked the opening of the 
Co. was sold recently to the Baker dise ; thi 77 = sconomy Supply Co., ime., Be 
Lumber Co., which operates yards in _— firm located on Highway 61. The 
Modiean ated Moewion The sale of the ST. L¢ YUIS T hy B . I 1 ile office and W arehou of of the 
firm followed the recent unexpected Co. has moved t ge! larte rm’s building contain 2,500 square 
death of E. W Sparks, who had an eight-acre 1 é feet. Display areas occupy the down 


owned and operated the business for Street Road. Thi V an tairs and offices are upstairs. Harry 
43 years. introduced to the public wit V. Kluttz is manager and part own 





“open house” and permit er of the store 
SLATER: A. R. Granneman has cent increase in operation 
sold the Slater Mill Products Co the three new building 
to Paul Sailor and Jim Weathers a new garden shop for stor: 
Sailor is manager of the LaCrosse ale oP att Sas arden to LOUISIANA 
Lumber Co. yard in Marshall and teen trucks now can 
Weathers is in the lumber business load at the dock. The firm wa f NATCHITOCHES: Elbert Spinks 
in Fayette. The new owners an lished 10 years a vy E Be now associated with the Howard 
nounced plans to open a new lum Sr. and E. O. Beyers . mber Co. as assistant managet 
ber yard on part of the property VANDALIA: Mike Guinn VILLE PLATTE: The Ludeau 
CARUTHERSVILLE: Inthe town’ manager of the Vand ird of Lumber Yard has announced plan 


worst fire in many years, the Vandi- LaCrosse Lumbe1 e rey new buildin to measure 60 











MR. ALERT DEALER... 


you will make Sales Galore... 


as Profits Soar! <= 


with the all-aluminum 


carport by A merican Markee 


Pictured here is a six-unit commercial installation of American Markee 
Fill in and mail today 


Regardless of its use... a day and night merchandiser as above 


for complete dealer ir formation to 


an outdoor patio...ora versatile arport Amer an Markee c ! 
i AMERICAN MARKEE CORPORATION 
c l | der of he nd str Tk s big O te 2( ( aiuminoun 
juality leader tne indu y i ig l foot by 20 foot all-alun 1 | 7 ; ; F 





carport has classic lines that enhance the appearance of contemporary 
or traditional homes, Write today for dealer information! 


Photos courtesy of Packer Pontiac— Detroit, Flint, and Miami 


AMERICAN MARKEE CORPORATION, a division of SeaView Industries, Inc. 
Box 397, Miami 48, Florida 
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by 70’. Allen Billeaud manages the 
32-year-old firm 

CHARTERS OF INCORPORA- 
TION Privat Lumber Co., Inc., 
Lafayette; Fred Grace Building Ma- 
terials, Inc., Baton Rouge 


TEXAS 


ALPINE: The Alpine Lumber Co 
has purchased the Treadwell Lum- 
ber Co., according to John W., Gillett, 
Alpine president 


LUBBOCK: After serving two 
years as a city commissioner, S. S 
Forrest Jr. was elected mayor of 
Lubbock recently. He is the third 
generation to help operate the For 
rest Lumber Co. Homer Maxey, of 
the Maxey Lumber Co., was elected 
to the Lubbock city commission 


CARROLLTON The 
Moore Lumber Co. has just 
pleted a remodeling program that 
includes the addition of new mer- 
chandise display counters, modern- 
ized interior, and new fences 


DEL RIO: Carnell and Jack Hill 
have bought the Holt Lumber Yard 
MATHIS: Carl Michalk is new 
manager of the City Lumber Co 


Simms- 
com- 


Previously he managed the Whitten 
Lumber Co. in Bishop. 


SAN ANTONIO: Marion Hoffman 
is the new general manager of the 
Pirco Building Materials Co. He will 
handle the financing of new homes 
and remodeling projects 


ARKANSAS 


CLARKSVILLE: The remodeled 
and enlarged Ozark Hardwood Lum- 
ber Co. held “open house” recently. 
The retail store started in 1945 in 
a small building on Highway 21. In 
1947 the firm moved to Wilson Street 
because of a need for more space. 
Lawrence Spanke became manager 
in 1950. The firm is owned by three 
women Mrs. Joe B. Mills, Clarks 
ville; Mrs. N. H. Jones, Dardanelle, 
and Mrs. J. D. Knight. 


SPARKMAN: The Sparkman 
Lumber Co. has moved into a mod- 
ern new building. Ray White i 
manager 

BLYTHEVILLE: Roy Head has 
been named manager of the E. C 
Robinson Lumber Co. He entered 
the lumber business at 14, when he 
drove a horse and buggy for the 
Blytheville Lumber Co. Later he 
drove the company’s first lumber! 


truck. Robinson took over the old 
Blytheville Lumber Co. in 1921. 


WILTON: The Gunter Brothers 
retail lumber and building supply 
store held a formal opening April 6 
and 7. Escorted tours were made 
throughout the plant every hour 
Visiting ladies received plastic 
aprons, and pencils were handed to 
the men. 


HELENA: Corrugated metal roof- 
ing, shingles, and house paint were 
“specials” offered in honor of the 
grand opening of the Elaine Lumber 
Co., April 20-21. Hubert Harrington, 
formerly connected with the Build- 
ers Lumber and Supply Co., is man- 
ager. Harvey Erwin, who operates 
the Erwin Lumber Co. in Marvell, 
owns the Elaine firm. 


WEST VIRGINIA 


RAVENSWOOD: The Haner Lum- 
ber Co. has rented space in a new 
building in the northern part of 
Ravenswood. Owner Haner plans a 
lumber yard to serve this section 
He owns another yard in Madison 

CHARTERS OF INCORPORA- 
TION: Winters Builders Supply, Inc., 
Ripley. 





Miller Re 
Opens | 

the door | 
to greater | 
sliding 





door 


sales | 


In aluminum or steel, 
Miller sliding glass doors 
have features that sell! 








Schlegel Certified woven 
wool pile weatherstrip 
provides double seal (top) 
Easy snap-on glazing 
bead in the new 250" 
aluminum tine for 4” 
giass (center) 
Interchangeable '4” or 1” 
glazing in the “1000” 
aluminum line (lower) 
Nationally advertised 
Send for information 





’ 
MA sliding glass doors 


Frank B. Miller Mfg. Co., inc., 3216 Valhalla Drive, Burbank, Calif 
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NORTH CAROLINA 
DUNN: The Godwin Building 
Supply Co. held “open house” April 
16-20 to show off its modernized 
plant. A page newspaper ad describ- 
ed it as “eastern Carolina’s largest, 
finest, most modern, and most com- 
plete one-stop. building supply 
house.”’ Souvenirs and valuable door 
prizes brightened up the affair. 

CHARTERS OF INCORPORA- 
TION: Boan Building Supplies Co., 
Statesville; Savings Supply Co., 
Salisbury; Frederick Raff Co. of 
North Carolina, Charlotte 


nouncement by L« Gibson, 
Lumber’s president 


ates five other yard 


KANSAS 


MORLAND: The 
ber Co. has remode 
its office building 


GREAT BEND: Larry 
manager of the 
Co., has announced his 
to open a new store 
In addition to a full build 
ing materials, the Morrison firm w 


Farmer’s Lur 
led the front 


Mor risSor 
Lumbe 
pla: 


Morrison 
firm's 
on 16th 
line of 


treet 


id rental tools for the Do-It-Your 
f trade 


OAKLEY: After months of ex 

ive remodeling, the Golden Belt 
umber Co, held a grand opening 
how off its modern building 
change had been made in the 
front type of architecture popu- 
ir in the 19th century until the 
recent remodeling. The Golden Belt 
firm is the successor to the Chicago 
Lumber and Coal Co., established in 

85. The firm is Oakley's oldest 
ontinuous buisness. Paul Claudel is 


Little 


I | { 


anager 


MANHATTAN: Tom Griffith, of 





FLORIDA 


FROSTPROOF: Mel Bass has been 
made manager of the Townsend 
Sash, Door and Lumber Co. He was 
transferred from Avon Park 

JACKSONVILLE: David Gevisser 
and Roland Jansson, of Acme Tim- 
ber Industries, Ltd., Durban, South 
Africa, toured the Moore Dry Kiln 
Co. recently as part of an extensive 
trip throughout America and Eu- 
rope to observe lumber firms and 
their operations 


OKLAHOMA 


HENNESSEY: Dareward Long has 
been promoted to manager of the 
Long-Bell retail yard here. He suc- 
ceeded Chester Hayes, who resigned 
Long began work as a truck driver 
in 1949 at the El Reno yard and had 
advanced to assistant manager prior 
to his latest promotion 


TULSA: John W. Sherman has 
been elected president of the Tulsa 
Young Men’s Club. He is secretary 
treasurer of the East Side Lumber 
Co 

AFTON: The 
Co. recently sold its stock at auction 
and closed it Fred Marsh, 
who helped open the yard a decade 
who has managed it 

unable to continue 
illness 


Tri-State Lumber 


doors 


evel 
his 


ago and 
wa 


because of 
Jack 
Don 
Jack 


since, 
duties 

DUNCAN 
son-in-law, 
opened the 
Co 


Rayburn and hi 
Chandler, have 
Rayburn Lumber 


KENTUCKY 


PRINCETON: The Steger Lumber 
Co. observed its 10th anniversary re 
cently. Sam Steger, owner and man 
ager, staged a big sale as a “thank 
you” to his firm’s many customers 

BEREA: The Home Lumber Co 
bought the Stephens-Muncie 
Co., according to an an 


has 
Lumber 
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ALL OF OUR 
RESOURCES 


are at your 
service 


geo 4 


- iA 4 


* 


In addition to our own 12 sawmills, 
Vases ae actively engaged 


in the procurement and distribution 


and maintain buying offices in 


producing areas to give the trade 


complete one-call balanced 


service. 


Tanren.Weusten « Jounson. Iwo. 


San Francisco 19 
PRospect 6-4200 


P.O. BOX 3498 


California 


Teletype SF 211 
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the Griffith Lumber Co., has been 
appointed state finance director of 
Governor Fred Hall’s campaign for 
a second term 


WICHITA: Winston Wheeler has 
been elevated to vice-chairman of 
the board of directors of the Whee] 
er-Kelly-Hagney Co. and U. A 
Denker was made president, suc 
ceeding Wheeler. Denker has been 
with the firm 30 years and is head 
of a number of other business in 
terests in Wichita 

ATCHISON: Robert P. Snowden 
has been appointed a special mem- 
ber of the Kansas Industrial De- 
velopment Commission by Governor 


Hall. Snowden is president and di- 
rector of the Hixon Lumber Co., At- 
chison; president and director of 
T. E. Snowden Lumber, Inc., Rock 
Port, Mo.; and secretary-treasurer 
and director of Rede-Mixed Con- 
crete, Inc. 

WETMORE: W. G. (Bill) Reed 
and his wife have bought the Wet- 
more Lumber Co. Reed worked for 
the Whelan Lumber Co. at Topeka 
for five years 


VIRGINIA 


RICHMOND: Freeman Spencer Jr 
has been elected president of the 











YOUR 


TELEPHONE CRESCENT 6404 





INTERESTING LINES! 
Gubers got em tool / 


FORMICA 
MAHOGANY 
REDWOOD 
SUGAR PINE 
YELLOW PINE 
AWNING WINDOWS 
ARCHITECTURAL WINDOWS 

CEDAR SHAKES AND SHINGLES 

METAL MOULDINGS 

DOOR & WINDOW FRAMES 

MAHOGANY WALL PANELING 
CYPRESS WALL PANELING 

KNOTTY WHITE PINE WALL PANELING 
DISAPPEARING STAIRWAYS 
PONDEROSA PINE 

DOUGLAS FIR 

WHITE PINE PACKAGE TRIM 
DOUGLAS FIR MOULDINGS 

DOUGLAS FIR PLYWOOD 

MAHOGANY PLYWOOD 

GUM PLYWOOD JALOUSIE DOORS 
LOUVER DOORS WINDOW UNITS 
SCREEN DOORS MARLITE WALL PANELS 


The South's oldest wholesaler and jobber of building materials 
INQUIRIES ARE ALWAYS WELCOME 


i Z 
umbeL Company 


ATLANTA 1, GEORGIA 


LARCH 

FLUSH DOORS 
FIR DOORS 
WINDOWS 
SHUTTERS 


BILL ZUBER 
BRUCE BYRD 


P. O. BOX 964 











Massey Builders Supply Corp. He 
succeeded Crawley F. Joyner, who 
became board chairman and treas 
urer. 


CHASE CITY: The Chase City 
3uilders Supply Co. suffered an esti- 
mated $70,000 in damages in a recent 
fire. R. J. Fitz is owner of the com- 
pany. 


MISSISSIPPI 


NEW ALBANY: The plant for 
merly operated as the Shannon Mill 
and Lumber Co. is now operated by 
Dowdy and Robbins as a retail and 
wholesale building material outlet. 
In addition to handling all kinds of 
pine lumber, the new firm operates 
a custom planing mill 


ALABAMA 


FAYETTE: Richard Arthur, presi- 
dent of the Arthur Lumber Co., has 
been elected chairman of the Ala- 
bama Aeronautical Commission. He 
served as vice-chairman during the 
past year. 


GEORGIA 


SCOTTDALE: The Maffett Build 
ing Supply Company has opened a 
full-line retail operation on Ex- 
change Avenue here. T. Wayne 
Maffett, formerly with the E. A. 
Baylis Co., Inc., Atlanta homebuild- 
ers, is vice-president and general 
manager. First promotion step by 
this new dealer was to exhibit at 
the Atlanta Home Show in April. 





OBITUARIES 





HARRY C. GORBET, 71. Vice-presi 
dent and director, Huttig Sash and 
Door Co., St. Louis, Mo. 


W. S. CLOUD, 62. Vice-president, 


Cloud Lumber Co., Beaumont, Tex 


SAM BASSETT, 64. President, Sam 
Bassett Lumber Co., San Antonio, 
Tex, 

CURTIS R. BUTTS, 55. Manager, 
Foster Lumber Co., Goodland, Kan. 


O. C. MEYER, 73. President, Eagle 
Pass Lumber Co., Eagle Pass, Tex. 
GEORGE HENRY HINTON. Secre 


tary-treasurer, Lilian Lumber Co., 
Lilian, Va. 


GEORGE MERCKE SR., 87. Founder 
and president, Jefferson Wood Work 


ing Co., Louisville, Ky 
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JOBBER SALESMAN Then he joined t} Tarren C ng before dinner to keep in shape 


pany in Atlanta, manufactu! When a person successfully pat 

. refrigerators and distributo1 ticipates in team sports, Copeland 
(Continued from page 48) paints and gla H Vas thelr cit hilosophises, he learns how to 
salesman of paint and gl: while e without crying and win with 

“If I can see the buyer and playing on thei! lustrial basket it crowing.” And it is here that 
find out the jobs he’s handling ball team and setting an athlet e stresses the necessity for team 
and what his needs are, I am program that resulted i: rt k as well as in sports 
placed in a good position to get tion of Warren por He strives to be most coopera 
an order,” Ed explains. “Even In 1939, Addison-R | tive with Addison-Rudesal person 
though I am competing with from Drake put Copela in touch wit in the Atlanta offices in the 
18 to 25 other jobber salesmen for George F. Cur v he 1 lacing of orders, billing, shipping, 
the business of every dealer, I Georgia territory salesma r tl lelivery, and credit clearance and 
usually get him to give our firm Lehon Company, roofing manuf llections. “I can't make a profit 
a profitable portion of his whole- ture! Except for four year ble, repeat sale unless I work on 
sale business wartime service Ss he team and vice-versa.” 

“In most firms, the manager, Copeland sold When Copeland came out of the 
salesman, or warehouseman or 1948. He came t of the N Navy in 1945, he was impressed 
combination of these is the per- as a _ lieutenant-commander. H by how few adults were attending 
son who has to be sold on a new had served as athletic office: First Baptist Church in Nor 
product or line. That’s why I try the V-5 aviation cadet program He led a handful of members 
to get acquainted with them, find Norman, Okla., and with Fleet A nto attracting others and immedi 
out their hobbies and family in- Wing 3 in the Panama Canal Zone tely was elected their Sunday 
terests, and earnestly seek to be Since graduation from Oglk chool teacher. After 10 years of 
come their friend.” thorpe, Copeland has officiated ervice, he was appointed 

Copeland was born in Corinth, head linesman in Southeastern Cor iperintendent of the young peo 
Georgia, but moved to Atlanta at ference collegiate football game department 
the age of two. He played base He has officiated in three ma “Church activity is a real and 
ball, basketball, and football at bowl game the last betwee portant part of my family’s life,” 
Tech High School and also at Georgia Tech and Arkansas in t Copeland assert “Trust in God 
Oglethorpe University, where he Cotton Bowl. During th asol d faith in Christian principle: 
was president of the student body takes his football togs along on } keep me at peace and eager to 


his senior year ales trips and works out each « ve fellowmen.”’ 








YAU NEW... hower Ma Ie 
Shower Mag 


BATH ENCLOSURES 


NEW throughout for 1956 

and more beautiful than ever. NEW 

oversize extruded frames with distinctive 
fluted design. NEW “Removable Panel’’ 
features exclusive with Shower Magic. NEW 
Kleen-easy bottom track. NEW operating ease 
with exclusive “‘Hi-Impact Styrene’’ 








bottom guide 





CHECK THESE EXTRA SELLING FEATURES: 


ease eaek os eae © HEAT-TREATED ALUMINUM FOR 
Completely assembled with glass 7/32” STRENGTH 


oble with fberglows pocek in choke ot © HIGHLY POLISHED . . . CORROSION- 
5 colors. . tat a dacs RESISTANT 


Shipped K.D. for easy assembly without ®@ RIGID, HEAVY DUTY CONSTRUCTION 
LOOK—WE'VE MOVED! nae 9 Buy your own glass or fiberglass @ INTEGRAL ROLLER AND GUIDE FINS 
To a larger, new ond more @ EASY INSTALLATION ... AND FAST 


modern plant with greater Our 26 beautiful styles include everything ’ 
production facilities and in the tub enclosure and shower door line. (Ya THE AVERAGE TIME) 


revere, wher or DARYL PRODUCTS CORP. 


with the growing popular- 
ity of Shower Magic. 7240 NORTHEAST 4th AVENUE, Dept. 5, MIAMI, FLORIDA PHONE 864-2651 
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SILENT SALESMEN 





REMODELING IDEA BOOK 


“How to Modernize Your Home” is 
a booklet offered for 25 cents by the 
Ruberoid Co., as a guide to practical 
ways to improve older homes 

Based on actual! case histories, the 
booklet presents 15 homes, shown 
“before and after.” It presents the 
problem, the solution, and tells what 
materials were used in each case 
“After” pictures are shown in full 
color to emphasize the beauty of 
these materials 

Genera! information about remod- 
eling and about Ruberoid product: 
is included in the booklet 

Contact: The Ruberoid Co., Dept 
SBS, 500 Fifth Avenue, New York 
36, N. Y 


VINYL ASBESTOS TILE 


This island type, self 
chandising stand display 
Terraflex tile and adhesive 

Tiles of various colors are easily 
seen and handled by customers, yet 
they remain neatly stacked and pro- 
tected, Illustrations show how easily 
the tile is laid by the home-owner 
himself, with the new brush-on type 
of adhesive. The stand measures 20 
deep, 28%" wide, and 68” high 

Contact: Johns-Manville, Dept 
SBS, 22 East 40th Street, New York 
16, N. Y 


service, mer- 
and sell 


PLASTIC FLOOR TILE 


A counter display, mobile, and 
streamer are part of a promotional 
package prepared for dealers who 
sell Goodyear’s new vinyl flooring, 
Terra-Tone. 


Made in .080 gauge, Terra-Tone 
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comes in both the 9” square tiles 
and in a 45” roll. The display shows 
the nine colors, spattered with con- 
trasting random flecks for “deep 
dimensional” beauty. 

Contact: Goodyear Tire and Rub- 
ber Co., Dept. SBS, Akron 16, Ohio. 


PACKAGED SASH CORDS 


Shuford’s sash cords now come pack- 
aged in individual cartons, as well 
as transparent film sleeves. Sizes No 
7 and No. 8 are featured in royal 
and light blue and gray cartons with 
a transparent film window through 
which the product is visible 

Each of two connected 100’ hanks 
of cord is individually packaged. The 
cotton cordage is made to blend with 
blue spruce, redwood, ironwood, and 
cypress 

Contact: Shuford Mills, Inc., Dept 
SBS, Hickory, N. C 


PAINT SPRAYER USE 


“How to Paint the Easy Way 
with a Sprayer” is a booklet that 
helps dealers sell more sprayers, 
especially to Do-It-Yourself cus- 
tomer: 

The 16-page illustrated booklet 
covers sprayer selection, prepara- 
tion of surfaces, spraying technique, 
and the handling of specific types of 
spraying projects 

Contact: 4urgess Vibrocrafters, 
Inc., Dept. SBS, Grayslake, III 


PORTABLE SHOVEL RACK 


A compact, portable Ingersoll dis- 
play provides space for up to 18 
assorted shovels, spades, and scoops 
in both Dee and long handles. It 
measures 36” x 24” x 26”. 

Ruggedly built of steel and finished 
in bright red enamel with silver 
printing, the unit is weatherproof for 
outside display. 

Contact: Ingersoll Steel Division, 
Borg-Warner Corp., Dept. SBS, New 
Castle, Ind. 


SOUTHERN 


dy WOPS rimisnes 
Pe De 


nwt 


CLEAR WOOD FINISHES 


This self-service merchandiser pro- 
motes Lowe natural wood finishes 

The display cffers the consumer 
a choice of three clear finishes, 
six in wood species, and 14 stain 
colors. Included with the merchan- 
diser are a window banner, price 
tags, color cards, and take-home 
booklets that show how to apply the 
finishes. 

To reduce inventory, the stain 
colors are obtained by the addition 
of a Kem Tint tube to a can of 
blond oil stain. 

Contact: Lowe Brothers Co., Dept. 
SBS, 424 East Third Street, Dayton, 
Ohio. 


ROOFING CALCULATOR 


This handy pocket-size calculator 
speeds and_ simplifies aluminum 
roofing calculations 

Operating like a slide rule, the 
Conversion Calculator estimates the 
number of sheets of Kaiser alumi- 
num roofing required for a given 
area, or it determines the square 
footage covered by a given number 
of sheets 

One side lists computations for 
corrugated 5 V-crimp roofing in 26” 
widths, in lengths ranging from 6’ 
to 12’. The other side gives similar 
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data for 48” wide corrugated sheet. 

Contact: Kaiser Aluminum and 
Chemical Sales, Inc., Dept. SBS, 919 
North Michigan Avenue, Chicago 11, 
I1I. 


REDWOOD PROMOTION 


“Garden Redwood from California” 
is the theme of a promotional cam- 
paign that was inaugurated recently 
with the distribution of a brochure 
on redwood uses for outdoor living. 

The brochure shows dealers the 
advertising campaign planned by the 
California Redwood Assn., window 
streamers and folders available to 
dealers, newspaper ad mats, and a 
booklet with ideas for redwood in 
gardens 

Contact: California Redwood Assn., 
Dept. SBS, 576 Sacramento Street, 
San Francisco 11, Calif 


FIBER-GLASS AWNINGS 


A colorful promotion kit is offered 
to help dealers boost sales of Ray- 
O-Lite translucent fiber-glass awn- 
ings 

The kit includes an enlarged Ray- 
O-Lite advertising mat section, 
sample newspaper ads, layout ideas, 
sample publicity releases suitable 
for local news announcements, gen- 
eral Ray-O-Lite story and installa- 
tion write-up, and sample radio and 
television spot announcements. 

Contact: Ray-O-Lite Corp. of 
America, Dept. SBS, 316 Peachtree 
Street N. E., Atlanta 3, Ga. 


PAINT CHIP RACK 


A color chip rack to display samples 
of Masury paint holds 217 “perfec- 
tion colors” for the customers’ con- 
venience. The rack is made of blond 
oak, lettered in blue and white. It 
makes an ideal counter or window 
display. 

The chips cover all shades in 
Masury’s line of odorless alkyd flat, 
satin semi-gloss, and full gloss 
paints. Simple mixes of the shades 
provide the wide variety of choices 

Contact: John W. Masury and Son, 
Inc., Dept. SBS, 1700 Bayard Street, 
Baltimore 30, Md 


SWINGING PANEL DISPLAY 


The Bintliff Swing-Panel displays 
hold a variety of products that pass 
for inspection like pages of a book 
as the customer turns the panels. 
The displays are available to 
dealers in kit form. A complete six- 
panel unit costs $24.50. A four-panel 


elling, specifying, and job-plan- 
Typical installations are pic- 


unit costs $16.50. Frames are of oak 
with a rubbed blond finish 
Plated steel brackets for wa tured 
attachment, bolts, irons, and screw With the idea that most pump 
are included. On a screwdrive! istomers are interested in pump 
is necessary for assembly features more than performance 
Contact: Bintliff Manufacturi: chnicalities, separate sections dem- 
Co., Dept. SBS, 728 Central Avenu trate advantages of Burks super- 
Minneapolis 14, Minn turbine pumps, HV - centrifugal 
pumps, and sump pumps 
The catalog includes prices, per- 
formance tables, dimensions, and 
WATER SYSTEMS cessory listings 
Contact: Decatur Pump Co., Dept 
The Burks Water Systems catalo SBS, 2750 Nelson Park Road, De- 
has separate sections for dealer help itur, Ill 
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Another good reason why it pays to be a| | Dickey} Dealer 
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3000 miles of ~~~\ 
Dickey Perma-Line® 
sold in 1955 by Dickey Dealers 


Last year Dickey Dealers sold more than 16,000,000 feet of 4- 
y sewer pipe... more than 
tretch from the Kansas City 
For the past five years the 


and 6-inch Dickey Perma-Lin: 
enough house sewer pipe 

Office to all of the Dickey | 

amount of pipe sold by Dicke 
This growing acceptance of key vitrified salt-glazed clay 
sewer pipe 
increased profits to thousan 


Dealers has steadily increased. 


and other la ckey Products... has meant 


{ Dickey Dealers everywhere. 


Providing improved sanitation for better living 


W. S. DICKEY 
CLAY MFG. CO. 
Chattanooga, Tenn., 
Meridian, Miss., 
Texarkana, Tex.-Ark 


Dickey Sanitary 
Salt-Glazed Clay Pipe 


ALWAYS IN DEMAND 


Birmingham, Ala., 
Kansas City, Mo., 


¢ 
an Antonio, Tex., 


If it’s made of clay it’s good f it's made by Dickey it’s better 
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STEEL CORNER TAPE 


This hand ispense! 
tains a continuous 100 
ible, reversible Tamn 
tape for di Wall ce 
J he pac Kape mea 
It permits the sale 
the exact amount 
for the eis) 
inused tape 
against dust 
Free samples of the tape 
ed by the manufacturer 
Contact: ‘Tamms Indu 
Dept. SBS, 221 North La 


KITCHEN STORAGE 


Movable storage device 
Kitchen are displayed on 
merchandising unit. design: I 
00. It takes up only 5% square feet 
of floor pace, yet contains al! the 
work-saving movable storage hard 
ware produced by Washington Stee! 
Product 
The assortment inciude Lazy 
Susan” revolving shelf hardware and 
ball-bearing rolling drawe1 
revolving corner unit Wing 
up mixer shelf hardware; metal food 


drawers for sugar and other staple 


and a sliding shelf guide 
On the back of the unit hang 
packaged cabinet door pull 
Contact: Washington Steel Prod 
uct Inc., Dept SBS, 1940 East 11th 
Street, Tacoma 2, Wash 


OUTDOOR FIREPLACES 


Chicago 2, Ill ventilated fruit and vegetable bin 





a summer promotion of 
outdoor fireplace units, special sale 
helps are offered to deale1 elling 
Majestic fireplace form 

The outdoor fireplace or barbecue 
unit is the center of the display 
hown above. The “package deal” 
includes a large silk banner, litera- 
ture for hand-out or envelope-stuff- 
ing purpose ad mat and other 
tandard forms of sales aid plus a 
cooperative local advertising plan 

Contact: Majestic Co., Inc., Dept 
SBS, 414-B Erie Street, Huntington, 
Ind 


give you free insurance 


DISPLAYS INSULATION 


This stacking display transfers the 
psychology of the “impulse” sale to 
Zonolite home insulation 

The display includes signs telling 
the cost of the insulation, suggesting 
Do-It-Yourself projects, and a blow- 
up photo of Comedian Danny Kaye 
with a Do-It-Yourself idea 

Contact: Zonolite Co., Dept. SBS, 


And, if you are a wholesaler, you pass this assur- 135 South LaSalle Street, Chicago, 


Il. 
ae 


mn PHY 


When you write the words: “SPMI Trademark Speci- 
fied’ on your next lumber order (or ask for the trademark 
in your next phoned order to one of our member mills) 
you automatically receive the assurance of top quality 


in the grade bought at no increase in price. 


ance of quality on to your customer — the retailer — who 
in turn passes it down to his customer — the final consumer. 
Everyone in the merchandising chain receives the three- 


way assurance of correct grade-marking, SPMI trade- '¥ 7ON 


HOME INSULATION 


marking, and mill identification. 


P.S. For a list of the fine mills 
offering this SPMI trademarking 


service, drop us a note. 


SOUTHEASTERN PINE MARKETING INST. 


P. O. Box 1005, Savannah 
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ROCKFORD, ILL.: The American 
net Hardware Corp. has changed 
corporate name to the Amerock 
Corp., in keeping with the firm's 
duct name. “Amerock” is a con 
iction of American and Rockford, 
home of the main plant. Another 

int is located at Meaford, Ontario 


\LEM, OHIO: The Murray Corp. 
of America has announced plans for 
$2,500,000 expansion at its Salem 
int for the Eljer division. The in 
eased production facilities will 
lp meet the demand for more 
ored bathroom fixtures. Stepped 
production at the Salem plant 
be reflected in production in- 
DOOLITTLE VAN NEST HENSLEY eases at other Eljer plants 
ORLANDO, FLA James F 
These three men recently figured in managerial advancements in the Penn- Holmes, long-time resident of Atlanta 
Dixie Cement Corp., New York City. Fred L. Doolittle is the new executive nd a former tile contractor, has been 
vice-president of the firm. He was succeeded as vice-president and general ippointed representative for the 
Royal Tile Manufacturing Co. in Or 


sales manager by L. L. Van Nest. Donald L. Hensley, former New York district 
indo 


sales manager, took Van Nest’s former position of assistant general sales man 
ager. William Pfleeger Jr.. formerly general sales clerk, is now executive as CLINTON, S. C.: The Cincinnati 
sistant to Vice-President Doolittle. Floor Co. has announced plans to 








« 


| Joyhawker Se 
ALL-ALUMINUM SCREEN DOORS 


CONSTRUCTION: Satin finis APPEARANCE: most beautiful 


— op 


extruded frame, sag-5 > 

corners, concealed attache ECONOMY Lowest in price, 
hinges, finger-tip latch with easiest installed 

inside lock 





The Jayhawker come mplete with Expander channel for 

the hinge side of the door, Expander for the bottom, hinges, 

latch, two %” push bar ill necessary screws, and instruc- 

tions for jiffy installation 

The side Expander has two 6” piano-type concealed hinges 

permanently attached in such a way that there is no neces- 

sity of even mortising the door jamb. This makes the Jay- 

hawker the easiest to install of all aluminum door screens 
self positioning and self aligning. Simply cut the side 

Expander to length, attach it to the jamb, and slip the door 

into place. Simple? 

The kick plate being reversible, doors may be had drilled 

ready for the latch and can be hung with either side out 

eliminating rights and lefts 

Adjustable in width from '/.” undersize to 12” oversize and 

in height to 1” oversize 

Standard Sizes: 2'6" x6 2’8" x 68” 3'0” x 68" 
ih a 30° x 7 














Dice 


See your distributor or write us about prices; M 0 D FE R N p Vv 0) D UJ C T S | N C ; 


also Z-BAR TYPE DOORS AND SPECIAL SIZES 
1032 W. Kansas ® McPherson, Kansas 
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move to Clinton. The firm makes 
laminated block flooring under the 
trade name of ‘“Modernwood.” Char 
ered under South Carolina laws, the 
new firm will be known as the 
Cincinnati Floor Manufacturing Co. 


PITTSBURGH, PA Robert A 
McLaughlin has been made general 
manager of the Pittsburgh Plate 
Glass Co.'s fiber-glass division. He 
was promoted from director of sales, 
a post he has held since the forma 
tion of the division in 1952 


WAXAHACHIE, TEX.: Melvin S 
Glandon is now Southwestern rep 
resentative for the Utica Drop Forge 
and Tool Corp., Utica, N. Y. From 
his home in Waxahachie, he will 
cover north Texas, Oklahoma, and 
Arkansas. He has been in the whole 
sale hardware business for 15 years 

DALLAS, TEX.: Kenneth J. Pow 
ers is now assistant branch manager 
of the Texas office of the Celotex 
Corp. He assists Dudley Utter. Pow 
ers has traveled throughout the 
state as Celotex sales representa 
tive since 1951, He succeeded A. D 
Hardegree, who resigned to enter 
another business 

RICHMOND, VA.: Robert C. Sea 
ton has been promoted to district 
manager in the Southeast for the 
heating and air-conditioning divi 
sion of National-U. S. Radiator Corp. 
He had been branch manager since 
1949. Succeeding Seaton in his for 


CLIFFORD W. HART is now South- 
eastern sales manager for the Crystal- 
Vue Door Manufacturing Co. and 
Modern Shower Door Manufacturers, 
Inc., of Miami, Fla. He sells their glass 
sliding doors, patio doors, and bath 
enclosures to distributors in the Caro- 
linas, Georgia, and Tennessee. A native 
of Wisconsin, he attended the Univer- 
sity of Louisville, has managed a paint 
store, and has served as a manufac- 


turers’ agent. He resides in Atlanta. 
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mer post is John M. Newlon Jr., 
who joined the firm in 1950, travel- 
ing Kentucky and southern Indiana. 


WEST MONROE, LA M. H 
Collett has been appointed to the 
new post of transportation and 
procurement manager of the Forest 
Products Division, Olin Mathieson 
Chemical Corp. Formerly he was 
president of a Brazilian subsidiary 
of the West Virginia Pulp and Paper 


Co 


PITTSBURGH, PA Fred Mc 
Carthy has been elected vice-presi 
dent in charge of sales, and Wayland 
W. Rice elected vice-president in 
charge of manufacturing, for the 
Barreled Sunlight Paint Co. Mc- 
Carthy has been general sales man- 
ager of the firm for the past five 
years, Rice, who has been in the 
paint industry since 1919, most re 
cently was Barreled Sunlight’s gen 
eral manager of production 


HOUSTON, TEX.: Ross E. Clark 
now represents Shower Magic tub 
enclosures and Patio Magic sliding 
glass doors in the Southwest for 
the Daryl Products Corp. 


KANSAS CITY, KAN.: The Thor 
Power Tool Co. has opened a factory 
sales and service branch here, man 
aged by E. C. O’Connell. He and 
his sales staff will serve Kansas, 
Oklahoma, and parts of Iowa, Mis 
souri, Nebraska, and Texas 


LOUISVILLE, KY Allan E 
Eggers has been appointed assistant 
advertising manager of Thomas In- 
dustries, Inc. He wil! assist Ad 
Manager L. V. Martikonis in an 
expanded advertising and sales pro 
motion program for Moe Light and 
Star Light lighting fixtures, Sprayit 
portable paint spraying equipment, 
Wright reciprocating blade power 
saws, and Moe Light bathroom 
medicine cabinets 


CLINTON, IOWA: Roy Schoenig, 
safety director and maintenance 
superintendent for Curtis Compan- 
ies, Inc., recently attended President 
Eisenhower's conference on occupa 
tional safety. During his work with 
Curtis for the past several years, 
Schoenig has held committee assign 
ments in both state and national 
safety councils 


CLEVELAND, OHIO: Arthur L 
Shirley Jr. has been promoted to 
assistant sales manager of the Gib- 
son-Homans Co. He joined the sales 
department in 1954. Eric S. Wormser 
is now director of research. Since 
1950 he had been technical director 
for an oil firm. 


WICHITA, KAN.: Claude J. Mar 
tin, Wichita builder, has won the 
grand prize in the national Miami 
vacation contest sponsored by the 
makers of Suburban built-in cook 
ing equipment, the Samuel Stamping 
and Enameling Co. of Chattanooga, 


Grand Rapids Co. Names 
Window Field Engineers 


Ben M. Sparks, left in photo, is 
the new Southeastern district field 
engineer for the Grand Rapids Hard 
ware Co., Michigan firm that has 
specialized in sash hardware for 
over 50 years. He is demonstrating 
one of this company’s newest items 

roto operator for awning windows 

With him is F. W. Parkinson, 
weatherstrip consultant and _ field 
sales coordinator for Grand Rapids 
Parkinson was co-founder and own 
er of the NSW Co. in Detroit, origi- 
nator of the first metal jambs for 
wood unit windows, which the 
Grand Rapids Hardware Co. recent- 
ly purchased. 

Sparks is a 1947 mechanical engi 
neering graduate of the Georgia 
Institute of Technology. He has had 
intensive experience in merchandis 
ing and sales promotion as South 
eastern division manager of the Toni 
Co. From his new home at 4250 
Carmain Drive, N. E., in Atlanta, 
Ga., he will call on millwork job- 
bers to assist them in their use of 
the full lines of Grand Rapids weath- 
erstrip, sash balances, and all types 
of sash hardware. 

Serving as district field engineer 
for the Grand Rapids company in 
Texas, Oklahoma, Arkansas, and 
Louisiana is Wade Gentry. His home 
is at 1441 Dent Street in Garland, 
Tex. 


Tenn. He was presented the award 
by William Halsey, of the Henges 
Co., Wichita distributor for Subur- 
ban ranges 


CHICAGO, ILL.: The Sterling 
Hardware Manufacturing Co. has 
changed its name to the John Sterl- 
ing Corp. The shorter name dis 
tinguishes the company from an 
other bearing a similar name. John 
Sterling continues as corporation 
president 


NASHVILLE, TENN.: The Brown 
Window Manufacturing Co. has 
opened a branch plant here. The 
parent firm is in Dallas, Tex. 
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Certain-teed Expands many years of servi 1e South n the special rooms and private 
ern Pine Inspect Bure; ffices is of gigantea sequoia, walnut, 


Through New Company Part of the inscription re; “Pri ihogany, American elm, African 
ented to B. A layhew uy] t Korina, and birch 
The Bestwall Gypsum Co. has been occasion of his retirement as a mer \n expanded sales program of 
organized to acquire and operate ber of board of governors ; chi larter, Webster, and Johnson played 
the gypsum and paper properties of man of the SPIB, as ; I i big part in creating the need for 
the Certain-teed Products Corp. in of affection and deep appreciation f re office space. The new building 
the United States and Canada. his outstanding s« an ad pl ides space for future expansion 
Subject to approval by Certain- hip in advancir 
teed stockholders, each stockholder Southern pine 


will receive one share of the Best- The plaque, whicl 


wall stock for each three Certain- prise to Mayhew, was prt ente d Detroit Steel Becomes 
teed shares held E. ©. Gates, Fordyce president and Fenestra Incorporated 
With the creation of the Bestwall newly elected SPIB board mem! 
Gypsum Co., Certain-teed will be in from Arkansa The S2<vearecld Detroit Steel 
a position to extend its operation ia ore ‘Co . 


‘ has changed its name 
throughout the North American con- : : 5 — , 
Fenestra, Inc., to emphasize the 

finent and better serve the increasing 


demands of customers for gypsum Tarter, Webster, Johnson dey Hsin edo Cxtenseye S18 <0 
and paper ducts : a 5 gs . 
en a Moves to New Offices In 1907, John G. Rumney, founder 
The company announced plans to 1 first wesident arrenned ¢ 
pend $32,000,000 for development = _ f ee “ 
a The American F\ roduct cquire exclusive patent rights in 
of gypsum properties in Nova Scotia ; ; . : 
aia ' Corp. has moved to it w build the United States to the Fenestra 
and for construction of three gypsum Pa é - mm , 
voit ; : , ; at 2740 Hyde Street in San Franci teel window. The window’s design 
board plants and a new paper mill ary “op ” 
1. ‘ Calif. Also housed in the buildi ncorporated the “Fenestra joint, 
on the Atlantic coast : ; 
are its two sale ibsidiarie arte vhich fastened intersecting steel 
Webster and Johnson, In 1e lu ars with greater strength and saved 
SPIB H M h ber and lumber product ivisi ir metal. 
onors aynew and the American Box Corp Originally the Fenestra name ap- 
The woods used in constructi plied only to the company’s windows, 
In the presence of his former as- the building included most ce it later was given to floor and ceil- 
sociates at the Fordyce Lumber Co., pany product ugar pine, p ng panels, exterior and _ interior 
Fordyce, Ark., Ben A. Mayhew was derosa pine, Douglas fir, white metal doors, and roof decking to 
presented a plaque May 1 for his incense cedar, and redwood. Pane ure their quality 








te 


roaetiane 


PLANTS nchfield, Ga Detroit, Mich. Boston 


Noazaret Des Moines, lowa Holland, Mich. Pittsburgh 
p a NN- 1X] t C E M f val ath Petoskey, Mich Milwaukee 
nn-Alle OFFICES Buffalo 
, DISTRIBUTING 


New York Atlanta 


bufla N.Y PLANTS Chicago Des Moines 
chard Chicago, Ill Philadelphia Petoskey, Mich 


Milwaukee, Wis Detroit Nazareth, Pa 
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Today Fenestra has plants in five Revision of Insulating manager, with offices in the Mer 


citie 18 warehouses, 22 district chandise Mart 
offices, 33 branch offices, plus more Board Standards Sought The office will handle sales of Cor 
than 200 distributors and agent rulux glass fiber reinforced building 
A revision of the Simplified Prac panels in Kansas, the Dakotas, Ne 
tice Recommendation (179-46) for braska, Minnesota, and parts of Mis 
Structural Insulating Board has been souri, Wisconsin, and Iowa 
ubmitted to producers, distributors, 


Mid-South to Get More users. and ‘eters tor seview and 
USG Gypsum Products acceptance by the Commodity Research Leb to Serve 
Standards Division, Office of Tech ! 5 
With the pressing of a button, ical Services, U. S. Department of Ceramic Tile Industry 

New Orleans Mayor deLesseps §S Commerce Plans for a new research center 
Morrison officially opened a new his revision was proposed by the for the floor and wall ceramic tile 
multi-million-dollar gypsum prod Insulation Board Institute. It ha: industry have been announced by 
ucts plant recently for the United been approved by manufacturer: the Tile Council of America, Inc 
and the standing committee of rep It will be located four miles north 
resentatives of producers, distribu of Princeton, N. J., in an area that 
woe “4 and users has come to be known as “Research 
The proposed revision will elimi Row,” because of a concentration of 

nate board and insulating plaster laboratories there 
lath. A number of thicknesses and The building itself will exemplify 
izes of the retained types of board creative uses of tile. It will be situat 
have also been eliminated. Item ed on 10 acres of land and will have 
added are shingle backe1 and roof about 10,000 square feet of labora 
deck slab, with and without factory tory space. The six-member staff ji 
applied vapor barrier headed by Dr. J. Vincent Fitzgerald 
The council’s research building 


States Gypsum Co 

According to H. F. Swane plant 
manager, the new plant will turn 
out encugh gypsum building mate 
rials for 30,000 average home an 
nually,. Among the products pro 
duced will be sheathing, wallboard 
plaster base, plaster, and related 
item: 

Among the officials at the dedica 
tion were Edward Stainback, South 
ern division manager from Atlanta, 
Ga., and Frank M. Miller, South A program is in line with the industry’s 
Chicago Kansas Corrulux Office over-all plans for major expansion 


eastern regional manager, 
this year and in years to come. Tile 


The people of Jamaica sent a 
plaque to the people of New Orlean The Corrulux Division of the has been in unprecedented demand 
for the occasion, It commemorated L-O-F Glass Fibers Co. has opened for some time and it is anticipated 
shipment of the first shipload of a regional sales office in Kansas City that at least 35 per cent more tile 
gypsum rock from Jamaica to the to serve an eight-state area. Walter will be available as a result of this 


new USG plant Fk. Comstock has been appointed year’s expansion program 











in Lightweight 
and Heavyweight 
ALUMINUM 


ai ’. METAL TRIMS, INC. 
Unite for New LOW PRE LIT. P. 0. Box 1072 . rere 3 - 


P. 0. Box 632 . 
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WESTERN RED CEDAR Slash grain irticular] t] ncreasingly popular is clear cedar 


coming from small gs with fe worked to panel stock usually 
knots, produces beautiful par in with tongue and groove. This 
(Continued from page 53) for certain architectur: ect may be applied either horizontally 
offers an inte ti variatior vertically, and is used both in- 
pattern in grain bet n the su de and out. For this purpose it 
cedar siding to weather naturally mer and winte VO has a genuine, friendly dignity 
In an appropriate setting, the ar- usual color co! ition that adds tangible value to homes 
chitectural effect of weathered When used f heathin vhere it is used in good taste 
wood is very pleasing ub-floo1 root | irds, and s! Western red cedar is used in the 
Cedar, when seasoned, is light roof, the splendid insu ng q est screen, storm door, and win 
in weight and has a low coefficient ties of Western red low sash, because it resist well- 
of expansion and contraction with keep the house cool in summe1 ng and shrinking 
changes in moisture content. End warm in winte h insulat Structures constantly exposed to 
hrinkage is among the lowest of qualities are due to tl igh | the elements patios, summel! 
any species and this, combined centage of dead air sj »] It houses, sand play boxes, pet ken 
with its ability to withstand warp- from the thin cell walls and u ls, lawn furniture, lattices, win 
ing due to its close, even grain, form structure of th OK } low boxes all last longer when 
assures tight and lasting joint: ame qualitie a\ acoust lilt of Western red cedar. In the 
even under adverse condition value and cedar | t) ise of items which must be moved 
The wood easily can be glued with often is used in musi ( from time to time, cedar’s lightne 
different glues under a wide range churches, and ul wi f weight is an important factor 
of condition acoustical qualities a1 mport The wood weighs about 28 pound 
Vertical grain cedar is used fo! Where a combinatio eat per cubic foot when green, 22 to 
all the higher grades of lumbei durability, resist oO t ‘3 pounds when dried 
and exterior trim and finish. Slash and ample strength ; requ Cedar offers ample choice in 
grain has many uses for which it construction grat of tern ding materials. Bevel siding is 
is the ideal building material, as cedar are sup ! m f ffered in 4- to 10-in. widths, '% in., 
in the construction of silos, cooling pecies of framing lun ( in., and % in. thick at the butt, 
towers for air conditioning, tanks, is much used fo: plat i clear, A, B, C, and Rustic grade 
and similar structures where wate! ills, and wat top and f Rustic, graded from the re-sawn 
or other liquids come in direct con- rafters and joi ho! pa rr rough side, is becoming increa 
tact with the wood Another item which i igly popular for the exterior of 








HOPE?’S tt: xanen winpows 


STEEL WINDOWS HAVE THE STRENGTH AND RIGIDITY THAT NO OTHER WINDOW CAN MATCH 


e's Roto Dy pe Ranch Windows ofter 


c advantage s 


reen roto Operators Open and close 








rs easily qui kly 





screens with bronze Wire mesh 


er be touched 


ler muntins are in pleasing propor 
! 





ines provide inequalled strength 





fir 


lazed with standard units of °° Ther 





nd‘ Twindow’’, eliuminating storm 


vith single panes of sheet or plate 


ors project outward at bottom; awn 


permits ventilation even in rainy 


Ho be’ Roto Ranch Windou shou n abou costs less than 500,00 


with worthwhile quantity discounts 


HOPE’S WINDOWS, INC., Jamestown, N. Y. 


THE FINEST BUILDINGS THROUGHOUT THE WORLD ARE FITTED WITH HOPE’S WINDOWS 


for Bulletin 145-SB for Full Information 
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ranch-type homes, in combination 
masonry. In addition 
of board and batten 


with cedar 
iding may be 
design, drop siding, or tongue-and- 
groove pattern 


Western 


eling looks best 


red cedar interio! pan- 
when left with the 
and the 


a coat of wax 


howling 
urface with 
Then it remains a warm 
and feel oft and silky to the 
touch. It 


of v 


natural prain 
rubbed 
andy red 
also can be given a coat 
h or shellac to produce a 
Washable urface Thi 


darkens the 


arnil 
durable 
treatment wood to a 
out depth 
Kithe 
all uni- 
that ex- 
continuity on the wall 


certain extent but bring 
t in the 


wood ha 


and contra prain 


way the an ove! 


form color and texture 


tends the 


of a mall room 


Cedar is used for porch decking 


flooring and ceiling where dura- 


bility 
requisite It 


and appearance are prime 


also i pecified for 


timbers in locations exposed to 


evere moisture condition 
erviceability 
and through 


red 


In addition to it 
in outdoor structure 
dwellings, We 


advantage in 


out tern ceda! 


is of genuine most 


construction jobs on the farm. The 


unusual durability of cedar fits it 
especially for nearly all farm 
building purposes and when it ha: 
finished task it still will be 
in good condition to start another 


one 


WAGE-HOUR LAW 


(Continued from page 56) 


idered separately 

The type of contracting done by re 
tail dealers usually is local in nature 
uch that the employees are not even 
ubject to the basic coverage pro 
visions of the Fair Labor Standard 
Act, ie. they are not engaged in 
interstate commerce. However, if 
the employees in the contracting part 
of the business go from state to 
tate ir, their work, or if they unload 
materials just received directly from 
other states, or load or handle ma 
terials intended for shipment to 
other states, they would be basically 
covered by the act 

Q. The volume of my contracting 
business is not large enough to be a 
separate operation. Does the fact that 
I run it all through my books as part 


be con 








SET CLIPS ON WATERPROOF RAISE 
FLOAT SPACING STRIPS WHEN 
FOR ANY WIDTH SLEEPERS PLACE 
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of my retail operation make any 
difference? 

A. There are really two facets to 
this answer. First the effect on 
your sales pattern. Where retail yard 
stocks are used by a dealer in his 
contracting work, such transfers will 
be considered in the same light as 
if sold to an outside contractor. They 
will be either wholesale or retail as 
the case may be under the resale and 
industry recognition tests 

Second some question has been 
raised to the status of construc- 
tion employees of an employer who 
operates a retail yard and also en- 
gages in contracting work 

It is likely that construction 
ployees under these circumstance: 
would not be considered as employed 
by the exempt retail establishment, 
and therefore would not qualify as 
exempt employees under Section 
13 (a) (2).Since they areemployed in 
the contracting phase of the business 
they would not be considered retail 
e mployees because building contrac- 
tors, according to Bulletin 779, are 
not engaged in the type of business 
which has recognized retail char- 
acteristics 

This does not mean, however, that 
local building construction employees 
are subject to the act. Such em- 
ployees with some exceptions are 
not within the basic coverage pro 
visions of the law because they are 
neither engaged in commerce nor 
in the production of goods for com- 
merce. 

Q. You seem to be referring to 
employees of my contracting depart- 
ment who are engaged in actual con- 
struction work. But how about my 
office employees who do work for 
both branches of the business? 

A. As a practical matter, in an 
operation such as yours (which is 
typical of most dealers who do this 
kind of business) contracting office 
work is normally minor and inciden 
tal as compared with retail office 
work. Further, little contracting work 
is under basic coverage, so we have 
urged that the administrator take 
the position that office work of a 
retail dealer doing contracting work 
should be considered as a combina- 
tion of retail exempt work and non- 
covered work, neither of which is 
under the act. This is in accordance 
with the division’s ruling which per- 
mits two types of exempt work to be 
combined for exemption purposes. 

This is one of the borderline situa- 
tions in which the facts might cast 
the die either way. If the construc- 
tion activity is substantial and for 
any reason is subject to the Wage 
Hour Law, office employees whose 
work directly relates to the construc 
tion part of the business (book-work 
or other office work) could be cover- 
ed. Conversely, if your construction 
work is not subject to the act, retail 
office employees should not lose 
exemption, merely because some of 
their work relates to the construction 


em- 
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activity. Until the courts have clari 
fied this situation, it must be consid 
ered an open question on which you 
will undoubtedly want to be guided 
by your attorneys’ advice 


Q. Speaking of contracting, I notice 
on this Exemption Check-List that 
we should enter the amount of our 
sales to contractors for “other than 
residential or farm construction, re- 
pair or maintenance” as “wholesale 
sales.” We have always considered 
sales to contractors building or re- 
pairing a church playroom, or a store 
front, or a filling station, or a barber 
shop, and things like that, as retail 
sales. Why do you now say we should 
classify them as wholesale sales? 

A. You are not the first deale: 
astounded to learn that the Wage 
Hour Division has reversed its for 
mer interpretation on this point. The 
reason we show such sales in the 
wholesale category is because the 
division has stated in its Interpreta 
tive Bulletin, Part 779, that they will 
be classed as wholesale sales for en 
forcement purposes. 

It is our opinion that this type of 
sale is for use and consumption, and 
we believe the administrator’s rul 
ing is wrong because such sales are 
recognized as retail in the industry 
We have pointed out to the division 
that their ruling is not based on cus 
tom and usage; industry recognition 
or former rulings and interpretation 

in fact, it is contrary to all of these 

However, until the courts rule on 
this question a dealer’s only alterna 
tives are (1) to follow the administra 
tor’s classification of such sales a: 
“wholesale,” or (2) to run the risk 
of violation and possible liability for 
wages if the administrator’s position 
ultimately is sustained in the court 
Here again is a point on which guid 
ance by your attorney is desirable 


Q. Suppose I sell building materials 
directly to the church, or department 
store, or the fire station for use in 
construction, repair or maintenance 
—how would you classify such sales? 

A. Such sales are for use and con 
sumption regardless of the type of 
consumer involved. Generally speak 
ing, sales of building materials made 
directly in the normal course of re 
tail trading to such consumers for 
their own use and consumption, 
whether the consumer be a private 
individual, a commercial establish 
ment, a public utility, a transporta 
tion company or a church, will be 
recognized as retail sales under the 
exemption 

It should be noted, however, that 
the administrator takes the position 
that sales for such use under some 
circumstances might not qualify 
under the industry retail recognition 
test, i.e. sales for use on large proj 
ects involving direct carload ship 
ments where the dealer merely pe! 
forms a “jobber” function. (If you 
have a substantial amount of such 
sales, you and your attorney may 
wish to review the discussion of thi 


point at page 
pendix B of tl 


tat 
pookiet 


Q. What about my sales to specu 
lative contractors or builders for resi 
dential construction? 

A. Such sal 
traditionally co! 
consumption in t! 
classed by lau 

A new section 3 
the Fair Labor Stan 
1949 amendment 

“3 (n) Resale 

the sale of goods t ised it 

dential or farm building con 

tion, repair Oo! 

vided, that the sale 

as a bona-fide 

dustry.’ 

This means that 
retail sales when the 
in the building mate: 

uch; i.e. the ire 
“industry recogn! 
to other classes of consume! 


iintenance 


Q. I am sure my sales patter: 
definitely establishes the fact that 
my yard qualifies under the 13 (a 
(2) exemption. Are all my employee 
exempt? 

A. The basic test unde 
exemption 1 the nature of 
establishment and not the 
the particula 
the establishment exem 
of its employee 
exclusively to 
establishment a1 
what they do 


er ploy ee 


Vhose 


Q. Suppose my operation is such 
that the establishment can not qua! 
fy for the retail exemption. Would 
any of my individual employees be 
exempt? 

A. Some of them may be al 
qualify under one of the 0 
“individual” or ‘“white-colla 
ployee exemptions, if they art 
ployed in an executive, admit 
tive, or profe 
local retailing capacity, or as al 
side salesman. The divi 
issued bulletins defining 
and listing the tests which m 
to qual 


ional capacit O 


met in each catego! 
exemption 

In determining the applicati 
these exemptions the work of 
employee must be ana 
dividual basis, It is the actual 


the responsib 


lyzed on 


performed and 
(and in the case of 
ministrative, and 

ployee the salar 
employee which determine 


he qualifies for exemption 


Q. All I have heard is that the new 
minimum wage is $1.00 per hour for 
non-exempt employees.I pay my em 
ployees on a salary basis. Have any 
minimums been established for sa! 
aried employees? 

A. Yes. For a 40 
the minimum fo! 
is now $40 a \ 
week The 
ruled that $86.67 
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$33 a month paid salaried em 
will meet the minimum cri 
lea 
It should be noted, however, that 
minimum does not satisfy the 
ertime requirements of the law. In 
eek in which an employee 
more than 40 hours, his requ 
hourly rate of pay must be com 
ted and he must be paid one and 
half times that rate for the over 
e work 


Q. I pay several of my employees a 
monthly salary and bonus which 
amounts to considerably more than 
that minimum. Doesn‘t that fact 
make them exempt? 

A. As stated in the preceding 
inswer, the fact that an employee 

ary 1s more than the minimum 

not relieve hi 
ing overtime. A _ salaried em 
oyee may be exempt as a “white 

lar” worker, but not because he i 

da salary alone. He must meet 
the rather strict requirements pre 

ribed for the white-collar exemp 
qT) 


employer from 


Q. I have a man in charge of my 
Hardware Department that | pay 
$400 a month, plus a bonus. He has 
two men working for him: does his 
own hiring and firing and does his 
own ordering and pricing. Would he 
qualify for one of these white-collar 
exemptions? 

\. This job description sounds like 
the man would qualify under the 
<ecutive exemption, He j paid 
ore than the $55.00 per week mini 

im; he hires and directs the work 
if two other employees; he exercise 
liscretionary powers in buying and 

ling and supervisory duties, There 
fore, he would be exempt if he meet 
the last test; namely, he does not 
devote more than 20% of his time to 

ork not directly essential to hi u 
pervisory, purchasing and elling 

ork 

A common mistake in applying 
these “white-collared” exemptions i 

) assume that the salary test alone 

controlling. This is erroneous. The 
Wage-Hour Division has insisted on 

ibstantial wave restitutions in nu 
erous cases because (despite high 


ilary) other tests were not met 


Q. I have two salesmen who are 
outside calling on the trade, selling 
builders and contractors on a straight 
commission basis. What would their 
status be? 

4. They 

ide salesman exemption unle 
pend more than 20% of thei 
in the office or elsewhere on 
not directly related to their 
ide sales work 


would qualify under the 


Q. I have several employees who 
do nothing but handle the sales at 
my retail counter. They wait on cus 
tomers who come in, and others who 
call up. They make out their own 
tickets, and do their own wrapping 
and weighing when necessary. They 
have a small pick-up truck, and they 
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GET WINDOWS WITH 
CALDWELL BALANCES?! 


The doctor probably can’t answer that one 
... but he does know that windows which 
are always falling or sticking are an exas- 
perating nuisance, And the maintenance 
crew knows how much extra time it takes 
to keep them in any semblance of working 
order... all reflected in high overall oper- 
ational costs which plague the adminis- 
trator every mouth, year after year. There 
is no practical substitute for the quality 
window with Caldwell Sash Balances. 


THE CALDWELL GUARANTEE 


All Caldwell Sash Balances are guaranteed to pro- 
vide positive lifting power for the lifetime of the 
building. Hacked by Caldwell's G&-yvear reputation for 
making quality products and standing behind them, 


CALDWELL SPIREX 
For Residential Windows. The 


spiral balance that can be adjusted 
easily and quickly, afler installation, 
for perfect balance, Operates 


smoothly and quietly 


CALDWELL HELIX 


For Commercial and Institutional 
Windows. The spiral balance spe- 
cifically designed for heavy sash 
Drastically cuts installation time 
with separate attaching arm and 
sinnple locking piece 


CALDWELL TAPE BALANCES 


bor Residential, Commercial, and 
Institutional Windows. Widest 
range of types and sizes of tape bal- 
i// with high quality 
aprings, high tensile 


ances made 
clock steel 


tapes and heavy gauge housing. 


For additional information or name of 
your Caldwell representative write to: 


CALDWELL MANUFACTURING COMPANY 
63-D Commercial Street, Rochester 14, N. Y, 


SASH BALANCES 
ROCHESTER, N.Y. © JACKSON, MISS. 





take turns delivering locally some of 
their retail orders. Where do they 
stand under this Wage-Hour Law? 

A. They would also be 
from the minimum wage and over 
time provisions of the Wage-Hour 
Law under the same “white-collar” 
exemptions, They would qualify a 
employees in a “local retailing ca 
pacity.” This would be true even 
though the yard itself did not quali 
fy as a “retail establishment” under 
Section 13 (a) (2). 


exempt 


Q. My yard definitely qualifies as a 
retail establishment under the Sec- 
tion 13 (a) (2) exemption. Is there 
any special form of records I have 
to keep? 

A. The regulations do not prescribe 
any set form in which records must 
be kept. If your employees are total 
ly exempt from the minimum wage 
and overtime provisions, the only in 
formation you are required to keep 
concerning each employee i 

1. Name in full as it appears on 
Social Security records 

2. Home address 

3. Employee’s occupation 

4. Date of birth if under 19 

5. Place or places where the work 
er is employed 

In view of the fact that 
exemption under Section 13 (a) (2) 
you will, of course, need to have 


you claim 


figures on your sales volume and 
tickets or invoices which show the 
breakdown by type of transaction 
(i.e. wholesale or retail). It is, of 
course, possible to classify all sale 
In the usual operation, however, it 
is unnecessary to classify all sales 
Since there are relatively few 
“wholesale” sales (as described in the 
Status Booklet Check-List) many 
dealers find it convenient just to keep 
a running record of such sales. The 
total volume of such wholesale sale 
can not exceed 25% of total sales of 
the establishment for the period in 
question 


Q. Suppose I consider my opera- 
tion to be covered, what then? 

A. There is much more involved 
in full compliance, when this is 
necessary because the establishment 
is under statutory coverage. It i 
for this reason that all dealers should 
analyze their sales pattern 

The fact that a dealer i 
tarily complying with some of the 
requirements of the act does not lose 
him the right to claim the retail 
exemption, should he ever run into 
a result of a compliance 


volun 


trouble as 
check 

An establishment that i 
subject to the law, because it can 
not qualify for the exemption, must 
keep much more elaborate record 
and follow complicated formulas for 
determining regular rates of pay, and 
computing the proper overtime due 
each employee 

An exempt dealer’s ready ability 
to prove his qualification for exemp 
tion could prevent a lot of detailed 
examination of time and payroll rec 


actually 


ords, and in some instances might 
even avoid unwarranted claims for 
overtime and other penalties against 
him, 

Q. I have always paid more than 
the minimum wage rate just to be 
on the safe side, although I think my 
operation is exempt. Isn‘t that all 
right? 

A. As I have previously explained, 
an exempt dealer can, of course, com- 
ply with any or all of the statutory 
provisions on a voluntary basis with- 
out waiving the right to claim 
exemption if occasion arises. How- 
ever, the dealer who is legally sub- 
ject to the act faces an entirely diff- 
erent problem he must comply 
strictly with the many substantive 
and technical requirements of the 
law, regulations, and interpretations. 

Q. I have never carefully analyzed 
the sales of my yard and have pretty 
much assumed that the yard is 
exempt. Isn’t there time enough to 
correct the situation if a Wage-Hour 
inspector finds I am subject to the 
act? 

A. It is too late then. Overtime 
and other wage liability is retroac- 
tive for two years and can be dou- 
bled as a penalty. A short time ago 
a medium-sized dealer paid wage 
restitutions of approximately $25,000 
because of a mistaken view that he 
was exempt 

The questions of coverage or 
exemption for all yards and of com- 
pliance for non-exempt yards are 
essentially legal problems and a mis- 
take or error of judgment can be 
most costly. Therefore, in any bor- 
derline situations we strongly rec- 
ommend that dealers consult their 
legal counsel in resolving these basic 
questions 


O’Melia Heads SPA 
Trade Promotion Plans 


T. H. O’Melia, vice-president of 
the Scotch Lumber Co. in Fulton, 
Ala., has been elected to the newly 
created Southern Pine Assn. office of 
“vice-president for trade promotion.” 

In making this announcement 
President Leon Clancy said: “With 
trade promotion as the dominant 
feature of the SPA program, our 
board of directors felt that the head 
of this important division of our 
work should be an elected officer and 
carry the title of vice-president in 
tead of chairman, although the 
functions are similar.” 

O’Melia succeeds Latane Temple, 
who has headed the SPA Trade Pro 
motion Committee since 1954. He has 
served as a member of this com 
several years and as 
immediate past chairman of the 
Association’s Transportation Com- 
mittee. O’Melia is also active in the 
Regional Quality Program in the 
Mobile, Ala. area 


mittee for 
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eld. He will discuss “The Sixth 

WHOLESALER NmMEWW* ictor in American Business.” He i 

ector of public relations for the 

National Life Insurance Co. of Bir- 
gham, Ala 

rofessional consultants to the 

‘ ithern Sash and Door Jobber 

Jobbers to Discuss Fenny Se0- og ! Assn. will make short talks and 


° ° Jobbers who will discu io wer questions at the Tuesday 
Materials Handling ing of delivery se aernge iad ning membership meeting. These 
pared to owning it will be B. W include W. T. Rook, Memphis 

easyer, ne — — pastor por ai reight Bureau assistant commi 
Co.; Carter Wood, Maynard Sash & ner; P. K. Seidman, certified pub 


business “know-how” with others 
attending the 2lst annual meeting Door Co., — ¥ “ es a accountant, and Charles P. Cobb, 
lller Work ( 


of the Southern Sash and Door Job- L. Miller, a gis gil tate cist oi ttorney 
bers Assn. at the Hotel Peabody in Charlotte, N. ¢ President James M. Green Jr. 
Memphis, Tenn., Monday, June 11, Speakers at the Monday morni ce-President David P. Steves, and 
in panel discussions of millwork open business st mn will includ ecretary-Treasurer Thomas Birch 
catalogs, delivery equipment (leas- Gerald T. Owens, Edward F. Lor field will make their annual report: 
ing and owning), and car unloading notti, and W. E. Difford Memp! Tuesday. Green heads the Palmetto 
and materials handling sales consultant, Owens will exp! ish and Door Co, in Orangeburg, 
Members of the panel on millwork the “Proper Selection and Traini: ; C., Steves is president of Steve 
catalogs will be J. Reese Jones Jr., of Salesmen.” Wholesale, Inc., San Angelo, Tex 
Victoria Sash & Door Co., Shreve Senior vice-president of the Un New directors and officers will be 
port, La.; Harold McNabb, Wm Planters National Bank of Memph elected at this meeting 
Cameron & Co., Wholesale, Waco, Longinotti will speak on “What the \fter meetings of the board of di 
Tex.; and Tom L. Vincent, Bin Home Modernization Program (OHI ectors and committees Sunday aft- 
swanger & Co., Inc., Macon, Ga Means to the Building Industry ernoon, the jobbers and suppliers 
Pres sident Green Jr. will moderate Difford, managing director of the vill attend an “Early Bird” cocktail 
all three panel discussions Douglas Fir Plywood Assn., Tacon party. Another will be held Monday 
Jobbers participating in the panel Wash., will report on expansion pla evening before the buffet dinner and 
discussion of car unloading and ma in the fir plywood industry and t ntertainment, followed by dancing 
terials handling will be C. S. Fors $500,000 fir plywood immer sal the Plantation Roof 
berg Jr., Building Supplies Corp., promotion that features th [he visiting ladies will have a 
Norfolk, Va.; R. C. Slack, A. H your lumber dealer” theme incheon Monday and a coffee party 
Ramsey and Sons, Inc., Miami, Fla.; The speaker at the men’s luncheor luesday morning. The men will have 
and J. W. Zuber, Zuber Lumber Co., Monday will be Dr. James L. Brak: eparate luncheons both day 





Nine members will share their 








Make the MOST of 
eas =~, Your Market's interest in 


’ <“azy BARBECUE 


We are prepared to 
supply your requirements 
right through the year 


~ Majestic ie 
metal units 4 
A REAL Money-Maker. Get your share of Barbe- ; q PONDEROSA FONE ° SUH Cum 
DOUGLAS FIR + WHITE FIR 
NCENSE CEDAR 


Mouldings and Interior Trim 

mer who plans to have a fancy ™) H jambs « Frames ¢ Incense Cedar 

’ Venetian Blind Slats « Glued-up Panels | 
t Stock « Box Shook 


OUR SPECIALTY « MIXED CARS TO THE TRADE 


cue Fireplace Sales. With Majestic Metal Units you have 
what’s wanted by the “Do-it-yourself” buyer or the custo- 


job built. Permits any design. 
Eliminates guess work, Durable. 
Cast-iron grates adjustable for 
both wood or charcoal. A good Mf ee te oy 
| ‘ f ad - The Ralph tL. ae 
selection of models and prices. we rons’ 
wy /> Y) Y, ety thy. 

See your jobber, or 4 y Ss AS Y H . 


write foday for facts ; Lumber Company 
— plus fireplace /, l 
—_ and ideas. 

Mills at Anderson, Red Biuff, 


= Co., Inc. 4 Castella & Wildwood, California 





396-C Erie Street, Huntington, indiana Sales Office at Anderson, California 
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Classified Advertising 


Terms — Cash With Order 





Minimum Charge $5.00 


KATES 
8.10 per word for each insertion. 
Add $1.50 per insertion for blind ads bearing 
box number. Replies provided without addi- 
tional charge. 
All ads for classified section must be in publica- 
tion office on the 18th day of month preceding 
date of publication, 
Advertisements are set in aniform type of this 
size. No euts or special borders allowed, Mail 
ad copy te: 
SOUTHERN BUILDING SUPPLIES 
806 Peachtree St., NE 
Atlanta 6, Georgie 





MANUFACTURERS’ REPRESENTATIVES 
WANTED 





EXCLUSIVE TERRITORY now open for Builders 
Supply and Tool Salesmen interested in building 
a profitable sideline. Low cost, dependable liquid 
level, essential on every job for builders, ecar- 
penters, masons, plumbers, ete, Market tested five 
years, Very litthe competition. Write today for 
details, HYDRKOLEVEL, 929 DeSoto Ave., Ocean 
Springs, Mississippi 





REPRESENTATIVES WANTED 





DYNAMIC REPRESENTATIVES FOR EACH 
SOUTHEASTERN STATE WANTED IMMEDIATE. 
LY BY FLORIDA'S OLDEST MANUFACTURER 
OF TUB/SHOWER ENCLOSURES AND SLIDING 
GLASS PATIO DOORS. ONE MAN PER STATE 
PREFERABLY, FOR FULL PROTECTION, OUT- 
LINE PRESENT LINES AND AREA COVERED 
WRITE AIRMAIL: MODERN SHOWER DOOK 
COMPANY——2515 N.W. 75TH STREET, MIAMI 
47, FLORIDA 





Aguressive representative calling on hardware and 
building supply trade wanted by leading manu- 
facturer of louvers and ventilators for residential 
and commercial construction. Cemplete line, 
competitively priced, We protect representatives 
100%, Please indicate present lines and territory 
covered, Reply to LESLIE WELDING COMPANY, 
INC ——2945 Carroll Avenue, Chicago 12, Hlinots. 








RASM CAOGA Expands 
Membership, Services 


RASM CAOGA is now SMERO 
HACCA 

The Roofing and Sheet Metal Con 
tractors Assn. of Georgia, which has 
long been referred to affectionately 
by its members as “Rasm Caoga,” 
has expanded its functions and mem 
bership to include heating and air 
conditioning contractors 

The new group, called Sheet 
Metal Roofing Heating Air 
Conditioning Contractors Assn., has 
become “Smero Hacco.” At a recent 
meeting the original group voted to 
expand its membership and with 
such expansion promote a Southeast 
Trade Exposition 

The expanded program calls for 
greater travel by the secretary, B. L 
Noblitt; counselor services in the 
fields of taxes, laws, and insurance; 
portfolio of standard business forms 
for contractor members; educational 
program, and higher member dues 


STRICTLY 
WHOLESALE 





JOPLIN, MO.: The A. Y. McDonald 
Manufacturing Co. has appointed Ed 
mund Speck as manager of its newly 
created building material division 


HOUSTON, TEX.: M. H. (Mike) 
Waterman and William J. Aubertin 
have established Contemporary Prod- 
ucts, Inc. They will distribute alu 
minum sliding glass door hollow 
metal doors, steel door frames, and 
aluminum residential and commer! 
cial windows. 


EL PASO, TEX.: Walter Frank i: 
new assistant sales manager of the 
Atlas Building Products Co. Atla: 
makes and distributes cinder block, 
Hueco stone and brick, Sakrete ce 
ment mix, and related product 


GREENSBORO, N. C.: The Green 
boro Chamber of Commerce recently 
honored the South Atlantic Lumber 
Co., for the firm’s half century of 
service to the community. Speaker 
for the banquet held in the firm’s 
honor was A. Boyd Campbell, presi 
dent of the Chamber of Commerce 
of the United States 


WASHINGTON, D. C.: The S, L. 
Cooper Co., which also has branche 
in Radford and Richmond, Va., ha 
been appointed representative for 
the materials-handling equipment 
made by the Yale and Towne Manu 
facturing Co. The manufacturer ha 
established Virginia as a separate 
sales and service territory 


TOLEDO, OHIO: The L.O.F. Gla: 
Fibers Co. has appointed 
new Southern and Southwestern dis 
tributors for its home insulation 
They include the Standard Supply 
and Distributing Co., Inc., Dallas, 
Tex.; Mehaffy Burmeister, St. Louis, 
Mo.; Hyde Sales Co., New Orleans. 


ASHEVILLE, N. C.: John B. Veach 
Jr., who has been with the Hard- 
wood Corp. of America for five years, 
has moved to the Asheville office 
to become sales manager of the 
wholesale division. He replaced 
W. D. Platter, who resigned 


ASHEVILLE, N. C.: The H. C. 
Kopcke Lumber Co., Atlanta, Ga., 
has opened an office in Asheville 
It is under the supervision of W. D 
(Bill) Platter 


WISCONSIN RAPIDS, WIS.: The 
Consoweld Corp, has added several 
new distributor outlets for its plastic 
laminate products. Colp Wholesale, 
which added the Consoweld line to 
its Fullerton, Ky., branch and terri 
tory several months ago, now dis 
tributes it from another branch out 
let in Jackson, Miss. Other firms 
that have taken on Consoweld panels 
are the Jacobi Hardware Co., Wi! 


everal 


mington, N. C.; Wholesale Builders 
Supply, Winter Haven, Fla. and 
Linoleum Distributors, Richmond, 
Va. 


TAMPA, FLA.: The Dixie Ply- 
wood Co. held “open house” April 
29 to display to local builders, archi- 
tects, and prospective home-owners 
its stock of cypress, walnut, maple, 
birch, madeira, oak, knotty pine, and 
other plywoods and paneling. 


Asphalt, Steel Lines 
Aired at NBMDA Meet 


Approximately 400 persons attend- 
ed the national spring meeting of the 
National Building Material Distribu 
tors Assn, at the Chase Hotel, St 
Louis, Mo., April 29 May 1. This 
was 30 per cent greater than attend 
ance in May ’55. 

Featured speakers included Ed- 
ward §S. Hartman, vice-president, 
National Tax Equality Assn., Chi 
cago, who talked on “Current Wash- 
ington Trends in Co-op Taxation,” 
and Don Moore, assistant director of 
OHI, who spoke on “Operation Home 
Improvement.” 

The major portion of the afternoon 
ession was spent on a panel dis 
cussion, “The Roofing Industry and 
the Distributor,” moderated by C. A. 
Haag, president of NBMDA, Panel- 
ists included C. B. Hausmann, 
Jarrett Division-Allied Chemical & 
Dye Corp.; E J. O’Leary, Ruberoid 
Company; and Rogers Weed Jr., Bird 
& Son, Inc. 

Frank C. Hepler, Gardner Adver- 
tising Co. of New York, reviewed the 
place of national advertising at the 
wholesale building material distrib 
utor’s level 

Ken Milliken, executive’ vice 
president of the Southwestern Lum- 
bermen’s Assn., talked on “Prefabri- 
cation—Who’s Left on Third?” 

A panel discussion on “Steel 
Products—Is The Distributor Neces- 
sary?” was moderated by J. T 
Theby of Lensing Wholesale, Inc., 
Evansville, Ind. 

The factory panelists included 
Fred L. Rupp, Granite City Steel 
Co.; W. Getz, Keystone Steel & Wire 
Co.; and C. T. Gilchrist, American 
Steel & Wire Division, U. S. Steel 
Corp 

At the luncheon on April 30, 
awards were presented by the 
NBMDA to the Armstrong Cork Co 
of Lancaster, Pa. and the Evans 
Products Co. of Plymouth, Mich., 
for their “outstanding contribution 
in national advertising on behalf of 
the national building material dis- 
tributor.” Receiving the plaque, for 
Armstrong was J. V. Jones, general 
sales manager, Building Products 
Division, Vice - President, W. J 
Ritchie, accepted the award for the 
Evans Products Co. 
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‘Creative Sales Approach’ Stressed at NPDA Meeting 


“IF I WERE a jobber, I would learn leadership in the 
everything about training salesmen,” that “the salesme: 
W. E. Difford, managing director of doing and more 
the Douglas Fir Plywood Assn., de- amazed at the 
clared in a panel discussion at the they get from 
14th annual convention of the Na- creative selling 
tional Plywood Distributors Assn On anothe! 
The meeting was held May 15-18 and distributor 


in Colorado Springs problem ideas. Moderated | 


During the panel discussion, which G. Riecke, Tula 
covered ways to maintain profits in ber Co., New O1 
the jobbing business and to increase covered nine 
sales, Rosecrans Baldwin of Arthur These were 
Young and Co. pointed out methods standardization of 
for using figures in NPDA’s annual wood grades; (2) f 
financial survey as a yardstick for changing fir plyw« 
measuring a company’s operations per cent to an ¢ 

Other cost aspects of jobbing were a mutual progran 
discussed by Leonard Miller, Omaha, in transit; (4) steel 
Nebraska, who outlined a simplified wood; (5) jobber fe 
ystem of inventory control. William has been slippin 
F. Gouline, Baltimore, Md., described ably, due to rav 
machine accounting to control paper, but that closer aj 
and M. L. McCreery, Jackson, Mich., eems to be nec 
detailed delivery costs of truck oper tion from substitu 
ations. Don L. Davis Jr. covered sale: tive materials; (7) 
promotion and advertising for greater variet 

In outlining important methods of portance of buyi 
election of sales personnel, Stewart sales and merchan 


W. White, Georgia Pacific Plywood, a successful warehot 
Olympia, Wash., said that a “creative (9) serious lack of 
sales approach” makes it possible within organization 
plier 


for industri« to grow and maintain custome! and suf 


xter 


Hare 


i@an 


In another talk on the value of 
vell-trained salesmen, Fred Smales, 
S. Plywood Corp., Los Angeles, 
tressed a good compensation plan 
harle E. Close and Richard D 
Behm, Hardwood Plywood Institute, 
ointed out neglected opportunities 

itu more sales 
Lou \ highlight of the banquet was 
iwood Lu the election of Charles E. Devlin to 
pa the Plywood Scroll of Honor, the 


the 


point ndustry’s highest award. He is man 


ade 
} 
nal 


ictol 


oO rer 


trap 


ellng 
pern 


mate! 


irabil ing director of NPDA 
rdwood | Earl G. Thuresson, Associated 
involved Door and Plywood Co., Chicago, was 


od production 10 elevated to the presidency 


glueline Albert Hersh, Industrial Plywood 
luce damage Inc . heroes Long Island 
ping of } eas is first vice-president, and 
that qualit ire) “A Wi: atheins , Gulf States Ply 


aps una 1 ood Co., Jacksonville, Fla., is sec 


i Ipt d vice pres ident 


pearance raa \dded to the board of director 


le a 


conti 


! 
l 


{ising 


a 


6) compet ere Fred Smales, U. S. Plywood 
nda compet rp Lo Angeles: John Goetz 
nuin ne \tlas Plywood Corp., Trenton, N. J.; 
VA. &) [heodore Merrill, Interstate Lum 


ympared t ermen'’s Supply Co., Newark, N. J 


ck K. Fiddes, Fiddes-Moore and 
Franklin Park, Ill.; Ben John 


communicati Gulf States Plywood Co., New 


ell a t rleans, and Dean Trumbo, M 
lrumbo, Inc., Portland 














What's New with You? 


This regional merchandising magazine is not 
only FOR YOU but we want more of it to be 
ABOUT YOU! It’s dedicated to keeping build- 
ing material merchants in the South and 
Southwest informed as to the latest and best 
merchandising and operating methods. It also 
publishes significant news concerning indi- 


vidual dealers. 


Whenever your firm is changing key per- 
sonnel, expanding its plant, adding new lines, 
you’ve got some news for other dealers and 
suppliers for this magazine. Send the facts to 
us, 80 we can publish them in DEALERS IN 
THE NEWS or other appropriate columns. 


Read the news in SOUTHERN 
BUILDING SUPPLIES first! 
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Send for Bulletin Builder's Special X 
Cat. 2540 


GRIFFIN* 


“since 1899” 
MANUFACTURING CO. ERIE, PA. 
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PARDON 


... we're Hobbs Wall Redwood! 


We're right from the Redwood 
country—right for size, grade 
and price. We have to be. Hobbs 

Wall has stood for the best in 


Redwood for over 90 years 


And still does 


Call, write or wire for prompt 


HOBBS WALL 
LUMBER CO. 


a 


405 Montgomery St., San Francisco 
GArtield 1.7752 « Teletype SF-761 


Hobbs Wall is Exclusive Distributor for 


WILLITS REDWOOD PRODUCTS CO. 
A CRA Mill 





SPECIAL WAYS 


(Continued from page 51) 


our customers for use at local fairs, 
home shows, and expositions. We 
transport the displays in our fleet 
of trucks, help the dealer set up 
and tear down the display, and ou 
sales representatives work with 
the customer’s personne] the first 
day or night of the show so that 
they become completely familiar 
with the sales features and prices 
of each item shown in the display. 

Our dealer customers always 
have their own company name 
shown over the display and usually 
it is the outstanding exhibit at 
their festival. Former President 
Harry Truman visited our cabinet 
display in Caruthersville, Mo., 
where the Rhodes Lumber Co., 
Hayti, Missouri, was using it 

We offer advertising carpenter 
aprons and red traffic flags at our 
cost to the dealers. We _ benefit 
with our trade-name ‘“Cenwood 
Millwork” on each apron. How- 
ever, the dealer benefits in that 
he saves at least 20 per cent on 
his apron costs and also has his 
ales message imprinted thereon 

We work with all of our manu- 
facturing suppliers as well as all 
trade associations (such as the 
Douglas Fir Plywood As 
and Ponderosa Pine Woodwork) 
to get their displays, signs, enve- 
newspaper ad 


sociation 


lope enclosures, 
mats, radio spot announcements, 
TV films and movie trailers used 
Manufacturers spend millions an- 
nually to motivate consumers to 
buy. There are national 
promotions throughout the year 
and we try to get our customers 
to tie in with the best of these 
campaigns. 

At present we are urging deal- 
ers to send $5.00 to the Saturday 
Evening Post for their monthly 
merchandising program on Opera- 
tion Home Improvement. We are 
also encouraging dealers to be- 
come “official” contest headquar- 
ters for the Better Homes & Gar- 
dens $25,000 home improvement 
contest 

If our dealers want a full-size 
window units, doors, 
specialty ply- 


many 


sample of 
kitchen cabinets, 
woods, etc., we charge the dealer 
for the display but give him a 
discount of 5 per cent on his pur- 
chases of that particular product 
until he is reimbursed for his dis- 
play. We allow the dealer one year 
within which to recover the cost 


We have held dealer sales con- 
tests on various products and of- 
fered outstanding prizes. During 
the three-month period of our 1955 
dealer contest, modern window- 
trim sales increased 30 per cent, 
window-frame sales 50 per cent, 
and inside door-frame sales 85 per 
cent over the 1954 period 

Central Woodwork’s prosperity 
depends on the volume of sales 
in the retail lumber yards which 
we serve. We try to sell the dealer 
on the advantage of good house- 
keeping; keeping the store, the 
windows, the showcases, etc., spot- 
lessly clean; having good, adequate 
light; dispensing with clutter char- 
acteristic of some types of dis- 
plays; grouping “companion items” 
in an effort to make two sales 
grow where only one grew before; 
pricing every item on _ display 
Keeping the store in A-1 condi- 
tion is one of the best ways by 
which the dealer can meet his 
competition 

Our promotional efforts 
been paying dividends. They have 
helped build dealer sales because 
our sales to them continue to grow! 


have 


MILL WHOLESALER 


(Continued from page 50) 


ucts will be available, and at what 
dates. By knowing in advance of 
these visits about what our cus- 
tomers will want, we can make 
valuable on-the-spot checks as to 
how we can fill their orders. 

Many of our customers now 
specify mills when they order, so 
here again the personal visits to 
the mills pay off. 

Of course we talk to the mills 
daily by phone and we use the tele- 
type and regular Western Union 
service. But such mediums can not 
substitute for personal contact 

Because of our coordination with 
the mills we have been able to 
develop business for a full quarter 
requirements for 
shipments 
service fo! 


of a customer’s 
definitely scheduled 
This obviously is a 
both mill and retailer or the large 
industrial plant 
Another factor that 
the necessity of close contact 1: 
the growing number of specialized 
lumber items. We have built up 
considerable volume on _ standard 
items by keeping in touch suffi- 
ciently to give prompt service on 


increases 


special orders 
Most retailers today are aware 
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LOXPR AME 
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frame screens 
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pening 
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SLIDING DOOR AND 
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LOXCREEN 
PRODUCTS 


HARDWARE FOR 
PASSAGEWAY DOORS 


Double, factory-lubricated 
ball bearing nylon wheels 

for lifetime free-rolling action 
Top-mounting — hangers 
adjustable without wrenches 
Home buyers like Glide 
Master's silent, fingertip 
action! 


+ 


HARDWARE FOR 
WARDROBE DOORS 


Available in both top-mount 
and side-mount models 
Roll formed, V-bottom track 
Adjustable hangers. Ball 
bearing nylon wheels. Hang 
any door in minutes! 





The famous frameless screens with 


ECONOMY 
the patented spring latch thot pulls 


HARDWARE we 
for WARDROBES 
down and across at the same time, 


icf 
Budget-priced but equal in [ A yX . Ay y \ grips all sides of the window trame 
quality to most hardware A y i Lifetime ail aluminum construction 
that costs far more! Solid nylon ung from inside in tess than 5 


wheels. Adjustable hangers j i minutes 
eels. Adjustable hangers aluminum tension screens 
Roll formed track. Installs | 
only 11 minutes! 








See this Glide-Master display at your dealer's 
Your dealer has a complete 
supply of Glide-Master packaged 

kits and bulk hardware 


write for free catalog to: 


ARTHUR COX & SONS 


INCORPORATED 





\¥ 
70 NO. SYCAMORE + PASADENA, CALIF. l A y, TR | Vi Re 


The LOXCREEN COMPANY, Inc. P. O. Box 5133, Columbia, S$. C 
P. O. Box 247, Chamblee, Ga 2120 Irving Bivd., Dalles 2, Texas 
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“AND ON THE METAL 


ZEGERS 
CQliwawewl 
HELPS YOU 
MAKE SALES! 


From start tofinish...from display 
helps, window stickers and equip 
ment identification to ads in na- 
tional home magazines, Zegers has 
YOU in mind. Zegers tells dealers, 
builders and prospective home 
buyers to “look for the name on 
the window"... assurance of high 
est quality! It's a sales feature that 
helps sell homes. Write today for 
the complete story on this power- 
ful promotion plus information on 
Zegers Dura-seal Combination Met- 
al Weatherstrip & Sash Balance. 


! 
ZEGERS, Incorporated 4, 
t 
, 


t 8098 south Chicago Avenue 
f Chicago 17, tilinois 





that they do not have to carry 
the large inventories they once 
did. They know they can order 
lumber and expect prompt deliv- 
ery, thus keeping wholesalers on 
their toes 

Wholesalers render mills a serv- 
ice in regard to credit. Having a 
number of salesmen constantly in 
personal touch with lumber deal- 
ers and industrial plants over a 
wide area, a wholesaler is in posi- 
tion to observe the trends from 
a credit standpoint to a somewhat 
better advantage than most mills. 
This especially is true in the 
Southern and Eastern territories 
when West Coast manufacturers 
are shipping an increasing amount 
of lumber into these areas. Thi 
ervice to the mills is worth con 
iderable in preventing losses that 
occur when the service of the 
wholesaler is not used 

We do not rely solely on the 
credit-reporting agencies for our 
credit information, but use them 
chiefly as a guide, for frequently 
such reports are not up to date 
Our salesmen in the area make 
go to the 
a problem 


inquiries and sometim« 
customer personally if 
arise 

We find that the customer wil! 
talk more freely with our sale; 
men than he will with credit 
reporters. On especially large or 
ders, we get special reports, unless 
the customer’s record is known 
to be favorable 

The wholesaler often is in posi 
tion to extend extra credit to the 
retailer, whereas the mills require 
discount terms of all 

Most wholesalers use the serv 
ices of traffic experts in routing 
orders. Among other advantage: 
this facilitates collection of claims 
for overcharges. Experience will 
show what railroad can give the 
best and fastest service from a 
particular mill 

There is much shipping today 
by truck, but most retailers, we 
find, prefer shipment by rail un 
less they’re in a hurry. Trucks are 
faster for small orders but must 
be unloaded upon arrival, whereas 
the retailer generally has two or 
three days to unload freight cars 

The lumber wholesaler must be 
a salesman for the entire industry 
With more and more new building 
materials on the market, he must 
constantly urge the retailer to 
stress to his customers the advan 
tages of lumber. And the whole- 
saler should promptly introduce 
to the retailer the specialized lum 
ber products as they become avail 
able 


It goes without saying (but let’s 
say it again): 

The wholesaler can keep the 
confidence of the retailer by sell- 
ing only to him and to large in- 
dustrial plants, his legitimate cus- 
tomers. 

Of all the functions for whole- 
saler in the lumber business, the 
most important is to know the lum- 
ber mills and create demand for 
their products on a_ consistent 
quality and service basis. 


WHOLESALER EXPECTS 
(Continued from page 46) 


chandise bought elsewhere, just 
because friend jobber is a “good 
Joe” and will give credit for mer- 
chandise never sold by his firm. 

The wholesaler expects the deal- 
er to be fair in talking prices and 
not ask the jobber to meet fictitious 
low prices or intimate that a cer- 
tain competitor has a lower price 
when he (the dealer) knows the 
price was quoted him months be- 
fore, if ever. 

Any dealer is a better merchant 
and salesman when he keeps up- 
to-date the catalogs furnished by 
the jobbers and makes intel- 
ligent use of material contained 
in these catalogs. 

The jobber feels he is a working 
partner of the dealer and asks 
his cooperation in seeing his sales- 
men as promptly as possible and 
accepting his help in merchandis- 
ing, selling special items, and going 
with him (not sending him alone) 
to see customers. 

Every dealer should be glad to 
have his salesmen and employees 
learn about new products and 
techniques from the jobber sales- 
man. He should take advantage 
of the product literature, displays, 
and advertising aids that the job- 
ber salesman offers in behalf of 
manufacturers. 

When convenient, jobbers wel- 
come visits from dealers and their 
sales personnel at their ware- 
houses. Such visits permit the 
dealer to see the variety and quan- 
tities of stocks maintained by the 
jobber, and how he is organized 
to handle an order efficiency. 

A jobber is no farther from 
his dealer customers than _ his 
salesman on periodic calls or 
the telephone. It’s his business and 
pleasure to channel building sup- 
plies promptly and economically 
from manufacturer to dealer. 


110 JUNE, 1956... Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





the most versatile 


JOIST HANGERS 


ever developed — 


Teco IiplLbrip Framing Anchors 


ELIMINATE heavy strap hangers, 
notching, shimming, toenailing. 


One size fits joists from 2” x4” to 2” x12” 
STOCK ONE SIZE ONLY! 
Write today for DEALER ARRANGEMENT 


TIMBER ENGINEERING COMPANY 
Dept. 56-J 


1319 18th Street, N.W., Washington 6, D. C. 








-Line 
Fit ’n’ Finish 


MOVEABLE —- INTERIOR 


SHUTTERS 


e FAST SELLING e HIGH PROFITS 
NO LARGE INVENTORY! 


The big demand for Interior Shatters can mean 
NEW PROFITS for you! Shutter panels can be 
carried in stock for immediate delivery to your 
trade. Sales display and ad material available. 


@ Dealers Send 
For Information 
Price list, panel 
selector chart and 
complete informa- 
tion available. 


e EASY TO INSTALL 


Shutter Panels come assembled 
and sanded, ready to be fitted 
and painted or stained, Easy-to- 
follow installation instructions 








provided. 
See us at the Lumberman's Con- 


vention, San Antonio, April 15- 
16-17. Space 177 E. Concourse. 


Fhe Sam A. Wine Company, Zxc. 
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Now Bigger Sales with 
SISALKRAFT 


WAPORSTD? 


+-Resistant Vapor Barrier 
for Dry Floors! 


treated, Sisalkraft VAPORSTOP 
concrete slabs and as a 
ces. Profit now 


reenforced 


Fungiciade 
is used nader 
ground cover for crawl spa 
by selling the longest-lived, 


— 
waterproof paper on the market: 





——s wr py ey 


Meets FHA and VA 
Minimum Property Requirements 


Sisalkraft men have been calling on your cus- 
tomers hammering home the advantages of Sisal- 
kraft VAPORSTOP in performance, easy handling 
and low cost for homes, farms, all construction 
where dry floors are a must. It’s as tough and de- 
lkraft. We're telling the story with 

folders, other literature. Avail- 


pendable a 
hard-hittin i 
able in roll ft. wide 


Other Quality Products in the SISALKRAFT Line 
ORANGE LABEL SISAL- 
KRAFT Toug t pur ing 


pose waterpr building 
SISALKRAFT MOISTOP 

New permanent vapor 
barrier, Polyethylene backed, 


proofing and concealed flash 


paper made 


SISALATION 
reflective insulat reenforced impregnated kraft, 
barrier 
SISALITE Polyethylene 
COPPER ARMORED SISAL- film for protecting materials, 


KRAFT a pure 


t water transparent 


closing-in, etc. Rip-resistant, 


copper for per 


STOCK AND SELL COMME, 
SES re AE F 


PRODUCTS 








American 
SISALKRAFT 
Corporation 
New York 17 


ws f 
mco J 


Chicago 4 
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MODERN BUILDING! 











ALUMINUM 
LOUVERS 


Adequate ventilation is absolutely essential in modern building. 








Jumbo Aluminum Louvers are the choice of particular builders 
because they are designed to provide maximum ventilation, 
they are built of quality materials, they're easy to install and 
moderately priced. Jumbo Aluminum Louvers are ideal for use 
with attic fans in homes, apartments or multiple dwellings. Com 
pletely installed they cost less per square foot than the building 


materials they replace! 


LOOK at these Quality Features! 


@ Attractive and Efficient FHA Accepted Design gives maximum 


ventilation and weather protection 
Heavy Gauge All Aluminum Construction— will not rust or rot, 


no stains or replacement problems 
Each Louver Unit supplied with 8 mesh screen. 


Available completely assembled for easy installation or 


knocked-down for on-the-job assembly 
Nine Models Available giving up to 780 sq. inches of free 
area--6, 8 or 10 foot widths to fit 4, 5 or 6 inch per foot 


roof pitches 


Jumbo Aluminum Louvers are Tailor-Made for Modern Building. 
If your jobber can't supply you, write for complete information 
on the Lo-Man-Co Line of Ventilating Products 


LOUVER MANUFACTURING 
& SUPPLY COMPANY 


3603-SB Wooddale Avenue + Minneapolis, Minn. 
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PLENTY 
OF 


LL/ Slide open the door to jackpot profits 


GET YOUR 
SHARE OF 
THESE 

BOOMING 


with LUMIDOR KD Aluminum 

Sliding Doors. 24 stock sizes, instant 

assembly, weatherproof construction 
plus unbeatable price make this 
1955's outstanding profit package! 

CHECK THESE EXCLUSIVE FEATURES: 

e Specially extruded heavy gauge 
aluminum gives Top Header added 
rigid strength. 

Completely weatherstripped, 
Molded hard rubber top rollers 
give noiseless rattle-free 
lop Rail action, 
Jamb cushioned with sponge rubber 
— absolutely shockproof. 
Laminated linen base rollers for 
easy-glide bottom rail. 
Sliding screens remove in seconds... 
all doors lift out easily for cleaning. 
Non tripping threshold type track. 
Snap lock with hold open feature. 
(Key lock available) 
Territories available 
Dealer and distributor inquiries invited 


Phone: TUxedo 8-4956 
GLass Doors, INC. 
2477 W. 4th Avenue } 


Hialeah, Florida 


PROFITS... 
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WOOD TILES 


ae LLL CL Ee 


@ Knotty Pine 

@ Clear Pine 

@ Cherry 

@ African Mahogany 


A really new decorative use for 
wood welcomed by builders, in 
terior decorators, home craftsmen 


Tyler tiles give the luxury of 
rich, solid paneling in choice 
woods at a fraction of the ex 
pected cost. 


| On walls or ceilings 
‘ in new construction or 
i ee . , Me over present surfaces, the 
1 ‘ ; large tiles go on fast 

a with no waste and no ce- 
Le — menting. Just nail the 
i! : edges fo furring strips, 
7 ¢ studs or joists, on 16” 
centers. Interlocking edges 
hide the nails and assure 
perfect alignment, Use 
plain %4” square strips to 
finish inside corners, and 
wood moulding for top 
edges and outside corners. 





in two sizes, 16” square and 16” x 
Fach tile is dipped in 


The new tiles 
32”, with beveled, interlocking edges 
solution that prevents warping, checking, or shrinking, 
yet does not affect the natural wood color. They are shipped 
in sealed cartons of twenty tiles, steel-strapped face to face, 
with corners wood-protected 


come 


a clear 


leader is the Tyler line of 
sliding doors, exterior and 
this popular line sells 


profit-making style 

swinging and 
Competitively priced, 
home owne! 


Another 
louvered products 
interior shutters 
to the fashion-wise 

Make money with Tyler wood tiles and louvered prod- 
ucts. Write today and descriptive bulletins on all 
Tyler products 


ARTHUR F. TYLER COMPANY 


MASS 


for catalog 


167 HAPGOOD STREET ATHOL 
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Dur-O-wal preserves beauty, 
adds structural soundness and 
prevents cracking. 








Butt-Weld e Trussed Design 


Dun-B0-wal 


a i ee 


Phone, wire or write Dept. 2B today for com- 
plete dealer information . . . . you have a market 
for Dur-O-waL in your town. Act now. 








Dur-O-wol Prod., 
AURORA, ILL. 
Dur-O-wol 


Dur-O-wal Div., Cedar Rapids Block Co.,, CEDAR RAPIDS, 1A. 
nc., Box 628, SYRACUSE, N.Y. Dur-O-wal of Ill., 119 N. RiverSt., 
Dur-O-wal Prod. of Alo., Inc., Box 5446, BIRMINGHAM, ALA. 
BALTIMORE, MD. Dur-O-wal Div., 
165 Utah St., TOLEDO, OHIO 


Prod., Inc., 4500 E. Lombard St., Frontier Mfg 


PHOENIX, ARIZ. Dur-O-wal, Inc., 


Co., Box 49, 








' Have a Bushel of Fun... = 
in the FLORIDA SUN! 





LLAS 
BY-THE-SEA 


Country Club 
18-hole course 
Pool —Tennis 

Nursery 


an 


Where Mrs. America 
and Her Family Vacation! 


Enjoy your own one, two or 





three bedroom ground floor villa 


Completely furnished for vaca- 


I 
tion livin 


VILLAS s SMe 
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ALUMINUM 
AWNING WINDOWS 





a ee ee 


W) deyrees for 100% 





r vent opens slightly 
THE BEST WINDOW YOU CAN SELL FOR ALI ' e remain closed and 
CONSTRUCTION! BEST FOR RESIDENTIAL! of fo t or inclement weather ven 
BEST FOR COMMERCIAL! tilation! | to clean frames require 


ylass can be washed 


One window right for all construction! 


inside building. Koro 


Ualeo Awning Window is made ot! 
Pe : r Ke pped for weather-tight 


vier sections of extruded aluminum 


ets all architectural requirements! 


Favored by homeowners and investors bs 
cause it operates smoothly never require 
painting or replacing. 


Tr 


Favored by contractors because the integral 
fin takes brick fin or fin trim. Jiffy Quick 
Sill Clips slide in channel; locate as many 


as needed where wanted. 





oe \ 


_—= \ 
~~ CONG MER \ 
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HELP YOU OPEN 
THE DOOR TO 
NATIONAL LOCK 
HARDWARE SALES 


@ LEADING HOME PUBLICATIONS’ 
CARRY YOUR NATIONAL LOCK set 
AND CABINET HARDWARE STORY 











% 

\\ , Month after month, home-building prospects 
and remodeling enthusiasts (your customers) 
are becoming more and more familiar with 
National Lock (the line of quality hardware you 
sell). The reason... colorful, effective National 
Lock ads are appearing in House and Garden, 
House Beautiful, Better Homes and Gardens, 
Small Homes Guide, Home Maintenance and 
Improvement. Through these pages come prod- 
uct recognition and company prestige eo « « {WO 
more reasons why you can order National Lock 


hardware with confidence... sell it with pride. 








NATIONAL LOCK COMPANY 


ROCKFORD, ILLINOIS . Merchant Sales Division 





